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Ford Motor Co. rounded out its new executive team last week with the election of 
Robert S. McNamara, left, as the company’s fifth president. Here he talks with Henry 


Ford || who will serve as board chairman and chief executive officer. 
pe 
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Ford Structure Realigned 
As McNamara Moves Up 


By Kenneth C. Kelley Jr. 
Staff Writer 

ORD MOTOR CO. last week re- 
aligned its divisions just after 
naming Robert S. McNamara, 44, 
president. Henry Ford II, 43, con- 

tinues as board chairman. 
The divisional realignment gives 
all assembly operations to a new 





L, A. Iacocca 


4. O. Wright 


division and makes Ford and Lin- 
coln-Mercury divisions into market- 
ing units, 

The McNamara election was ex- 
pected. It was the outgrowth of the 
July retirement of Ernest R. Breech 
as board chairman. Ford, grandson 
of the founder of the company, was 
both chairman and president from 
July until last week’s action. 

In. dddition, McNamara was 
rated the man most likely to be 
named president. He is one of the 





Imports Retain 
$.8% Sales Slice 


Monthly Volume Solid 


On 40,000-Car Plateau 


SP OnteD cars show continuing 
signs of strength in the new-car 
market in the face of-slowly crum- 
bling volume. 

These are the bullish factors: 

1. Imports’ share of the total 
market has increased for the 
fourth month in a row. 

2. Their penetration of the Sep- 
tember market was the second- 
highest of the year. 

3. Despite the slow retreat on 
volume, just-released registration 

figures show imports held to the 
40,000 plateau in September. 
a” * 


N SOMETHING of a statistical 
paradox,.penetration during the 
month stood at the year’s second- 
level although volume eased 

to the year’s second-lowest point. 
With 40,441 registrations, the 
(Continued on Page 4, Col, 
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“Whiz Kids,” a group of former 
Air Force officers who joined Ford 
management after World War II. 
McNamara has moved steadily to- 
ward the top since joining the 
company. 

The appointment of McNamara 
touched off a chain reaction of 
changes of executiyes at Ford. 
These were the key es: 

James O. Wright, vic e-presi- 
dent and formerly general man- 
ager of Ford Division, was ap- 
pointed vice-president and group 
executive-car and truck divisions, 
succeeding McNamara, 

Lee A. Iacocca, formerly vehicle 
marketing manager of Ford Divi- 
sion, was elected a vice-president 
of the company and appointed gen- 
eral manager of Ford Division, 
succeeding Wright. 

Charles R, Beacham, vice-presi- 
dent and formerly assistant gen- 
eral manager of 
Ford Division, 
was appointed to 
the newly creat- 
ed central staff 
position of vice- 
president - mar- 
keting. 

In the new. ex- 
ecutive lineup, 
Ford, as chair- 
man and chief 
executive officer, 
has full responsi- 





C. R. Beacham 
bility for the general management 
of the company, with particular 

(Continued on Page 62, Col, 1) 





Imported-Car 
Registrations 


New imported-car registrations 
for nine months: 


1960 1959 
Pos. Make Pos. 
1—115,467 VW 83,161— 1 
2— 54,061 Renault 65,669— 2 
3— 22,092 Opel 30,197— 4 
4— 20,900 Eng.Ford 33,272— 3 
5— 17,538 Fiat 29,709— 5 
6— 14,523 Triumph 18,169— 8 
7— 13,860 Simca 28,765— 6 
8— 13,743 Austin Healey ° 
o— 10,949 MG * 
10— 10,857 Mercedes-Benz * 
e Hillman 22,0038— 7 
¢ Vauxhall 17,870— 9 
* Volvo 14,269—10 
103,278 All Others 115,408 
Total All Makes 
397, 459,092 

—Not ‘Top T 


“Bate by Mr Le Polk, & On, No re-we 
without Polk permission 
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Despite Sales Upturn 


By Maynard M.Gordon 
News Editor: 


EALERSHIP inventories of new 
cars have turned upward again 
in spite of a sales spurt. 

An estimated 913,807 hew domes- 
tic cars were in dealer lots or en 
route from the factories. as of Nov. 
1, according to the monthly census 
by Automotive News. This exceeded 
the Oct. 1 stockpile by 58,130 units 
(or 68 percent) and inarked the 
ninth straight month im which the 
count has outweighed the previous 
record for that month, 


Bolstering the early -November 
inventory was an estimated 305,- 
000 carryover ’60 cars, also re- 
flecting a new high. The combined 
stockpile of ’61 and ‘60 models 
represented about a 45-day supply 
at the October selling-rate. 

A 45-day supply is no cause for 
alarm as such, dealers-agree, un- 
less there is a substantial slowdown 
in retail movement is month. 
In that event, the dealer burden 
of unsold domestics could once 
again cross the one-million line by 
Thanksgiving. 

* * oe 

Bc question mark in the near- 
term market picture is the un- 
questioned glut of. ’60 ‘cars. Sal- 
ability of these leftovers grows in 


Dealer Advertising 
Still Accenting 
00 Leftovers 


By John K. Teahen Jr. 
-Associate Editor’ 
ITH some 300,000 new ‘60 mod- 
els still on hand, many auto 
dealers are advertising the leftovers 
just: as hard as they are pushing 
their ’61s. 

Price is the theme on the ’60s. 
Dotting the nation’s newspapers 
are claims like “no set minimum 
prices,” “guaranteed lowest prices 
in town” and “lowest prices ever 
offered.” 

The 5 percent carryover rebate 
which most manufacturers are pay- 
ing is playing an important role in 
the extended cleanup. 

A Midwest Ford dealer explained 
it this way: “We take our invoice 
and add the salesman’s commission 
and a prep charge. Then we deduct 
the factory rebate. If the cqustom- 
er’s offer is close to our break-even 
point, we OK the deal.” 

a * + 
i SALEM, Ore., Valley Motor Co. 
staged a week-long new-car auc- 
tion—complete with sealed hids—to 
sell 16 new ’60 Fords. 

The dealership explained it this 
way: “We will post our cost on 
the windshield of each car, Look 
them over and submit your bid. 
The highest bid over our cost on 
each auto takes it.” 

O’Green Ford, .Detroit, listed ’60 
Falcons at $1,645 and standards at 
$1,745. Hull-Dobbs, Louisville, priced 

a Fairlane two-door at $1,723, and 
Ken Ralph-Ford, Inc., Rochester, 
N. Y., mentioned Falcon and Fair- 
lane two-doors with automatic 
transmission for $1,798. 

Pendergrass Cheyrolet, LouisvVille, 
urged shoppers to “save ‘enough for 
a ton of Thanksgiving turkey” by 
purchasing a '60. 

* + * 
ALLMAN GHEVROLET, 
Rochester, spoke of “lowest 
prices ever offered” and listed a 
(Continued on Page 4, Col, 3) 


stickiness each passing day of the| supplies and shortages of standard 


61 season, although the depth of 
this problem varies widely from 
area to area and dealer to dealer. 


“Greater discounts will be re- 
quired to move these (’60) units,” 
commented a Utah Dodge dealer 
with a 60-day supply. 

A Michigan Ford dealer and an 
Oregon Buick dealer said the ’60s 
are movable “at a price—without 
profit.” 

A report from several dealers 
that factories were continuing to 
ship '60 models along with ’61s was 
a complicating factor. A spokesman 
for one factory mentioned in this 
regard said his concern’s float of 
a had “long since been disposed 
oO! ” 


prRom the point of view of inven- 

tory balance on price leaders, 
dealers found little to complain 
about on ’61 models. Introductory 
stocks had been well distributed by 
the manufacturers, save for isolated 
instances of station-wagon over- 
















New-Car Stocks 
In Field and in Transi#, 
Domestic Makes 

913,807 


855,677 


Current aa. tee. ee 


Month “front Month 


High (1,088,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 


523,909 
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sedans, and the mix apparently was 
remaining satisfactory into Novem- 
ber. 

A spot check of Pontiac dealers, 
for example, showed that early 


Donner’s Rebuttal 


What's an adequate inventory? 
GM’s Frederic G. Donner 
to NADA’s Birkett L. Williams. 
See Page 4. 








Tempest shoppers had out-of-stock 
choices ranging from stick-shift 
sedans to loaded wagons. Each of 
eight Tempests at one metropolitan 
showroom was of a different color, 
and no two of the eight were ex- 
actly alike in factory-installed op- 
tions. 


i 


comparable level of 

The current inventory is nearly 
75 percent above that of a year ago, 
with carryover models included in 
both cases. But it is some 125,000 
units below the alltime peak of 
1,038,967, reached last July at a 
time when the stockpile was staging 
a run of five consecutive months 
above the never-before-cracked mil- 
lion milestone. 

It was in April when the million 
mark gave way initially. The stock- 
pile of domestics tquched 1,006,427 
then, It rose to 1,009,694 in May, 
1,024,090 in June and 1,038,967 in 
July before dipping to 1,018,334 in 
August. 

* * * 

HANGEOVER shutdowns during 

August lopped the inventory to 
the 881,481 level Sept. 1. But sales 
(Continued on Page 4, Col, 1) 





Compacts Show New Gain 
As Output Declines Again 


By Martin L, Whitmyer 
Staff Writer 

BSENTEEISM and tardiness at 

many assembly plants across 
the nation on election day cut into 
production schedules and held car 
output in the United States to an 
estimated 144,596 units last week. 


That was an @6 percent decline 
from the 145,422: cars turned out 
a week earlier, but a 124.4 percent 
rise from the 64,452 units rolled 
from U. S. assembly Hnes during 
the week ended Nov. 14 a year 
ago, when the industry’s output 
schedules were curtailed by the 
steel] strike. 

The compacts took 33.7 percent 
of total industry output on an esti- 
mated 48,677 assemblies last week; 
the standard: group captured 43.1 
percent on an estimated 62,325 
units; the medium field picked up 
20.1 percent on 29,069 assemblies 
and the highest-priced class took 
3.1 percent on an estimated 4,525 
cars. 

A week earlier, the compacts took 
82.7 percent of total industry out- 
put on 47,584 assemblies; the stand- 
ards captured 44.3 percent on 64,394 
cars; the mediums took 19.9 per- 
cent on 28,942 units, and the high- 


est-priced class picked up 3.1 per- 
cent on 4,502 assemblies. 
ok + ~ 


To compacts, getting produc- 
tion hikes from Rambler, 
Comet, Corvair and Tempest, show- 
ed an ‘increase of 2.3 percent over 
the previous week. 

Rambler, working six days at 
Kenosha, boosted its output from 
10,705 cars a week earlier to an 
estimated 12,000 last week; Comet, 
working Saturday at San Jose, 
Calif., climbed from 4,682 to 4,760; 
Corvair, working six days at Wil- 
low Run, rose from 5,730 to 6,300, 
and Pontiac Tempest shot from 
2,600 to 2,850 assemblies. 

Off from the previous week were 
Lancer, down Monday and Tues- 
day at St. Louis, from 3,542 to 3,400 
units; Valiant, also down two days 
at St. Louis, off from 2,817 to 2,600; 
Falcon, despite the fact it worked 

(Continued on: Page 63, Col. 3) 





TOP CARS 
No October new-car registra- 
tions were available from R. L. 
Polk & Co, last week. Top Cars 
will resume next week, 
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Dealer Forum 


by Robert M. Finlay 


A CLOSE observer of auto factory 
trends notes two important 
changes in top management view- 
point: 

1. Toward recognizing the 
value of cultivating the individ- 
ual customer. 

2. Toward supporting the deal- 
er as the most important factor 
in moving parts and accessories. 

As evidence, he cites the accent 
on quality construction, programs 
like Guardian Maintenance, Certi- 
fied Car Care and so forth, design- 
ed to woo customers to dealership 
shops, and the extended 12-12 war- 
ranties which tie new-car buyers 
to dealerships for a much longer 
period. 

The observer, by the way, is an ex- 
factory man who 
won the respect 
of dealers in his 
decades in the 
field for Ford — 
J. ©. (Larry) 
Doyle. He was 
general sales 
manager of Edsel 
when he retired 
three years ago. 
A couple of weeks 
ago he became a a 
vice-president of J. C. Doyle 
John E. Wolf Co., one of the first 
dealer customer-development firms. 

oe * * 


Why Short End? 


LB greeny sce service has always been 
the hub of customer develop- 
ment. How come, then, that service 
usually gets the short end of fac- 
tory thinking, and, many times, of 
dealer thinking? 

Well, said Doyle, new-car sales 
are like quicksand at the factory. 
Everything gets swallowed up in 
the drive for sales. The factory 
makes its money on new-car sales. 
Once the sales drive is on, nothing 
else matters. 

But wait, he was admonished. 


Dingeman Ford 
Shuffles Command 


OXNARD, Calif.—A. J. Dingeman 
(Ford) has been incorporated with 
Robert J. Poeschl as president and 
general manager, according to A. J. 
Dingeman, who has become chair- 
main of the board and the advisory 
committee. The firm now is known 
as A. J. Dingeman, Inc. 

Commenting on the change, 
Dingeman said, “I wanted to take 
it easier after 41 years in the busi- 
ness. Last May I was in the hos- 
pital and I was sicker than I 
knew.” 

Dingeman, a former National 
Automobile Dealers Assn. director, 
said Poesch] will be the majority 
stockholder while he will hold a 
minority interest. D. Gordon King, 
Dingeman’s son-in-law, continues 
as general sales manager. 


Advertising News 
Auctions, Used Import Cars 
Auctions, Used U. S. Cars 
Briefs (General) 

Business Barometer 
Coming Events 
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Market Reports 
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Parts & Accessories News 
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Production by Makes 
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Used-Car Market Report 
Wilkie Views 
Washington Column 











What about factory profits on 
parts and accessories? 

Doyle conceded that there is fac- 
tory profit there, too, but factory 
thinking is inclined toward the 
view that the factory sells a lot 
of parts and accessories simply be- 
cause it has sold a lot of cars pre- 
viously. 

Showmanship and glamor, long 
a part of the industry, is associated 
with new-car sales—they get the 
brass bands, the pretty girls, the 
fancy frills, the oratory, Service is 
tacked on to the end of factory 
presentation programs to dealers— 
and these programs usually run 
overtime, so service is left out. 

* a * 


On Main Street 


— sales function puts the deal- 
er on main street for the show- 
room, when nine-tenths of his 
building, devoted to service, might 
just as well be on a less expensive 
back street. (Yet service is asked 
to bear the overhead for the more 
expensive location.) 

Sales contests send the dealer, 
his sales manager and often his 
top salesmen to Bermuda, the 
South Seas, to the lush spots, 
while the service department is 
up to its elbows in grease. 

So, said Doyle, with the business 
gimmicked to sales, is it any won- 
der that the dealer sometimes for- 
gets that the center of his business 
is service? It is service that builds 
his reputation—good or bad. 

Profits from service may en- 
able the dealer to give his cars 
away and still stay in business — 
and still because of gim- 
micked accoun , that “the big 
money is in the new-car busi- 
ness.” 

From the dealer standpoint, serv- 
ice is the stabilizing part of his 
business, It is the part which re- 
flects him most. It is the hub of his 
prospecting for sales, if he will de- 


velop his customers, 
~ * ca 


The Ultimate Link 


pe points out that while fac- 
tory management is coming 
around now to customer accent, it 
must guard against the inclination 
that the maker can go through and 
around the dealer to the customer. 
This, he contends, is an impossi- 
bility. 

The ultimate link will always be 
between the customer and the deal- 
er. Factories don’t deliver cars to 
customers, or make cars ready, or 
service them after they are de- 
livered. This is always the dealer’s 
responsibility. The factory thinking 
has to be directed toward working 
with the dealer in the area of cus- 
tomer relations. 

In this respect, both dealers 
and factories are inclined to re- 
gard the new-car buyer as a cus- 
tomer, when he is only a new-car 
buyer. He becomes a customer 
only after dealer service makes 
him one. 

Some dealers see this, though. 
When the buyer does not come 
back, the dealer says: “Well, I 
never had him anyway.” 

But, in the area of customer re- 
lations, the dealer satisfied him 
once, When the buyer signed the 
check for the new car he must 
have been satisfied, Where did the 
dissatisfaction arise? 

* + ae 

Stay with Him 
7 KNOW, says Doyle, the deal- 

er has to stay with the buyer. 
If the customer is an asset, he 
should be classified and studied 
and inventoried. To this end, the 
Wolf plan classifies dealer pros- 
pects this way: 

1. Buyers—new and used cars. 

2. Active service customers. 

3. Inactive service customers. 

4. Prospective service customers. 

5. Truck owners. 

These are inventoried monthly, 
reclassified and cultivated, start- 
ing with the assumption that the 
customer is a person responding 
to the ‘Known behavior patterns 

(Continued on Page 63, Col, 4) 





New Officers— 


Newly elected officers of the Oklahoma 
Automobile Dealers Assn., are, from left, 
Harvey Cobb (Pontiac-Cadillac), Ponca City, 
president; Jack Clark (Dodge), Oklahoma 
City, reelected secretary-treasurer, and 
W. G. Horton (Ford), Oklahoma City, first 
vice-president. Roy Tant, not shown, was 
reelected secretary-manager. 











By Missouri Dealers .. . 


Oklahomans Endorse 
Blast at Factories 


OKLAHOMA CITY.— The Okla- 
homa Automobile Dealers Assn, has 
endorsed unanimously a resolution 
by the Missouri Automobile Dealers 
Assn. accusing the factories of 
overloading members with ’60 mod- 
els during the buildout, and forcing 
them to sell the 61s ahead of time. 

The action was taken at the as- 
sociation’s 27th annual convention 
here. 

The Oklahoma group also ap- 
proved the use of showroom post- 
ers and inserts in new-car war- 
ranty policies outlining items not 
covered in the new 12-month, 
12,000-mile warranty programs. 

In its resolution, the Missouri 

dealer group ¢ ha r g ed that the 





Among those seated at the head table at the convention banquet of the Oklahoma 
Automobile Dealers Assn. are, from left, Senator Mike Monroney, Oklahoma Democrat; 
Mead Norton (Buick), Oklahoma City, director, National Automobile Dealers Assn.; 
James Moore, NADA executive vice-president; Tom Allton (Ford), Columbia, Mo., NADA 
District 9 vice-president; Ralph Bolen (Oldsmobile), Oklahoma City; Harvey Cobb (Pon- 
tiac-Cadillac), Ponca City, newly elected OADA president; Jack Clark (Dodge), Okla- 
homa City, OADA secretary-treasurer; W. G. Horton (Ford), OADA first vice-president, 









and Ray West (Chevrolet), Oklahoma City. 





Dealer Still Receiving ’60s 
Rips Factory Planning 


Eprror’s Nore: The following 
letter sheds light on dealer 
charges of 1960 model overpro- 
duction: 

The action of the Missouri State 
Dealers Assn. of censoring the 
makers for unloading too many 
cars on dealers’ backs after the 
normal market is expended, is cer- 
tainly to be commended. All or- 
ganizations of each state should do 
the same. 

Even though we are over 45 days 
into the selling market of the '61 
models, one factory is still “cram- 
ming” '60 models and is actually to 
the point of refusing to take orders 
for ’61s unless a few ’60s are also 
included, in the ratio of 60 to 40. 

This amounts to the factory ask- 
ing the dealers to subsidize the 
mistakes that the factory has made 
in over-estimating the demand. But, 
of course, the dealers are never 
asked to sit in with the factory 
when production figures are form- 
ulated. 

Of course, the makers will say 
that the “cleanup” allowance makes 
it possible to “break even,” but in 
my case, the last six cars sold, not 
including demos, were moved at a 
gross of less than $70, although our 
selling cost is approximately $161 
per car, based on allover average 
years’ business, If they would real- 


No Triumph for VW 


ANN ARBOR, Mich.—The first 
political venture by the local Volks- 
wagen-Volvo dealer ended disas- 
trously last week. Thomas P. 
Payne, a Democrat, was defeated 
by Republican United States Rep. 
George Meader in the Second Con- 
gressional District race, 


ly reduce the price $350 or $400 per 
unit instead of the paltry $135 to 
$165 that is already included in the 
price of each unit for just these 
contingencies, it would make a lit- 
tle better sense. 

Unless the dealers can get a good 
steel poker to reinforce their back- 
bone, and say “no,” and mean it, 
this year-end cramming will con- 
tinue year after year. 

I can’t see how the industry con- 
tends we had a six-million-car year 
when there are over 1.3 million cars 
unsold in dealers’ hands, including 


“coupling of the ’60 model carry- 
over load with the bungled an- 
nouncement-day program has 
weakened instead of strengthened 
the relationship between the dealer 
body and the factories to the detri- 
ment of both.” 

The overloading resulted in “an 
inventory buildup of carryovers out 
of all proportion to the demand and 
requirements of the public and 
dealer body,” the resolution said. 

The “premature” showing and 
delivery of ’61 models “caused an- 
nouncement day to have about as 
much flash and surprise as a wet 
firecracker,” the dealers added. 

The association said such “sharp 
practices” were “akin to false ad- 
vertising and deceitful financing,” 
and vowed to continue to fight such 
“shams.” 

The Oklahoma group said each 
member will be provided two 
large posters entitled “Warranty 
Facts,” and reduced versions 
which can be pasted into the 
warranty policy. 

The poster points out that it is 
OADA'’s obligation to prevent “any 
misunderstanding on the part of 
the public, its dealer members, 
prospects and owners of cars cov- 
ered by the new warranty.” 

Owners are informed that the 
warranty does not apply to tires or 
tubes, normal maintenance service, 


‘|any vehicle which has been sub- 


ject to misuse, negligence or acci- 
dent, and any vehicle or chassis 
which has been repaired or altered 
outside an authorized dealership 
handling that make, “so as in the 
judgment of the manufacturer, it 
adversely affects the performance 
and reliability of the vehicle.” 

The association said the action 
“follows the same policy that was 
pursued in sponsoring the Mon- 
roney ‘truth-labelling bill’ which 
removed doubt and suspicion re- 
garding new-car prices.” 

The poster concludes: “The 
performance of a motor car is 
determined by proper servicing, 
by the selling dealer before de- 
livery, and adequate maintenance 
by the owner, who should consult 
owner manuals and follow fac- 
tory recommended services by 
returning the vehicle to the sell- 
ing dealer at the proper intervals. 
“A few dollars spent on preven- 
tive services could save hundreds 
of dollars in future repair bills.” 
Harvey Cobb, Ponca City, was 
elected president of the association, 
succeeding Frank Kitchens, Law- 
ton. W. G. Horton, Oklahoma City, 
was named first vice-president. 
Jack Clark, Oklahoma City, was 
reelected secretary-treasurer, and 
Roy Tant, Oklahoma City, was re- 
named for another term as secre- 
tary-manager, 


Fire Destroys Ford Deal 
SMITHFIELD, N. C.—B. & R. 
Wilson, Inc, (Ford), was destroyed 
by fire Nov. 2. Damage was esti- 
mated by M. B. Wilson, president, 





at about $250,000. The loss included 
five new 1961 autos and several 
other cars and trucks, he said, 


rent cars, and on used-car lots that 
will still compete with the '61 busi- 
ness.— RAMBLER DEALER. 


On the House... 


Lower than last year but double that of 1958. 
That’s the profit-per-car picture in the first nine 
months for Chicago-area group of low-priced car 
dealers. It was $32 per new vehicle this year, versus 
$52 last year and $16 two years ago . . . GM’s Mo- 
torama in Los Angeles, starting Jan. 27, will con- 
flict with part of NADA convention in San 
Francisco ... Maryland dealers will celebrate as- 
sociation’s fiftieth anniversary at banquet, Nov. 16... 

Forest Bowles, president of Pennsylvania as- 
sociation, reports that he has been successful in 
getting his dealership’s landlord to reduce month- 

Wemhoff ly rental from $700 to $600; reason: Dealership’s 
lower gross profits . . . Iowa association’s Guaranteed Warranty 

Program on used cars has been approved by Illinois directors; is 

now in effect in South Dakota, will soon be in Wisconsin .. . Toledo 

dealers surpassed United Fund goal by 43 percent; Joe Cronin is 
heading auto section of Philadelphia’s drive ... 

Utah association pcints out there’s now an extra tax inducement for 
a dealership to buy equipment, especially near year end .. . Leonard 
Miller (Dodge, Mattoon) is Illinois “Quality Dealer of Year”... Vir- 
ginia dealers will convene annually in the spring, instead of fall. 

—Pertz WeMuorr, Editor, 
Automotive News 





































4 





AUTOMOTIVE NEWS, NOVEMBER 14, 1960 


913,000 Inventory About One-Third ’60s . . . 





Stocks Rise Despite Higher Sales 


(Continued from Page 1) 
in September proved a disappoint- 
ment, and the inventory was unable 
to fall below 855,677 by the start of 
October. 

Retails of new cars, sparked by 
the host of ’61 introductions, surged 
briskly last month to an estimated 
525,000 domestic units. Dealers re- 
ported, however, that fleet deliveries 
and ’60 sales accounted for a sub- 
stantial share of the October vol- 
ume. 

True test of the appeal of ’61 
models is expected to shape up 
this month and next. The ’61s ad- 
mittedly have started slowly on 
an individual-sale basis—a _ per- 
plexing result of what had been 
billed ag the splashiest new-model 
introduction in history. 

Best sellers so far in the new- 
model cycle are, not any of the 
new compacts, but the same jobs 
which fared so well all throughout 
the ’60 run. These included Falcon, 
standar'i Chevrolet, Comet and 
Dart. Customary early strength 
also is showing up for the Pontiac 
Catalina, Olds 88 and Buick Le- 
Sabre. 

“Higher-priced models going good 
—not much interest in lower-price 
units,” commented a New York 
Chevrolet-Buick dealer. 

* * * 
A UTAH Dodge dealer complained 
that, although the ’61s drew a 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


Dealers 

Cars Cars tn Total 
In Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
Jan, 1, '50.... 251,754 188,500 440,254 
July 1, ’50.... 311,084 167,500 478,584 
dan, 1, ’51.... 305,888 89,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, '51.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 719,500 330,262 
dan, 1, '52.... 224,968 31,000 255,968 
April 1, ’52.... 213,391 83,000 296,391 
duly 1, ’52.... 193,462 84,500 277,962 
Oct. 1, ’52.... 233,556 89,000 322,556 
Jan. 1, '53.... 201,671 83,300 374,971 
April 1, '53.... 445,882 89,300 535,182 
duly 1, °53.... 479,698 82,800 562,498 
Oct. 1, °63.... 519,037 60,900 579,937 
dan. 1, '54.... 428,125 36,600 464,725 
April 1, ’54.... 541,911 64,000 605,911 
July 1, ’64.... 445,665 62,500 508,165 
Oct. 1, '54.... 267,469 29,000 296,469 
Jan, 1, °55.... 293,881 68.500 362,381 
April 1, ’55.... 544,038 99,500 643,538 
duly 1, ’55.... 736,501 77,000 813,591 
Oct. 1, '55.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dec, 1, ’55.... 645,707 77,400 723,107 
dan. 1, '56.... 755,177 53,300 808,477 
Feb, 1, ’56..,. 801,499 68,900 870,399 
Mar, 1, ’56.. x 63,700 903,789 
April 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.. 6, 56,300 902,585 
dune 1, '56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 568 679,596 
Aug. 1, '56.... 551, 53,026 688,172 
Sept, 1, °56.... 456,013 48,382 604,395 
Oct, 1, '56.... 288,103 25,900 314,003 
Nov, 1, °56.... 212,967 65,008 277,975 
Dee, 1, '56.... 318,587 656 398,243 
dan, 1, ’57.... 461,860 50,168 512,018 
Feb, 1, °57.... 561,934 68,100 630,034 
Mar, 1, '57.... 664,608 400 733,008 
April 1, °57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 500 737,206 
dune 1, °57.... 724,329 63,420 787,749 
duly 1, °57.... 682,121 63,090 745,211 
Aug, 1, ’57.... 645,445 59,300 704,745 
Sept, 1, 57.... 684,484 45,052 129,536 
Oct, 1, °57.... 547,549 25,085 572,634 
Nov, 1, ’57.... 380,740 300 449,040 
Dee, 1, ’57.... 460,149 71,800 631,949 
dan, 1, '58.... 597,208 55,000 652,208 
Feb, 1, °58.... 725,003 54,100 779,103 
Mar, 1, ’58.... 821,566 44,000 865,566 
April 1, '68.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 500 776,964 
June 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.. 598 45,000 675,598 
Aug, 1, '58.... 600,656 30,000 630,656 
Sept. 1, '58.... 455,984 7,700 684 
Oct, 1, °58.... 201,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286 482 
Deco, 1, °58.... 387,131 73,200 460,331 
dan, 1, '59.... 477,009 67,000 544,009 
Feb, 1, ’59.... 608,525 58,200 666,725 
. 1, 69.... 643,239 ,600 706,839 
April 1,569 ..710,382 66,620 777,002 
May 1, '59.... 766,185 68,000 834,185 
dune 1, '59.... 845,920 63,300 900,220 
duly 1, ’59.... 844,152 64,000 908,152 
Aug, 1, '59.... 928,390 48,000 976,390 
Sept, 1, '59.... 688,035 15,000 703,035 
Oct, 1, ’59.... 467,038 52,500 519,538 
Nov, 1, °59.... 472,400 51,000 523,909 
Dec, 1, '59.... 387,972 20,000 407,972 
dan, 1, '60... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 772,353 
Mar. 1, '60.... 862,334 77,000 939,334 
April 1, '60.... 934,427 72,000 1,006,427 
May 1, '60.... 942,804 66,800 1,000,604 
dune 1, '60.... 953,000 71,000 1,024,000 
duly 1, '60.... 994,967 44,000 1,038,967 
Aug. 1, '60.... 980,134 38,200 1,018,334 
Sept, 1, 60... 852,081 28,500 881,481 
Oct, 1, '60....°784,677 71,000 *855,677 
Nov, 1, '60.... 840,507 73,300 913,807 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 
ST re 


favorable reception, his sales were| four compacts and eight standards 


curbed by an excess of Lancers and 
a shortage of Darts. 

“Standards are so near the price 
of compacts,” he explained, “that 
the greater discount makes Dart a 
much better buy for the public.” 


Other comments on the Novem- 
ber market follow: 


Minnesota General Motors dealer 
—New models all look alike. Sold 


Donner Explains 
Inventory Policy 


Says 30-Day Supply 
Cuts Dealer Profits 


NEW YOR K.—General Motors 
believes that dealers need more 
than a 30-day supply of new cars 
for maximum profits and sales. 

Chairman Frederic G. Donner em- 
phasized this last week in a state- 
ment replying to Birkett L. Wil- 
liams, president of the National 
Automobile Dealers Assn., who had 
challenged Donner’s Motorama re- 
port that dealer inventories were 
in line with sales. 

In his statement, published ex- 
clusively by Automotive News, 
Williams called attention to the 
high costs of maintaining exces- 
sive inventories and urged dealers 
to hold their stockpiles at the 30- 
day level. 

Donner declared that GM dealers 
‘lost sales and profit opportunities” 
when strikes reduced their inven- 
tories to the 30-day level in the 
fall months of both 1959 and 1958. 
Full text of his statement follows: 

The comments by Mr. Williams 
which appeared in the Nov. 7 issue 
of Automotive News on the complex 
question of dealer inventories are 
sharply at variance with the prac- 
tices and policies of GM’s successful 
dealers during the past five years. 
Since I am most familiar with our 
own GM dealers, I shall, as I did 
last week, restrict my comments to 
their experience. (Eprror’s Nore: 
Williams is a Ford dealer in Cleve- 
land.) 

First of all, General Motors sched- 
ules its car production as closely as 
possible on the basis of our evalu- 
ation of market conditions and 
prospective demand for our prod- 
ucts. Our current business is very 
satisfactory, and our schedules are 
based on the assumption that it will 
continue to be so. Our dealer stocks 
are in line with past experience and 
with our evaluation of future de- 
mand. 

General Motors and its dealers 
must meet the market challenge 
together. We have responded to the 
dynamic shifts in the market. We 
also have responded to the demands 
of our dealers and their customers 
for an expanded range of products. 
During our Motorama news con- 
ference in New York, I observed 
that “This year we are offering 119 
models compared with a total of 
only 96. five years ago.” 

This wide variety of choice has 
been dictated by customer de- 
sires. If dealers are to satisfy the 
demand that exists they must be 
in a position to offer the variety 
of size of cars, models, optional 
and equipment items which ex- 

(Continued on Page 63, Col. 3) 


Coming Dec. 12— 


in October. 

Ohio Mercury-C o m e t—Selling 
30 percent compact. Showroom at- 
tendance considerably less than 
other years. 

Kentucky Chevrolet—Can’t get 
enough standards. Luck to sell 20 
percent compact. 

Oregon Lark—’61s being received 
without any special enthusiasm, but 
can be sold to buyers who need new 
transportation. Not much buying 
where people just want a new 
model. 

oe * * 
cHIcaN Dod ge-Plymouth— 
Elections will restore sales. 

Georgia Ford—Falcons not quite 
as strong as last summer. 

Connecticut Chevrolet-Oldsmobile 
—No problem on ’60s—just a few 
good models left. Compacts a little 
better than last year. 

Illinois Chevrolet—’61 shipments 
slow—not enough Impalas and Mon- 
zas—too many wagons. '60 carry- 
overs confined to Biscaynes and Bel 
Air sixes—easy to sell at good 
profit. Corvair getting stronger 
every month, 


Special, F-85 Hike 
Wagon Prices $27 


DETROIT.—Buick and Oldsmo- 
bile have added $27 to the sticker 
prices of their Special and F-85 
station wagons. 

The increase represents the in- 
stallation of a roll-down rear win- 
dow as standard equipment. Earlier 
wagons had a stationary rear win- 
dow. 

The new prices for both makes 
are: Standard wagon, $2,681; De- 
luxe wagon, $2,816. All wagons are 
four-door two-seat models. 


In Dealer Ads... 





Sales Records for Imported Cars 


13 Months 

in Pene- 

tration 

Pet. of Over Pre- 
Units Industry vious Month 

Sept. ’59.. 54,194 11.82 11.40 
Oct, ....... 51,923 9.73 —17.26 
Noy, ...... 47,430 11.11 14.18 
Dee, ...... 54,609 2.71 14.40 
Jan. ’60.. 40,420 9.40 —26.04 
EL mice 42,704 8.64 —8.09 
March .. 50,310 8.43 —2.43 
April .... 48,283 7.46 —1151 
May ....... 45,623 7.05 —5.50 
June 43,309 4.27 3.12 
duly ...... 43,537 1.97 9.63 
SS. gress 42,577 8.10 1.63 
Sept. ...... 40,441 8.82 8.90 


13 Years 


Pct. Gain 
in Pene- 


tration 
Pct. of Over Pre- 
Units Industry vious Year 


1948 ...... 16,133 46 1433.33 
1949 ...... 12,251 25 —45.65 
1950 ...... 16,336 26 4.00 
1951 ...... 20,828 Al 57.69 
1952 ...... 29,299 -70 10.73 
1953 _...... 28,961 50 —28.57 
1954 ...... 32,403 59 18.00 
1955 _...... 58,465 82 38.98 
1956 ...... 98,187 1.65 101.22 
A 206,827 3.46 109.70 
1958 378,517 8.13 134.97 
1959 ...... 609,539 10.11 24.35 
1960 to 

see 397,268 8.04 —20.47 


@ 1960, Automotive News 





Imports Near 9 Percent 
With 40,000-Plus Volume 


(Continued from Page 1) 


month barely edged January’s 
40,420. 

Imports accounted for 8.82 per- 
cent of all new-car registrations 
during September, a share exceeded 
only by January’s penetration of 
9.40 percent. 

In August this year, imports ac- 
counted for 8.10 percent of the over- 
all market on 42,577 registrations. 

A year ago in September, imports 
captured 11.82 percent of the mar- 
ket on 54,194 registrations. 

a * 


— fact that imports managed 
to hold to the 40,000 plateau de- 
spite increasing competitive pres- 
sures has interested many market 
observers. Imports appear rooted to 
this level although they have 
trended downward in volume after 
hitting a peak of 57,590 in June, 
1959. 

If import volume should dip 


Leftovers Pushed Hard 


(Continued from Page 1) 


’60 Biscayne two-door at $1,889 and 
a Corvair four-door at $1,689. Ralph 
Rambler, also in Rochester, said 
prices started at $1,498 on ’60 mod- 
els. 

A Detroit Chevrolet dealer got rid 





equipment combinations may be 
on the lot till next May.” 
Turning to the ’61 models, Reed- 
man’s, a huge Dodge and Rambler 
operation in Langhorne, Pa., an- 
nounced a year-long sale to cele- 


of half a dozen '60 convertibles by| >rate its 15th anniversary. 


putting them in the showroom, one 
at a time, next to his ’61s. “We sold 
one the first day and moved them 
all within a week,” he said. 

Some dealers expect to clear 
out their carryovers by the end 
of November, but a Detroiter ob- 
served that “cars with oddball 





Detroit Sampling 


Of Compact Sales 


DETROIT.—A sales breakdown 
of all compact cars was provided 
in Wayne County last week by 
the Detroit Auto Dealers Assn. 

For October, the count was: 
Falcon, 1,128; Comet, 726; Ram- 
bler, 487; Corvair, 342; Valiant, 
331; Lancer, 111; Lark, 56; Spe- 
cial, 56; F-85, 54. Tempest was 
not on sale during the month, 





Spotlight on Imports 


Results of a searching study of the multimillion-dollar im- 
ported-car market will be depicted in a special issue of Automo- 


tive News, coming Dec. 12. 


All those who have a stake in this market will want to see: 


A straightforward look at the imports’ future. 


Blueprints of success, drawn up by outstanding dealers. 


Ammunition for fighting 1961's competitive battles. 


A ¢omplete package of statistical analyses and reference 
material, unavailable elsewhere. 





The company hopes to sell $110 
million worth of new and used cars 
by Sept. 30, 1961. Parked bumper to 
bumper, the cars involved would 
reach from New York to Washing- 
ton, the firm said. 

ok x * 

N JEFFERSONVILLE, Ind., 

Clark County Motors (Ford) 

priced a ’61 Fairlane two-door at 
$1,893 and a Falcon two-door at 
$1,699. In the same city, Bales Motor 
Co. offered a Plymouth Savoy two- 
door sedan for $1,927 and a Bel- 
vedere two-door hardtop for $2,099. 
Both prices included heater. 

A Dodge Dart two-door sedan 
was $2,197 with heater at Clark’s, 
Oklahoma City. 

George B. Doyle, Inc., Roches- 
ter, advertised a heater-equipped 
Valiant two-door at $1,890 and a 
Chrysler Newport four-door sedan 
with TorqueFlite, power steering 
and heater at $2,890. 

Among the imports, Waco Motors, 
Miami, offered a free air condi- 
tioner to purchasers of Jaguar, 
Morris Oxford, Hillman Minx and 


Sunbeam Rapier models. 
* * * 

A PROTEST against blitz-type 

ads was delivered by Pepper 
Auto Sales, Inc. (Plymouth-DeSoto), 
Syracuse. In an “open letter to our 
customers and friends,” Pepper 
said: 

“In the 26 years we have been 
selling cars from the same old 
stand, we have never seen as 
much misleading advertising as 
has been recently prevalent. 

“We are proud that our ads have 
been honest, clear and easy to read 
—no asterisks or small type. Again 
at the start of the new model year, 
we pledge that we will continue 
with sound, honest business prac- 
tices, no gimmicks, no comeons.” 


below 40,000 next month, it would 
be the first time in 22 months 
that it has done so. 

+ ob * 


MONG individual makes, Volks- 

wagen vaulted to.a domination 
of the import market more com- 
pletely than any it has enjoyed since 
April, 1957, 

With 13,900 in September, 
Volkswagen bagged a whopping 
34.37 percent of all import regis- 
trations. This compares with 28.24 
percent for VW in August and 
16.08 percent in September a year 
ago. In April, 1957, VW captured 
39.85 percent of all import regis- 
trations, although its volume was 
only 6,335. 

With Volkswagen removed from 
the import totals, the September 
count was 26,541. This is a loss of 
13.14 percent from the non-VW total 
of 30,555 a month earlier and a loss 
of 41.65 percent from the year-ago 
all-makes-except-VW count of 45,- 
489. 

The Top Ten in September took 
75.50 percent of all import registra- 
tions, leaving only 24.50 percent of 
the market to the other 54 recorded 
makes. 

Interestingly, Volkswagen out- 
registered its nearest competitor, 
Renault, by a margin of more than 
three to one in September. A year 
ago in September, Renault enjoyed 
a brief fling as No. 1 import seller, 
having jostled VW into second 
place. 

* * * 

IMCA vaulted to third place in 

September. It had been No. 4 in 

August and in July was 10th. Last 
May it had fallen clear out of the 
Top Ten. 

Opel exchanged positions with 
Simca during the month, winding 
up in fourth place, 

English Ford moved up from 
seventh to fifth, pushing Triumph 
and Fiat back one notch. Triumph 
retreated from fifth to sixth; Fiat 
from sixth to seventh. 

Volvo climbed to No. 8 ranking, 
swapping spots with Austin-Healey, 
which wound up ninth. Final rank- 
ing in the Top Ten was claimed in 
September by Mercedes-Benz, 
which ousted MG. 





Sept. Sales Score 
For Imports 


New imported-car registrations 
for September: 


1960 1959 
Pos. Make Pos. 
1—13,900 Volkswagen 8,705— 2 
2— 4,165 Renault 9,483— 1 
38— 2,010 Simca 3,041— 6 
4— 1,856 Opel 8,417— 5 
5— 1,556 English Ford 3,568— 3 
6— 1,552 Triumph 2,153— 9 
I— 1,520 Fiat 3,546— 4 
8— 1,375 Volvo * 
9— 1,309 Austin-Healey * 
10— 1,291 Mercedes-Benz * 
* Hillman 2,466— 7 
* Vauxhall 2,200— 8 
* MG 1,665—10 
9,907 AllOthers 13,950 
Total All Makes 
40,441 54,194 


*—-Not in Top Ten. 
Data by R. L. Polk & Co, No re-use 
without Polk permission. 
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“Big plus...added little 


services not found in any plan” 


say J. F. HUNTER and WM. A. SARCONI, JR. 


partners in Jess Hunter Motors, Ford dealer, Pueblo, Colo. 















Commercial Credit dealers 
are successful dealers 
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Write or call the nearest CommerciAL Crepir CoRPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it, today? 


A service offered in principal cities of the 
United States and Canada by subsidiaries 
of Commercial Credit Company — Capital 
and Surplus over $240,000,000. 


“We have used COMMERCIAL CREDIT PLAN 
for the past 14 years because their retail 
and wholesale finance plans have always 
been competitive. The big plus with 
COMMERCIAL CREDIT has been the added 
little services they have rendered that are 
not found in any plan. To keep our side 
of the bargain, we have one employee who 

specializes in financing to help close time 

sales. We also pay bonuses and have other 
inducements for salesmen for deals closed 
on the house plan.” 
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Discount on Imported U. S. Parts Killed .. . 





Canada Acts to Spur 
Home Parts Output 


By Gordon McCaffrey 
Staff Correspondent 

OTTAWA, Ont.—The federal gov- 
ernment has cancelled the 20 per- 
cent discount on replacement-car 
parts imported from the United 
States, effective Dec. 1. 

The move is expected to result 
in Canadian car makers setting 
up production lines for the parts, 
or handing out more work to the 
parts industry. 

The 20 percent discount is the 
amount allowed to national dis- 
tributors of parts in Canada. In 
the U. S. there is a different system 
of distribution, and no similar dis- 
count. 

The Department of National 
Revenue has ruled that no dis- 
counts may be considered here in 
valuation for duty purposes un- 
less similar discounts are in effect 
in the country of origin. 

On this basis, replacement parts 
in Canada will be valued at the 
same price as they sell in the U.S. 

“We're very pleased about the 
news,” said an Official of the Au- 
tomotive Parts Manufacturers’ 
Assn. (Canada). The APMA is tak- 
ing a: survey of members to find out 
how much new business might de- 
velop as a result of the move. 

It is expected the manufactur- 
ers of replacement parts also 
will find a market in new-car 
production. 

Automatic transmissions are ex- 
cluded from the discount cancella- 
tion for one more year, the De- 
partment of Nationa] Revenue said. 

APMA officials said it’s too soon 
to comment on what effect the 
move will have on increased vol- 
ume and employment in Canada, 
or what effect it might have on 
parts prices. 

Meanwhile, the UAW in Oshawa 
is searching for 2,000 jobs to coun- 
teract “the worst auto employment 
situation” since World War II. 
Oshawa is headquarters of General 
Moters of Canada assembly opera- 
tion. 

Malcolm Smith, president of 
the 12,000-member Local 222, said 
his unit had advertised in news- 
papers to demonstrate the unem- 
ployment situation in Oshawa, 

He said cutbacks at GM had ex- 
tended to parts plants and one firm, 
Houdaille, had cut back 50 percent 
on employment after losing its con- 
tract to supply bumpers to Chrys- 
ler Corp. 

In the 1957-58 auto-sales slump, 
Oshawa maintained employment 
because GM was not affected, 
Smith said, He estimated that one 
in every six auto workers in the 
Oshawa area now is unemployed at 
@ normally peak time, 

However, he said he did not think 


Foreign Makers 
Aiding Canada, 
Probers Told 


TORONTO.—Nine Canadian sub- 
sidiaries of British automobile and 
parts manufacturers have invested 
$12 million in sales, 
Parts organizations and depots in 
Canada. 


Their 1,000 dealers have invested 
$30 million in facilities and provide 
employment for 8,000 persons. 

Contributions to the Canadian 
economy made by companies im- 
porting automobiles from Europe 
were stressed in briefs submitted 
to the Bladen Commission, which 
is reviewing the Canadian indus- 
try’s problems. 

Since 1948 Rover has imported 
from Canada 114 million pounds of 
aluminum worth $38 million, said 
the brief submitted by H. Gordon 
Munro, president, Rover Motor Car 
Co. of North America and chairman 
of the British Motor Industry in 
Canada. 

Munro said any solution to prob- 
lems of the Canadian automotive 
and parts industries must center 
around the current parts imports 
of more than $334 million annually 
from the United States. 

This represented 58.7 percent of 

(Continued on Page 63, Col, 1) 


unemployment would increase in 
the auto industry over the winter 
months. 

On another front, the Canadian 
customs compound at Windsor 
has been packed this month with 
new U. S. cars, especially the 
new compacts being imported for 
General Motors dealers. 

Windsorites who watch the 
movements in the auto industry 
suggest the rush is on to jam 
through a high number of cars to 
beat the Dec. 1 deadline for the 
increase in valuations for duty pur- 
poses. 

But in Ottawa, a Department of 


National Revenue official said the 


heavy import traffic is a “normal, 
natural thing” this time of year as 
dealers stock up with new models. 

Revenue Minister George Nowlan 
last month signed an order calling 
for a higher valuation on imported 
cars. The increase in duties and 
taxes will mean a higher selling 
price on imported vehicles. 

The GM imports include the 
Pontiac Tempest, the Olds F-85 and 
the Buick Special. In Oshawa, a 
GM official explained the volume of 
sales for these cars is not expected 
to warrant an assembly operation 


here. 
+ * * 


Imports Seen Capturing 
Half of Toronto Sales 


TORONTO.—Last month may 
have been “Black October” for the 
Canadian auto industry in regard 
to registrations in the huge Metro- 
politan Toronto market. 

Preliminary reports indicat® that 
nearly 50 percent of the new cars 
sold here last month were British 
or European imports. This com- 
pares with 27 to 30 percent for the 
first nine months of the year. 

One source said that 866 of 
1,860 cars sold here during the 
first three weeks of October were 
imports. That is a total of 46 per- 
cent. 

Some dealers feel that domestic 
compacts may stem the import tide 
here, just as they have in the 
United States. Compacts reportedly 
took 22 percent of Toronto’s Octo- 
ber sales, although they captured 
only 11 percent during the ’60 
model year. 





Peugeot 404 Bows in Western Canada— 


The Peugeot 404 sedan was introduced in Vancouver, B. C., as Peugeot Distribution, 
Ltd., Montreal, launched an allout sales drive in Western Canada. The car's four-cyl- 
inder, tilted engine delivers 72 horsepower. Wheelbase of the sedan is 104%, inches 
and overall length is 175 inches. One feature of the car is an electromagnetic dis- 
connecting fan, controlled to operate at certain engine temperatures. When the fan 
freewheels, horsepower normally used to turn it is added to usable engine power. The 


sedan sells at around $3,000. 


P 









By Donald M, Lyons 
Staff Correspondent 

MINNEAPOLIS.—The public is 
not completely happy with compact 
cars, Willis Brodhead sr., Brodhead 
Motor Co. (Ford), East St. Louis, 
Ill., told a regional National Auto- 
mobile Dealers Assn, conference on 
“The Compact and Junior Car 
Business.” 

Brodhead said about 5 percent 
of the Falcons sold by his firm 
were traded back at the end of 
the yéar for a standard car. But 
most ustomers seem well satis- 
fied with the compacts, he added. 

Eighty dealers heard Brodhead 
point out that the compact will re- 
tain a relatively high resale value 
“if the public likes your compact 
car.” Between the lowest-priced car 
and the compact there is a differ- 
ence of about $350, he said. 

There is very little competition 
between ‘dealers of different makes, 
Brodhead emphasized, The public 
is 90 percent sold in advance of a 
purchase, he stated. This is the re- 
sult the good service of the car a 
prospect is currently driving, fac- 
tory advertising and the “word-of- 
mouth” testimonial of a neighbor. 

Both Brodhead and Dave Reese, 
Dave Reese Oldsmobile Rambler, 
Drexel Hill, Pa., urged the dealers 
to trim their operating costs. 

“We have heard that this junior- 
car market may reach 40 percent 
or even 50 percent of the total 


ublic Not Entirely Sold, Says Dealer ... 





Discontent with Compacts? 


Peugeot Sales 
Key to New 
Canadian Plant 


VANCOUVER, B. C—Canada 
may get a new automobile factory 
if an allout sales drive by Peugeot 
is successful. 

“If we can hit our sales target 
of 5,000 units a year for Canada, 
we would establish an assembly 
plant,” R. A. H. Wilson, managing 
director, Peugeot Distribution, Inc., 
said while visiting the city to in- 
troduce the new Peugeot 404 sedan. 

According to Wilson, Peugeot 
would thus meet suggestions made 
during the current Royal Commis- 
sion investigation of the Canadian 
auto industry, Testimony suggested 
that establishment of Canadian 
plants by European manufacturers 
would boost Canada’s depressed 
auto industry. 

Peugeot’s expansion plans for 
Western Canada in the sales drive 
include opening a branch distribu- 
tion plant here within the next 
three weeks. Plans also call for 
four more dealers in Vancouver, 
and at least 25 more throughout 
British Columbia and Alberta, Wil- 
son said, 

Wilson said the expansion pro- 
gram comes after slightly more 
than two years of operation, with 
the first Peugeot introduced in the 
Canadian market in July, 1958. 


Canadian Dealers 
Told: Keep Cool, 
Curb Expenses 


TORONTO.—“This is the time 
for clear thinking, sound manage- 
ment—no panic-button operation,” 
according to A. E. Stedelbauer, 
president of the Federation of Au- 
tomobile Dealers Assns, of Canada. 

In a message to all Canadian 
dealers, he said: “We must control 
our expenses to meet the sagging 
’60s condition, and push sales so 
as to create the sizzling ’60s we so 
fondly desire. 

“All available records show that 
over the past few years, expenses, 
both hidden and obvious, have in- 
creased steadily, while gross prof- 
its have decreased. This has re- 
sulted in diminishing net profits 
for the dealer. 

“We must ferret out these ex- 
penses and get them under con- 
trol.” 

Stedelbauer, a London (Ont.) 
Chevrolet-Oldsmobile dealer, said 


























that these cars, because of reduc- 
tion in total sales dollars, will re- 
quire better business management 
than ever before.” 

Henry Billion, Billion Motors 
(Oldsmobile-Rambler), Sioux Falls, 
S. D., who also is NADA director 
from South Dakota, told the con- 
ference he doesn’t believe compact 
sales will cut into sales of the big- 
ger cars. A dealer should be able 
to sit down with a customer and 
determine his need, he pointed out. 

Billion predicted an expanding 
market for the second car in a 
family. There will be more spend- 
able income now and it might as 
well go into the purchase of an 
extra car, he declared. 


Swedish Makers 
To Boost Output 
As Sales Spiral 


STOCKHOLM.—There is no sign 
of stagnation in the Swedish auto 
industry. While a number of Eu- 
ropean car manufacturers have re- 
cently announced production cuts 
and layoffs, three Swedish produc- 
ers are scheduling increased pro- 
duction and report that their ex- 
port markets are improving. 

Volvo’s output will exceed last 
year’s figure of 79,000 units, and 
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car sales in 1961, which prediction 
I concur with,” Reese said. 

“If production and sales ap- 
proach this ratio, then the junior 
cars will not be plus business or 
plus profit, but will be the basic 
business of an automobile dealer- 
ship,” Reese said. 

Pointing out that the most im- 
portant factor in retaining a profit 
in 1961 will be an expense structure 
that will not exceed 10 percent of 
Sales each month, Reese urged 
every dealer to make an analysis 
of each expense for the past three 
years and “make every effort to 
stay within 10 percent of total 
sales.” 

“Compacts will not be a substitute 
for good business management,” 
Reese emphasized. “The facts are 


Alabama Dealers 
Plan Profit Rally 


BIRMINGHAM, Ala. — Carl F. 
Oeschle, assistant secretary of com- 
merce, will address a “Rally Day 
for Profits” meeting of the Ala- 
bama Automobile Dealers Assn. 
Wednesday (Nov. 16) at the Tut- 
wiler Hotel here, 

Other speakers will be auto deal- 
ers Harold Draper, Saginaw, Mich., 
and William O. Hundley, Wheeling, 
W. Va. Moderator will be John E. 
Binns, director of management 












Compacts are more expensive 
here than in the U. S., but some 
observers say this isn’t the only 
reason for their slow acceptance. 

A General Motors dealer said, 
“Canadians are always a little 
slower than Americans to try some- 
thing new. 

“It wasn't only the price differ- 
ence that made us buy fewer com- 
pacts than the Americans last year. 
We just like to let somebody else 
—the man down the street—try it 
first. If it turns out all right, then 
more of us buy.” 


the target for next year is 85,000. 
Thus far this year, exports have 
accounted for 45 percent of overall 
sales, compared with 43 percent in 
1959, and home sales have develop- 
“ favorably, the company report- 
ed. 


Saab reported an increase in 
sales of 27 percent this year and 
overtime work has been required 
at the company’s plants. Produc- 
tion this year is estimated at 30,000 
units. Exports to the United States 
have shown an increase and prob- 
ably will total 6,500 for 1960, com- 
pared with 5,000 units last year. 

In September, Saab continued, 
home-market penetration reached 
13.2 percent, an alltime high. Sales 
in the U. S. “are going equally 
well,” a Saab official in the States 
reported. He said “we have cabled 
the factories in Sweden and asked 
to have our shipping schedule ad- 
vanced in order to supply the pres- 
ent demand.” 

The third company, Scania-Vabis, 
is planning to increase its output 
of trucks and buses from 6,000 
units to 8,000 next year. The com- 
pany is seeking skilled labor abroad 
and said it soon will import 30 in- 
dustrial workers from Greece. 


Late Report... 


dealers must do everything in their 
power to create public confidence 
toward the car business and indi- 
vidual dealerships. 

“Our advertising must be believ- 
able and hard-hitting,” he said. 
“Our ethics must be above ques- 
tion. 

“Ours is a proud profession. Let 
us go forward with our heads high 
and remember the best way to get 
business is to deserve it.” 

The 1961 mode] car year prom- 
ises to be one of the most interest- 
ing and most challenging in auto- 
mobile history, he said. 

“With the multiplicity of new 
cars to sell causing increased com- 
petition and high cost of new car 
floor-planning, our business be- 
comes more and more complex,” 
he said. 


Horgan in Fund Post 


NEW YORK. — Ralph Horgan, 
president of Ralph Horgan, Inc. 
(Ford), has accepted the chairman- 
ship of the automotive division of 
the 1960 appeal of the Greater New 
York Fund. He will direct a cam- 
paign among 478 new and used-car 
dealers, auto accessory dealers, ga- 
rages and parking lots. 





Show Salute— 


Mayor Richardson Dilworth, left, issued 
an “auto show week proclamation" to 
mark the opening of the Philadelphia Auto 
Show. Mayor Dilworth presented the proc- 
lamation to Charles A. Bott, right, presi- 
dent, Philadelphia Automobile Trade Assn. 
The show, sponsored by PATA, closed Sa- 
turday (Nov. 12). 





services, National Automobile Deal- 
ers Assn. 

Roland Cooper, president of the 
Alabama association, has announc- 
ed a statewide program to reach 
all dealers on membership, legisla- 
tion and other matters. The state 
will be divided into three regions 
with Blaine Browning and L, E. 
Thomas, both of Birmingham, and 
J. L. Rouse sr., Montgomery, ag re- 
gional chairmen. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
rose $12 last week to $1,079, according to Automotive News’ index. 

Price increases amounted to $102 on ’61s, $14 on 59s, $12 on ’56s, 
$5 on ’58s and $4 on ’55s. Losses were pegged at $5 on ’57s, $18 on 
ae $22 on ’54s. New lows were established for those three 
m 

At a group of representative auctions last week, the sales ratio 
was 63.4 percent, compared with 63.9 percent the previous week. 

Auction reports begin on Page 46. 
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...fifty years and 6,849,286 batteries later 
...it’'s still Willard in the new Studebakers! 


As the first of the new 1961 Studebakers went off to the Auto Show, Willard 
chalked up its 50th consecutive year of supplying original equipment 

for cars bearing that famous name. Studebaker first featured electric lights back 
in 1911. Willard batteries provided the power. Ever since, there’s been a 

Willard in every Studebaker built. We are proud of delivering our 6,849,286th 
battery to this good customer. And, to the folks in South Bend... count 

on us to go all out to keep Willard your choice in batteries 


through the years ahead. 











DETROIT.—More auto makers 
last week issued reports of solid 
October sales, indicating that Oc- 
tober registrations will show a 
healthy increase over September's 
disappointing total of 458,765. 

Oldsmobile said its 38,893 sales 
made October the second-highest 
October in history, and Ford Divi- 
sion reported the best October in 
35 years with monthly sales of 
134,106. 

Comet claimed 20,760 deliveries 
and said October was the best 
month since the car was introduced 
last March. Rambler also men- 
tioned an October record of 36,616 
sales and said it was the 37th con- 
secutive month in which sales top- 
ped those of the comparable month 
of the previous year. 

Earlier, Cadillac pointed to an 
October record of 15,004 sales; 
Chevrolet cited sales of 111,000 
standards and 19,000 Corvairs, and 
Chrysler Corp. said its October 
sales of 78,781 cars were 20 percent 





McCandless Motors Expands Operations— 


The opening of this modern, 100,800-square-foot facility is the latest in a series 
of expansions for McCandless Motors (Cadillac-Pontiac-Buick), in Indio, Calif. This is 
the third time that the dealership has moved to larger quarters since Max T. McCandless 
and his son, Alfred T. McCandless acquired the franchise in 1953. The building has a 
frontage of 300 feet and is 336 feet deep. There is 24,000 square feet of covered 
area, including a block-long service department, paint shop and bump shop. The 
showroom includes five salesrooms and a conference room. 
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Evening Bulletin. 





The Evening Bulletin Leads in Circulation and 


...in Philadelphia and in Suburban Philadelphia 


A MEMBER. OF MILLION MARKET NEWSPAPERS, INC. 
Advertising Offices: New York ¢ Chicago © Detroit ¢ San Francisco * Los Angeles 


Suburb¢n 
Philadelphia: 


AUTOMOTIVE NEWS, NOVEMBER 14, 1960 


More Factories Report Gains... 


Sales Gains Widespread 


Follow the LEADER 


Fundamentals first. Look at the A.B.C. 


The 1959 A.B.C. Audit Reports show that 
The Evening Bulletin leads The Morning Inquirer 
by 145,637 circulation in the 14 county Greater 
and The Evening Bulle- 
tin leads both in the city and in the suburbs. 


more women . . 
read The Evening Bulletin than The Morning 
Inquirer throughout Greater Philadelphia . . . 
both in the city and in the suburbs. 


The Evening Bulletin’s male adult reader- 
ship, reported in the 1960 National Analysts, 
Inc. study of adults in telephone homes, is 
322,000 in the city and 338,000 in the suburbs. 


EVENING BULLETIN LEAD 
OVER MORNING INQUIRER 
AMONG MEN READERS 
84,000 or 35% MORE in the City 
46,000 or 16% MORE in the Suburbs 


130,000 or 25% MORE in Greater Philadelphia 


No matter how you look at it, The Evening 
Bulletin leads in circulation and readership 
throughout Greater Philadelphia. Follow the 
leader in Philadelphia and its suburbs—The 


In Philadelphia Nearly Everybody Reads The Bulletin 


13 counties beyond the city in the 14 county 
Greater Philadelphia A.B.C. City and Trading Zone 






tober sales of 38,893 new cars, the 
second highest October in Oldsmo- 
bile history, according to Jack F. 
Wolfram, Division general man- 
ager. 

He said October sales were the 
best in 12 months and that total 
deliveries by dealers came within 
a few units of matching the divi- 
sion’s record-breaking sales per- 
formance of October, 1959. 

* * oe 


Ford Motor 


Ford Motor Co. said its October 
car sales reached 166,909 units, the 
highest October total since record- 
breaking 1955. 


Ford dealer car sales were the 
best for any October in 35 years, 
the company asserted, with deliver- 
ies of 134,106 Fords, Falcons and 
Thunderbirds. The total included 
41,036 Falcons. Sales of standard 
models were 38 percent ahead of 
the September figure, Ford said. 


Ford claimed first place among 
the compacts for Falcon and third 
place for Comet, which had an all- 
time monthly high of 20,760 sales. 
The company said 11,376 Mercurys 
and 667 Lincolns were sold in Oc- 
tober. 















above September deliveries and 21 
percent ahead of the October, 1959, 
total. 


A summary of the latest sales 
reports from the factories appears 
below. 


* * * 


Oldsmobile 
Oldsmobile dealers reported Oc- 


Junior SAE to Discuss 
Engineering of Go-Kart 


DETROIT.—Engineering the go- 
kart will be the topic at a meeting 
of the Junior Society of Automotive 
Engineers Nov, 21 at the Rackham 
Educational Memorial Building 
here. 

Speakers include R. G. Macadam, 
president of the Detroit Area Go- 
Kart Club; W. K. McPherson, a go- 
kart enthusiast and automotive 
engineer, and P. F. Quick, project 
engineer, Hartford Division, West 
Bend Aluminum Co. 


* * * 


Rambler 

Rambler retail sales totalled 
36,616 last month, making it the 
best October in company history, 
according to Roy Abernethy, auto- 
motive distribution and marketing 
vice-president. 

He said the figure was 13 percent 
above last October’s 32,486 deliv- 
eries and 37 percent ahead of the 
September, 1960, total of 26,737. 

It also marked the 37th consecu- 
tive month that Rambler sales 
have exceeded those of the com- 
parable year-earlier month, Aber- 
nethy said. 


* * * 


Buick 
Buick dealers delivered 10,640 
cars during the last 10 days of 
October, the biggest 10-day sales 
period since December, 1958, ac- 
cording to Edward D, Rollert, divi- 
sion general manager. 
Retail deliveries during October 
totalled 28,540 units, the highest for 
any month this year, he said. 


Sales in Capital 
Give a Clue to 


60 Model Glut 


WASHINGTON. — An indication 
of how big a role ’60 models played 
in October’s new-car sales is pro- 
vided by a breakdown of the 
month’s sales here. 


According to’ the Automotive 
Trade Assn.—National Capital Area, 
the 1,789 domestic new-car sales in 
October were made up of 788 of the 
60s and 1,001 of the ’61s. 

In other words, ’60s accounted for 
44 percent of the total. For 12 
makes, ’60s outsold ’61s, 

Following is a breakdown by 
makes: 


. more adults 
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60 61 

Models Models 
Buick Special] .............. 0 0 
In catchehaitobdiceasenteeicots 29 13 
IR en sn 18 38 
Chevrolet Corvair ...... 27 34 
IIIT | Sicccccccncecoxsancos 185 143 
MII“ ssocecokscstcvocnn dbase 14 16 
oasis inscsvatiotian 8 48 
Sa 4 1 
Dodge Dart .................. 30 44 
Dodge Lancer ............... 0 18 
Io edaisctatsecldecisaesiece 10 9 
Ford Falcon ................ 12 119 
BOER iden ibis sinnanieve tients 90 206 
PID cacseitecseacsbicoickicn 2 6 
SET i dkvcecapdatnscaskucaests q 0 
PINE «sc asiescckidsiocgncssis 22 21 
Oldsmobile F-85 .......... 0 13 
Oldsmobile .................... 712 40 
Plymouth Valiant ...... 35 31 
Plymouth. ....................... $1 106 
MUIR soc. Zecissaeaicenseanseess 17 68 
Rambler American .... 32 8 
PY accsssccsdhbencccscches 68 13 
Studebaker .................. 13 5 

IND handel aaa 788 1,00) 


Pacific Tire & Rubber 
Purchased by Mansfield 


MANSFIELD, O.—Mansfield Tire 
& Rubber Co. has announced com- 
pletion of negotiations for the pur- 
chase of Pacific Tire & Rubber Co., 
Oakland, Calif. 


Readership 





For Full Information 
On The 


RAMBLER FRANCHISE 
...Mail this card today! : 


. 
* 


Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 





Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 
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VIA AIR MAIL 





Now that all the 1961 Compacts have been unveiled... 
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RAMBLER Is The Volume Car With 
Profits Higher Than The Industry Average! 


Wouldn’t You Like To Go And Grow With Rambler? 


IMPORTANT—GET ALL THE FACTS ON THE RAMBLER FRANCHISE 
Mail The Inserted Air Mail Postcard Today! 
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Capsule Comment 


More dealer groups condemn lack of secrecy on new-model 


introduction. 
But how many dealers refused to sell ’61s ahead of 


time? 
* * * 
September was the first month of this year in which 
compacts failed to increase their share of new-car sales. 
Just a breather? 


This year’s convention of the Truck Body & Equipment 
Assn. broke records for attendance and for number of dis- 


plays. 
More dealers are able to see bucks in trucks. 


A new book lists seven rules for evaluating advertising as 
to integrity and honesty. 
The best rule still is, “If in doubt, don’t.” 


New-car sales have picked up after a slow start, dealers 
report from the field. 
But they’re not yet in high gear. 


Wholesale auctions continue to handle a good selection 


of ’61 models. 
Prices are an index to retail popularity. You can’t kid 
the used-car crowd. 


“Be oblivious to the clock on the wall,” pep-talker tells 
dealer convention. 
Does he mean it might be later than you think? 





Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov, 16é—Rally Day for Profits, Automo- 
vere Dealers Assn. of Alabama, Birming- 

am, 

Dec. 5—Utah Automobile potas Assn., 
Newhouse Hotel, Salt Lake City. 

Jan. 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 
Miami, 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 1834-<Lovisione Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 26-28—Automdbile Dealers Associ- 
aes of Alabama, Biloxi. 

Il- 13—Pennsylvania Automotive Assn., 
Matec Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, : 
vannah. 

May 1416-1 daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23 — — Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 

sn., Detroit. 


Auto Shows 


Nov. 11-20—38th Los Angeles International 
Auto Show, Pan-Pacific Auditorium, Los 
Angeles. 

Nov. 12-19—Albany Auto Show, Washing- 
ton Ave. Armory, Albany, N. Y. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 23-27—Spokane Auto Show, Coliseum, 
Spokane, 

Nov. 25-Dec. 3—Indianapolis Auto Show 
Indiana State Fairgrounds, Indianapolis. 

Dec. 7-1!—tnternational Auto-Rama, Muni- 
cipal Auditorium, New Orleans. 

Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory, Buffalo. 
a. aoe Worth Auto Show, Fort 


Fein aa 15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, D. C. 

Jan. 11-22—Brussels Auto Show, 
Belgium. 

Jan. 14-2I—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, 'N. Y. 

Feb. 2-1!—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 


Brussels, 


General 


Nov. 16—Rally Day for Profits. Automo- 
_— Dealers Assn. of Alabama, Birming- 


Convention and Exhibit, Sherman Hotel, 
Chicago. 

%& Nov. 2i—Junior SAE, Rackham Educa- 
tional Memorial Building, Detroit. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
con Edgewater Beach Hotel, Chi- 


Ses F11—Auto Trim Show Convention, 
Hotel Sherman, 1. 

Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 

Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 

Jan. 28-Feb. eneral Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 
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"| don't care how many cars you sold last month!" 





used if you so request. 


Invention for Sale 

I have made and invented an 
automatic ignition lock that will 
lock transmissions, either automatic 
or standard. It is simple in design, 
very inexpensive, of practical and 
efficient construction and one key 
operates both the transmission lock 
and the ignition lock. 

I have not been successful in ob- 
taining a patent, as yet, and would 
sell this invention as a whole or 
give a portion of the royalty rights 
to secure patent rights. 

Both Ford Motor Co. and Chev- 
rolet Motor Division have expressed 
their desires when a patent is com- 
pleted. 

If you are or know anyone who 
might be interested in the above 
proposition, please advise. — JAMEs 
A. Orwe.i jr., Andean Motor Co. 
(Chevrolet), Cumming, Ga, 

of 


The Cannots 

I was very much interested in the 
Dealer Forum column of Oct. 17, 
and perhaps a very dangerous situ- 
ation. 

May I add for the benefit of a 


The Big Stories 


35 Years Ago—1925 


One-third of the purchase price down, with the remainder spread 
over a period not to exceed 12 months is the sanest method of con- 
ducting sales of automobiles on the deferred payment plan, according 
to 94 percent of the dealers interviewed by Automotive News. 


20 Years Ago—1940 


Average retail price of the 1941 car was estimated at $815-$820 
against $778 in 1940. Average in 1929 was $843, the lowest since 1925 
which was the last year the national market was dominated by the 


Ford Model T 


10 Years Ago—1950 


Auto manufacturers were planning to cut production by 25 percent 
as new restriction on the civilian use of copper, zinc and other non- 


ferrous metal were announced by the Federal Government... 


L. L. 


Colbert was elected president of Chrysler Corp., following the eleva- 
tion of K. T. Keller to board chairman. 





‘Ignition Lock 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with 

Address Editor, Automotive News, Detroit 7, Mich. 











the assurance that it will not be 









large number of automobile dealers, 
just a few of today’s “Cannots.” 

You cannot bring about prosper- 
ity by discouraging thrift. You can- 
not help small men by tearing down 
big men. You cannot strengthen the 
weak by weakening the strong. You 
cannot lift the wage earner by pull- 
ing down the wage payer. 


You cannot help the poor man 
by destroying the rich. You cannot 
keep out of trouble by spending 
more than your income. You can- 
not further the brotherhood of man 
by inciting class hatred, 

Let’s not sell either the industry 
or America short.—Franxk K. Has- 
KELL, Salem, Ore. 

* * * 


What’s a Good Deal? 


Here is an experience I will never 
forget. 

Recently a prospect came into 
our showroom and expressed in- 
terest in a new model car (Lark) 
selling for $2,200. 

I had our appraiser look his 
1951 Dodge over, then from a dis- 
tance he softly said the money dif- 
ference on the new car would be 
$850. Not thinking about it . I 
told the prospect what the differ- 
ence. was and he said we weren’t 
giving him enough for his car. Yet, 
he didn’t seem to “haggle” and left 
stating he’d return later. 

He returned the next day and 
asked to see the boss about MORE 
for his car. The boss asked him 
WHO gave him this money differ- 
ence:and I was called into the of- 
fice. Whereupon, I stated that 
George appraised the car and told 
me the difference. So George was 
called in and he said the difference 
he gave me was eighTEEN-fifty, 
NOT eight-fifty! Wow! 

Needless to say .. ..no deal was 
made, but this did ‘prove a point: 
Many prospects NEVER know a 
good deal when they see one. 

We frequently tell other prospects 
who feel our deal isn’t good enough 
about this experience and it often 
softens them up and relaxes them. 
—Pat Sepiak, Monessen, Pa. 








There’s nothing like 
a new car! 


Te 
nothing like 
El ee 


@ _& 


Everybody’s talking about the new cars, everybody’s 
thinking about the new cars! And once again, “There’s 
Nothing Like a New Car’ is the theme of a big, colorful 
advertising campaign to stimulate customer traffic at 
General Motors dealers. The ads are designed to help 
funnel today’s ever-growing mountain of disposable income 


THERE’S 
NOTHING 
LIKE 


A 
NEW CAR! 


straight into your dealership, to convince the millions of 
readers that they haven’t lived until they’ve driven a 
new ’61 GM car. Read the ads yourself. Note the fun and 
excitement, and the common-sense sales appeal of GM’s 
performance, reliability and big selection. It’s great to. be 


a GM dealer! GENERAL MOTORS 


TWERES NOTHING 
UNE A WEW CAR FoR 
Enchantment 

















Brand new: Lively, five-minute features every day, 43 pr 
grams a week. These combine intriguing ideas and peoplé 
like “Your Man in Paris” with David Schoenbrun, “A 
Woman’s Washington” with Nancy Hanschman. Other 
present Charles Collingwood, Douglas Edwards, Zacha 

Scott, Myrna Loy, Alan King and many more. Long-time 
CBS Radio information and cultural programs continue, 
of course, including “Capitol Cloakroom,” “Invitation 
Learning,” “New York Philharmonic,” “Face the Nation.’ 


re nn S ‘ More good company than anywhereels 





in radio. There’s just one place to fin 
a regularly scheduled all-star lineup thal 
includes Arthur Godfrey, Art Linklettey 
Garry Moore, Bing Crosby, Rosemary 
Clooney, Mitch Miller, the colorful nev 
“In Person” program nightly featuring 
Ron Cochran and people in the new 

They’re all on the CBS Radio Networ 
















selling opportunities seven days a 
eek—all starting November 28th. 


Now CBS Radio becomes the first network 
to present ten minutes of news on the hour. 
This means more complete coverage by the 
top news team in broadcasting. In addition: 
Edward R. Murrow, Lowell Thomas, Allan 
Jackson, Howard K. Smith, Robert Trout, 
“World News Roundup; “World Tonight” 
on a regular schedule, plus the unrivaled 
coverage of special events by CBS News. 


Ten more weekend sports programs are 
scheduled as ex-Yankee Jerry Coleman joins 
Phil Rizzuto and Pat Summerall in provid- 
ing knowledgeable sports reporting all 
week long, 52 weeks a year. And important 
events—big Bowl games, the full New York 
Giants football season, horse racing’s 
Triple Crown, the Masters Golf Tourna- 
ment—are all on the CBS Radio Network. 


| 
| 
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he CBS Radio Network announces 
or the ’60s: an expanded program 
structure, néw audience appeal and 




















Only the CBS Radio Network offers ad- 
vertisers such a range of selling oppor- 
tunities, morning to night, seven days a 
week. From a single segment of Arthur 
Godfrey to a full-scale saturation cam- 
paign. For years, this network has been 
first in programs and audiences. Now the 
expanded schedule means even greater 
leadership. And more reason than ever 
to use the tremendous selling power of 


THE 
GBS RADIO 
NETWORK 


Be } ed Te a | 
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Sales Testing the Humber 


By Ed Brown 
Staff Correspondent 

Eprror’s Note: This is one of a 
series of articles designed to exz- 
plore the selling features of im- 
ported cars. 

oe a. 
Ney YORK.—The Humber Super 

Snipe is a quietly elegant car 
from the Rootes Group in Eng- 
land, making its bid for a share in 
the luxury car class. 

This six-cylinder, four-door ve- 
hicle, selling at $3,995 equipped, 
has some outstanding features 
which should make it a strong 
contender in this field, 

Humber offers quiet styling, lush 
interiors, automatic transmission, 
two-speaker radios and front and 
rear cigar lighters as added induc- 
ments for the luxury car prospect. 

The wraparound windshield and 
rear window are about the only 
concessions to really modern de- 
sign in this vehicle. This alone 
should make the car appeal to 
many who resent today’s style 
trends. 

The doors open wide, on a push- 
button mechanism, Doors are all 
fitted with a hold-open device. En- 
trance and exit to front seats is 
easy, with no stoop or bend in- 
volved. 

* * * 

yas dash at first looks compli- 

cated, something on the order 
of an airplane dash. Gauges, 
switches and buttons look intimi- 
dating, but they are quickly as- 
similated and turn out to be con- 
venient, 

Under the dash a double-acting 
air conditioner is mounted, which 
can be controlled from both right 
and left sides of the car. A tem- 
perature gauge, fitted to the driv- 
er’s left, gives both interior and 
exterior temperature of the car. 
The lockable glove compartment 
is commodious and is fitted with its 

own light. 

The directional signal lever is 
fitted to the left of the steering 
wheel, on the steering column, 
while the automatic drive lever is 
fitted to the right and has park, 
neutral, low and reverse positions 





European Wipers 
Cited in Anderson 


Patent Testimony 


BUFFALO. — Robert McPherson, 
chief advisory engineer for Ander- 
son Co., Gary, Ind., testified in Fed- 
eral Court that all windshield wip- 
ers he observed during a 1957 trip 
to Europe had the features patented 
by his company. 

McPherson was a witness for the 
plaintiff in Anderson’s patent suit 
against Trico Products Corp. The 
suit was filed in 1953 by two Gary 
companies since merged into And- 
erson Co. 

Anderson contends that in 14 
years since the Anderson blade was 
put on the market, “neither Trico 
nor anyone else had been able to 
devise a blade that will successfully 
wipe curved windshields” without 
the features which Anderson 
charges are an infringement of its 
Anderson patent. 

Under cross-examination by 
Frank G. Raichle, counsel for Trico, 
McPherson said he was sent to 
Europe “to buy (wiper) blades that 
were available in the retail market.” 





Ontario Ponders Fate 
Of Overwide Cadillac 

TORONTO. — Cadillac Division 
is awaiting a decision by the 
Province of Ontario on what the 
province wants done about a 
Cadillac that is wider than pro- 
vincial law allows. 

The law bars cars which are 
over 80 inches in width and the 
Cadillac Fleetwood 175 limousine 
for 1961 is three-fifths of an inch 
wider. The letter of the law would 
require that truck-type running 
lights be installed on the car but 
provincial authorities are consid- 
ering a request that the model be 
allowed to stay as is through this 
model year. 





in the quadrant, reading from left 
to right. 

Theré‘is a serious objection here, 
in that the automatic drive quad- 
rant is not lighted at night. 

ok * * 


Luxurious Interior 


EEP-PILE rugs set off the 

beautiful leather seats and 
doors, with the latter finished in 
hand-rubbed walnut trim. Atten- 
tion to detail is one of the most 
often noted features of this car. 

The dash is the same walnut 
trim, with all gauges carefully 
set in and chrome-ringed. 

The headlining is finished in an 
easily cleaned plastic material, 
which is. also used.to cover the sun 
visors, The passenger-seat visor in- 
cludes a vanity mirror. 

Each door includes a deep map 
pocket. The passenger seat is also 
fitted with a headrest, finished in 
leather. 

Both front seats can be adjusted 
fore and aft, as well as for rake. 
It is possible to adjust them to 
fully horizontal position, 

* * oo 


Waiz the prospect is behind 
the wheel, it is a good time to 
call his attention to the two rear- 
view mirrors outside the car, for 
side viewing, as well as the small 
reducing mirror which hangs from 
the headlining, to give a good rear 
view. 

Note too, that front seats are 
bench type but separate—fully up- 
holstered, comfortable and relax- 
ing. 

You might call attention to the 
details. of sealing. Around each 
window is heavy rubber beading 
to prevent rain entrance, Note 
the double rubber lining at the 
door to prevent rain or air entry. 
The door itself js rubber lined, 






Nothing Missing— 

Dashboard of Humber Super Snipe is 
walnut, with all instruments ringed in 
chrome. Instrumentation includes gas 
gauge, speedometer with mileage and trip 
meters, gauges for temperature and oil 
pressure, ammeter and clock. Switches and 
controls include intermediate hold control 
for automatic transmission, windshield 
washer, windshield wiper, panel light dim- 
mer, ventilator control, light control, heater 
control, blower motor switch, starter switch, 
radio controls and air-conditioner controls. 
Warning lights cover ignition, turn sig- 
nals and high-beam fomps- 








tae 


Humber Super Snipe | 


while the door frame of the car 
is also lined. 

Note, too, that the courtesy light 
flashes on when anyone of the four 
doors of the car is opened. 

The attention to detail and 
coachwork which has been lavish- 
ed on this car is worth repeating 
several times to any prospect. The 
interior is the best spot to note 
this, but a close examination of the 
exterior gives double meaning to 
your sales point. 

Rear-seat comfort is also some- 
thing positive to be sold in this 
car, Plenty of leg room igs avail- 
able and two ash trays are provid- 
ed, as well as a cigar lighter. A 
bolster, fitted into the middle of 
the rear seat, folds conveniently 
out of the way. A small table top 
is built into the back of each front 
seat. 


On the Road 


Ta to find a variety of road sur- 
faces so that your demonstra- 
tion will be a true test of the car’s 
ability, There is no need to fear 
even the worst roads. For the most 
part, this car performs excellently 
on every sort of surface, 

The ride is everything you would 
expect from a vehicle almost twice 
the weight of this one. 

Front suspension is independ- 
ent with coil springs and the 
whole unit is mounted on rub- 
ber. Rear suspension consists of 
long semi-elliptic springs, Arm- 
strong telescopic shock absorbers 
are utilized, and an antiroll bar 
is located between the bottom 
links of the front suspension. 

At high speeds the vehicle ac- 
quits itself particularly well, but 
with all windows open, there is a 
great deal of wind noise. 

This transmission works like all 
Borg-Warner units. With 129.5 


horsepower at 4,800 revolutions per j 


minute, you will not get away from 
lights before the higher powered 
American units do, Because of this, 
some people may feel that the ve- 
hicle ig underpowered. This, of 
course, is a matter of opinion. 

* * 


7 IS possible to get extra zip 
from this car by pulling out the 
Intermediate Control Hold. This 
holds the transmission in first and 
second gears longer, giving extra 
pulling power in the lower speeds, 
and aiding the acceleration consid- 
erably. 

If light throttle is used, the 
car starts from rest in second gear, 
changing to direct at approximate- 
ly 20 miles per hour, 

With. more than half throttle, 
the car starts from rest in low, 
with the transmission changing 
into second somewhere between 
20 and 30 MPH, depending on 
foot pressure on the pedal, while 
it subsequently moves into direct 
gear somewhere between 30 and 
565 MPH. 

When in direct drive, if the ac- 
celerator is depressed to the full 
position (without compressing the 
springbox beneath the accelerator 
pedal) second gear is engaged if 
the road speed is below 35 MPH. 

If the pedal is pressed beyond 
the full throttle position (com- 
pressing the spring box) to the 
kickdown position, second gear is 


's a Luxury Import— 


Quietly elegant is the British-built Humber Super Snipe, which shows careful atten- 
tion to detail, inside and out. The car boasts automatic transmission, air conditioning, 
power assists, leather upholstery, deep-pile rugs and walnut trim and dash. The Super exclusively on used cars. 


Snipe is priced at $3,995, port of entry. 


Car Tested: 
HUMBER 
SUPER SNIPE 


Price: $3,995, 

Engine: Bore, 3.44 inches; 
stroke, 3.25 inches; cylinders, 
six; cylinder capacity, 180.5 
cubic inches; compression ratio, 
8:1; brake horsepower, 129.5 at 
4,300 revolutions per minute. 

Transmission: Borg-Warner 


Zenith downdraft. 
Front: Independ- 
ent with coil springs, telescopic 
shocks and antiroll bar. Rear: 


Semi-elliptic springs and tele- 
scopic shocks. 

Brakes: Discs in front; 11- 
inch-diameter drums in rear, 
power assisted. 

Tires: 6.70x15 tubeless white- 
wall. 

Chassis: Unitized construction. 

Wheelbase: 110 inches. 

Overall length: 184.75 inches. 

Overall width: 69.5 inches. 

Overall height: 61 inches, 

Weight: 3,351 pounds. 

Accessories: Power brakes, 
power steering, intermediate 
hold control on trans- 
mission, two outside rear-view 
mirrors, radio, heater, air condi- 
tioner, front and rear cigar 
lighters, white-sidewall tires. 





engaged at any point that road 
speed is below 55 MPH. 

Both of these features are par- 
ticularly useful in passing situa- 
tions and add substantially to the 
safety of the vehicle, 

The intermediate hold control 
can be pulled out to prevent the 
transmission from changing into 
direct drive unless the road speed 
exceeds 45 MPH. 

No anticreep device is fitted to 
this vehicle, so that the tendency 
igs to creep. This is particularly 
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noticeable when the automatic 
choke igs in the fast-idle position. 
This can be handled by keeping 
the left foot on the brake. It can 
even be useful in parking, 

+ * * 


Good Cornering 


HE car boasts good cornering 

ability, although a relatively 
high center of gravity tends to 
keep the driver from testing its 
maximum, Added to this, tire 
squeal becomes loud when a corner 
gets tight. 

The power steering is quick, 
positive and responsive in al- 
most all situations. 

One thing was noticed, however. 
At a standstill, unless the motor is 
revving high, the power unit has a 
tendency to slack off, not produc- 
ing the aid the driver is led to 
expect otherwise, 

Length of the vehicle is smart, 
since it will maneuver nicely in 
traffic, although it cannot avail it- 
self of the small holes which de- 
velop in traffic in the same way 
that smaller imports will. 

+ * > 


A QUICK look under the hood 
shows that this overhead-valve 
six will be an easy unit to keep in 
repair. Air cleaner, carburetor, dis- 
tributor, power steering, heater and 
generator are all easily accessible. 
Even the air-conditioner compres- 
sor has been handily placed for 
ease of handling. 

Finally, show your prospect the 
trunk. It is neat and 


Do not hesitate to point out the 
heavy wraparound bumpers. 
member to demonstrate the gas 
tank intake located behind the 
right rear reflector cap, 

Attention to workmanship, plus 
good roadability and an automatic 
transmission means that you have 
something a little extra to sell the 
customer looking for quiet, taste- 
ful luxury. 


The Used-Car Lesson 


DAYTON.—Make a buck on new 
cars, lose your shirt on the used, 
That could happen to many a deal- 
er who does not watch his used- 
car operation closely, according to 
Johnnie Ferrell, president and gen- 
eral manager, Dayton Reliable Mo- 
tors, Inc. 

“In our short 15 months as a 
Dodge dealer,” said Ferrell, 
“we've learned a lot, but I guess 
our biggest. lesson came from our 
used-car operation.” 

Dayton Reliable opened on July 
1, 1959. Through March 31, 1960, 
used-car sales totalled 208, an aver- 
age of 23 units per month. Month- 
end stock in March amounted to 75 
units and a dollar inventory more 
than double that of July, 1959. 

Of the units on hand, 84 percent 
were 30-day cars or older. Some had 
been in inventory “since D-Day,” as 
Ferrell put it. Parking and storage 
space were becoming a real prob- 
lem. 

“I woke up suddenly,” said Fer- 
rell. “The kind of relief we needed 
obviously was a modern approach 
to our problems. 

“We began immediately to liqui- 
date all over-age cars by any means 
we could. We held intensified used- 
ear sales, wholesaled to other deal- 
ers and played the auctions. Cars 
being traded in were appraised not 
only as to value, but as to what 
immediate attention they needed to 
put them in saleable condition. 
Some were marked for wholesale 
as is; some for immediate junking, 
and some for reconditioning for the 
retail lots.” 

The quick action began to show 
results almost at once, Ferrell 
said. 

“After 30 days we had space to 
display properly and effectively,” 


said Ferrell. “Now we maintain a 


daily check of cars as to makes, 
year models and age. 

“Our used-car department is con- 
cerned only with used cars and 
trucks. We have special salesmen, 
mechanics and lot boys. They work 


“Today our cars are clean, effec- 





tively displayed, aggressively sold 
and well advertised.” 

Is he getting the desired results? 

“You bet,” Ferrell said. “Remem- 
ber we had 75 units in stock March 
31? Now we have 28. The dollar 
amount is half what it was. Over- 
age cars? We don’t know what they 
are. 

“And sales? Well, we averaged 23 
per month previously. For the past 
five months we’ve averaged 56. And 
we've lost that worried look, too.” 

am 





Before and After— 


These are scenes of. the used-car lot of 
Dayton Reliable Motors, Inc., Dayton, be- 
fore and after the institution of a close 
watch on operations. Before the change, 
top photo, the lot was crowded with cars 
that had been in stock 30 days or more. 
Now there are fewer cars which provides 
for better display. 





























BUILD IN 
STRENGTH 
AND 

LIGHT WEIGHT 


»  WAK ; = 
HINEGRAIN STEEL 


In a wide variety of applications N-A-X FINEGRAIN—a low- 
alloy high-strength steel—can bring important weight 
savings without sacrifice of strength and safety. When you 
design N-A-X FINEGRAIN into your product, you get all 
these advantages: 


e It is 50% stronger than mild carbon steel. 
©@ Polishes to a high luster at minimum cost. 
@ Can be cold formed readily into difficult stampings 
without surface disturbances. 
@ Is stable against aging. 
@ Has high fatigue life with great toughness. 
© Has greater resistance to wear and abrasion. 
@ Is readily welded by any process. 
@ Offers greater paint adhesion. 
© Has twice the resistance of carbon structural steel 
to normal atmospheric corrosion.* 
*Where greater resistance to extreme atmospheric corrosion 
is important, our N-A-X HIGH-TENSILE is recommended. 
Sound like something for you? A thoroughly competent 
metallurgical service organization is available to work with 
you on any application problem you may have. Write, 
wire or phone Product Development Department, Great Lakes 
Steel Corporation, Detroit 29, Michigan. 








A PRODUCT OF 


GREAT LAKES STEEL 


Detroit 29, Michigan 


Look for the STEELMARK 
on the products you buy; place 
tt on the products you sell. 













Great Lakes Steel is a Division of NATIONAL STEEL CORPORATION 
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Volkswagen’s Approach to Quality 


area dealers the new Renault light 
trucks—the Petit-Panel and the 
Hi-Boy. 
Demonstrations for dealers 
from 12 Western — were held 


compared with 8,500 in 1959, the 
Swedish company reports. 

Among the Northern neighbor 
countries, Denmark will probably 
buy close on 2,500 units this year 
and sales to Finland show an in- 
creasing trend. Shipments to Hol- 
land and Belgium amount to 30-40 
cars a month to each country. 

Saab also reports having found 
a market in South Africa, which 
will buy some 600 units this year. 
The company is planning to take 
up the assembly of righthand- 
driven cars in South Africa, 

* * + 


A STANDARD Saab sedan, driven 
by Larry Cilestio, Levittown, 
Pa., won first place overall in the 
New Hope economy rally, New 
Hope, Pa. This event was sponsored 
by Atlantic Refining Co., and cover- 
ed 108 miles through the Delaware 
Valley. 

En route the drivers were requir- 
was assigned’a maximum five-hour 
running time. All driving was done 
under normal traffic conditions. 

Cilestio registered 62.45 miles per 


gallon. 


By Ed Brown hired by VW, through necessity. 
Staff Correspondent Labor was scarce, 


NEW YORK.—“Quality is not} A new man at a press might feed 
made on the inspection line,” ac-| two pieces of material to the ma- 
cording to Otto Hoehne, production chine, by mistake, which would au- 
manager of Volkswagen. tomatically create breakage. As a 

result, the hydraulic overload has 
National” Machine Too! Sh se w . been developed which prevents this 
Chicago, stated that Volkswagen breakage, eliminates shutdowns of 
attempts to instill in its workers| Press time and increases production 

the idea that every car should be| “ciency all down the line. 
made as if the worker were going| Hoehne said that the entire gear 
to own it himself, oe line .. ae — a 
cuse | Chined and tooled from the Unite 
io - pantiouter eo ale ei week States and that 40 percent of the 
t through inspection. It is up | /#'8¢ Presses at VW are also of 

to the worker to do his best job | “™erican manufacture. 


ak the car is inspected,” he po d-Triumph 


Hoehne continued, “We are of| @TANDARD-TRIUMPH has set 


course interested in quantity, but up its own zone operations in 
not at the expense of quality. the Southeast and Far West, re- 


“There are times when it is nec-| Placing two distributors in these 




























At each dealer session Richard 
T. Johnson, Renault’s truck sales 
manager, demonstrated the Renault 
vehicles in comparison with com- 
petitive domestic and imported 
panel trucks. 

The six demonstrations in Texas, 
Oklahoma and New Mexico were 
held in a nine-day period through 
the use of an airplane belonging 
to Sterling Motors, Inc., Renault 
distributor in the area, to transport 
the “road-show” performers from 
city to city. James Hughes, presi- 
dent of Sterling Motors, piloted the 
















































Citroen Adds Dealer— 


Harvey Tevolitz, left, president, Auto 
France, is welcomed as the new Citroen 
dealer in Greenwich, Conn., by Andre Du- 
mont, Citroen representative. The dealer- 
ship is at 181 Ww. Puinam Ave. 























Distributing Corp., Englewood 
Cliffs, N, J., attended the reception. 
The P-1800 is not yet in production. 

The dealership is headed by S. 














essary for us to go to our Workers/ areas. company plane, and Roy Pattison,| David Michaelson and Ha D. 
Council, and ask them to tell the The new zone offices of the New Sterling’s sales manager, was the Wootton, nm d rry + 7 * 
men to slow down. They are work-/ York-based firm are now working] co-pilot. Flying with them were * * * Triumph 








David Watson and William Jay, 
Renault, Inc. Southwestern regional 
manager and sales manager, re- 
spectively, and Johnson. 


N LINE with the new Mexican 

government ruling banning the 

importation of assembled cars into 

Mexico, Volvo hag announced plans 

to assemble its products in Mexico. 
* 


directly with 204 dealers in the 16 
states involved. 


OBERT S. LAW has been ap- 

pointed sales manager of Stand- 
ard-Triumph Mo- 
tor Co, Inc. a 
United States 


ing too fast, and as a result in cer- 
tain departments, their work has a 
tendency to become just a little less 
accurate than we require.” 

The Workers Council is similar 



















to a piovanes egy in = _ sales and service fa- MERICAN tourists now can ar- subsidiary of the 
country, althoug scope cilities, to Alan F. range for the tax-free purchase IMP. 

broader in that the council and president of the import- | and delivery in Europe of the Re- ion held ite imal canon See coo 
management sit down to work out] ing firm, a of Stand- | nault Caravelle, it has been an-| program recently at its Newark| | . - ”~ 7 v4 
mutual problems, on whichever! ard-Triumph International, Ltd., | nounced by Renault, Inc. (N. J.) facility, ‘ Sian dora Tr ‘- 







Arrangements for delivery in 
Paris and other major cities on the 
continent can be made through any 
Renault dealer or through Cars 
Overseas, Inc., 41-39 38th St., Long 


of Coventry, England. “It will umph earlier this 
year as a region- 
al manager, after 
having served 
Zz with Studebaker- 
R. S. Law Packard Corp. 















The program was attended by| | 
key personnel of Swedish Volvo|¢ 
diesel truck dealers ranging from 
Florida to New York. The trucks 
range in power and size from 95 


side they may develop. 
While to 














go unrewarded, 
unique means of rewarding the 












Island City, N. Y., Renault’s over- ‘ to 195 h 
worker for his suggestions, All seas distributor. orsepower to orsepower. grea ; sas 
the savings which accrue over a The Paris-delivered price of the| Because it is the policy of the|® emontle in sales capacities. 
three-month period from a work- Caravelle convertible—with United | factory to offer service and main- wt Ameria? 

States specifications—igs $1,660, Re-| tenance facilities on all of its Toyopet 









er’s suggestion are turned over to 
him, trucks, a service and training trail- 


er is in constant contact with all 
of the firm’s dealers, It is for this 
reason, also, that the factory holds 
special service courses for dealer 
personnel, 

Volvo said it is expanding its 
market and service facilities into 
Chicago and the Midwest. The firm 
said “it will only be a short while 
before it will be rolling all over the 
United States.” 

* 


nault said. 
* * 
A NEW Renault Hi-Boy truck 
averaged 25 miles per gallon on 
a two-month, 17,200-mile “economy” 
tour of the United States, Canada 
and Mexico, a French father-and- 
The company acquired certain as-|80n team who made the trip has 
sets of Southeast Triumph Sales,| announced. The visitors, Lucien 
Inc., and is now working directly| Jarry, a furniture manufacturer of 
with 80 franchised dealers in Flor-}| Cannes, and his 18-year-old son, 
ida, Alabama, Mississippi, Tennes-| Jean Paul, reported that the entire 
see, Georgia and South Carolina.| trip cost them $220 for gasoline, oil 
New dealerships will be added. and tolls—slightly less than 1.3 
Robert W. Casey, former vice-| cents a mile, 
president and general manager of} Averaging 67.01 MPG, a Renault 
Scutheast Triumph, has been ap-| Dauphine took top honors in the 
pointed manager of the new South-/| 178-mile Mobilgas Economy Run 
eastern zone office. Temporary| staged in Puerto Rico by Mobil Oil 
headquarters are in Pensacola, Fla.| Caribe, Inc., and the Auto Club 
Standard-Triumph has also | de Puerto Rico. 
purchased certain assets of Cal Besides winning in its class, 
Sales, Inc., Gardena, Calif., and | based on engine size, the Dauphine 
will distribute the full line of cars | achieved the best gasoline mileage 
directly to the 124 dealers in Ari- | of any car in the event. The econ- 
zona, California, Colorado, Idaho, |omy run took contestants from 
Montana, Nevada, Oregon, Utah, | San Juan on the north coast over 
Washington and Wyoming. the mountains to the south coast 
The western zone office will be| and back again. 
headed by Cornelius Yeras, who : 
has been regional manager for Volvo 
Standard-Triumph in the West. rpue Volvo P-1800 sports coupe 
R 1 had its first dealership showing 
enault during a reception marking the 
ENAULT, INC. and four of its| opening of the new showrooms of 
distributors recently teamed up| Michaelson Motors, Inc., 5801 Reis- 
to stage a series of “travelling road| terstown Rd., Baltimore. 
shows” in the Southwest and the}; Ake Hogman, president of Volvo 
Far West to demonstrate for 200! Import, Inc., and head of Volvo 
2 7 * 





ns M. HOEN has been appoint- 
ed Southwest Region manager 


Hoehne was in this country to in- 
for Toyota Motor Distributors, Inc., 


spect a new press built for VW by 
Clearing. 

In his opinion, many new things 
are being developed for use in pro- 
duction facilities around the world. 
He was particularly high in his 
compliments for tape contro] press 
development, in which he felt this 
country was far ahead. 

At the same time, he visited the 
Outboard Marine factory and ob- 
served “their fine aluminum die 
casting techniques.” VW is just be- 
ginning to die cast, and Hoehne 
said he felt he had picked up a lot 
of valuable information from his 
tour of-the Outboard plant. 

At the same time, Hoehne felt 
that VW was also contributing 
something to the industry 
through some of the machines it 
has developed over the past few 
years through necessity. The new 
press he recently inspected has a 
new hydraulic overload which 
prevents jamming, thus prevent- 
‘ing lost time through re 

The history of this development 
goes back several years. After the 
war many unskilled workers were 











































Cornelius Yeras Robert W. Casey 


also help the company to carry 
out expansion plans.” 


old Johnson. 

Hoen will be in 
charge of organ- 
izing dealerships 
for the Land 
Cruiser and the 
all-new four-door 
Toyopet Tiara, 
economy sedan, 
which will be in- 
troduced soon, 
Johnson said. He 
will headquarter 
in the Toyota of- R. M. Hoen 
fice in Logs Angeles. 

A veteran of 15 years in the 
automotive field, Hoen formerly 
was general manager of John Green 
Corp. Prior to that he was zone 
manager for Willys in Oakland, 
Calif., Portland, Ore., and Dallas. 


* * * 


BMC 


NDREW D. WOODS has been 
appointed general service man- 
ager of the Hambro Automotive 
Corp., New York, according to A. E. 
Birt, president of 
Hambro, United 
States representa- 
tive of the British 
Motor Corp. 
Woods has been 
technical service 
manager for the 
company since 
1958. He began 
his career with 
Austin Motor Co. 
in England in 1941 
as an engineering 























Rootes 


ONALD L. Emmett, Islip, N. Y., 
has been appointed regional 
manager for Rootes Motors, Inc., 
according to John 
T. Panks, manag- 
ing director. 
Emmett’s terri- 
tory will include 
the five boroughs 
of New York 
City, Long Is- 





















































lower Connecticut 
area. 
Emmett re- 
D. L, Emmett places Beverly 
O’Dell who has been named New 
York sales manager for the Hill- 
man-Commer %-ton truck. 
+ + + 


OOTES MOTORS, LTD., has 

received a second order for 500] | 
Hillman sedans from Czechoslova-| | 
kia. The agreement was signed at} | 
the Brno international trade fair 
in Czechoslovakia, where Rootes 
had been showing its line of cars. 

A previous order for 500 Hill- 
mans Was received about a year 
ago from Motokov, the Ozech 
state organization responsible for 
the importation of motor cars. 
This order will complete the cur- 
rent quota for allocation of motor 
cars under the Anglo-Czech trade 
agreement. 

The order also includes replace- 
ment parts and a provision for 
Rootes technicians to train Czech 
service personnel in maintenance 
procedure. 



































German Tractor 
Invades U.S. with 
Car Dealers’ Aid 


A German tractor line is being 
moved into the American market, 
claiming a kinship with the Volks- 
wagen which has been so success- 
ful here. . 

Volkswagen and its country cous- 
in, the Kramer “schlepper” (Ger- 
man for tractor), have some things 
in common even though they’re un- 
related. Both are products of West 
Germany and both, contrary to 
American custom, have air-cooled 
engines. 

Among the first distributors to 
be appointed to handle the tractor 
were Grant W. Musick, Anaheim 



























A. D. Woods 

apprentice. 
In 1946, he joined Austin’s service 
department, and two years later 
was sent to America as a sales 
and service representative. When 
Hambro took over Austin’s opera- 
tions in America in 1956 he 
was appointed parts manager for 
BMC’s entire line of vehicles in 

this country. 
. 













(Calif.) DeSoto dealer; McPeak oath 

Motor Co., Compton (Calif.) Stude- Sie elias is lies eaaia * * 
: hs Pontiac, . B. 7 

baker dealer; Bob Fuchs Pontiac E. ee bon bon supelet- Borgward 


for Rootes Motors, Inc., distributor ORGWARD MOTORS CORP. 


of Hillman, Sunbeam, Singer and has moved to new offices at 
>| Humber. 1160 Park Square Building, 31 St. 
Mackie has been with Rootes| James Ave,, Boston 16, Mass. 
Motors in England for nine years. It formerly was headquartered at 
His most recent post was parts dis-| 20 Pemberton Square, Boston. 
oe manager for Rootes in the ee 
ut ; 
h of England. ‘ Dodge Signs Owen 
Saab FOREST LAKE, Minn—Owen 
Operators, Inc., hag been fran- 
exPorrs of Saab cars are likely| chised by Dodge, Clarence E. 
to total 13,000 units this year| Meyers is president. 


Livermore, Calif. and Caldwell 
Motor Co., Salt Lake City. 

All currently are setting up their 
own dealer organizations (which 
include other auto dealers) in fran- 
chised territories .ranging in size 
from one to 28 counties. . 

-auto dealer Vern Coggle, pres- 
wien a Kramer-American ore. Dealers Service Volvo Trucks— 
the Western Hemisphere distributor/ Volvo diesel truck dealers learn service methods by direct experience with the Volvo 
for Kramer, said these and other|truck, an important part of the training service course conducted by Volvo Imports, 
new distributors had placed firm |inc., in Newark, N. J. Here key personnel from Volvo dealerships receive practical 
orders for more than ‘250 tractors. | experience under the supervision of Volvo engineers. 













according to general manager Har- | 
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Growth in Population: 
Auto Boon or Bane? 


By William Ullman 


Washington Bureau Chief 
QR even the forthcoming change in Ad- 
ministration is the fact that our country is rapidly 


growing crowded. Our population is pushing 180 million 


people right now, and experts 





astrous to car sales than the 10 





travel unless it has someplace 
to go, and unless it can get there 
with comparative ease, 

When it comes to legislative pro- 
grams, it is time for dealers to step 
out of their showrooms and to take 
a look at the nation in which their 
customers do their driving. Don’t 
get caught napping by the anti-auto 
forces. They mean business, 

+ * * 


Tokyo’s Traffic Ills 


REPORTER we know, who is 

just back from five years in 
Tokyo, is amazed by the attacks on 
the private automobile here. The so- 
called Washington traffic problem, 
he reports, is practically a solution, 
when compared with congestion in 


in control and poorly planned 
streets. 

“But in Tokyo, these difficulties 
are compounded a thousandfold by 
road surfaces so bad that the aver- 
age life of an American car is about 
five years; by narrow, winding 
streets that halt in mysterious dead- 
ends, and by a conglomeration of 
untrained drivers operating motor- 
cycles, motor scooters, bicycles, 
three-wheel and four-wheel trucks 
and autos of every shape and form. 

“But to my knowledge, no one has 
suggested banning any of this traf- 
fic from downtown streets. As car 
and truck output climbs, Tokyo city 
authorities are building overhead 
highways, which will span the city 
and its suburbs. 


21 


success or failure of small business 
firms will be launched soon by the 
Small Business Administration. 

SBA Administrator Philip McCal- 
lus said the studies, which will be 
carried out by SBA personnel and 
private research groups, are design- 
ed to “provide knowledge concern- 
ing new small business opportuni- 
ties and to help small business 
enterprises become vigorously com- 
petitive in the lines of business 
where opportunities for them are 
increasing.” 

Industries to be probed during the 
study have not yet been picked, he 


added. 
* + + 


Dealer Plea Refused 


bl a i i 


say we may pass the 200 mil- 
lion mark by 1970. 


Before you jump to the conclusion 
that more people 
inevitably means 
more car sales, 
remember that 
more people could 
lead to fewer car 
sales. The anti- 
passenger - car 
forces are becom- 
ing more articu- 
late each year. 
We have been 


percent excise tax. 
* ke * 

















“The first of these will be 20 
miles long, and it will be open to 
all kinds of traffic except bicycles, 
which reportedly account for 
more traffic accidents than any 
other mode of rtation.” 

It is interesting that in Japan, 
where the idea of democracy is rela- 
tively new, city officials are refusing 
to attack the automobiles. They are 
attacking their traffic problems in- 
stead, a a 


SBA Plans Survey 
TUDIES of economic and com- 


Japan’s capital city. 

What is considered a “traffic 
jam” in Washington or New York 
would be considered “ideal driving 
conditions” in Tokyo, according 
to the reporter. 

Despite one of the world’s best 
subway systems, he reports that the 
level of roads and driving practices 
in Tokyo stacks up poorly against 
those of the United States 25 years 
ago. 

He reports: “Like Washington, 


NEW auto-sales regulations for 
Washington went into effect as 
scheduled, despite attempts by two 
used-car dealers to block enforce- 
ment of the rules, 

Requests by the dealers that a 
district court hold up the rules 
until their suit for a permanent 
injunction against enforcement 
could be heard were refused by 
the court. 

Judge George E. Hart, handing 
down the refusal order, commented 


Foes Mean Business 


gt Mei the more obvious needs, 
like more parking space, better 
traffic control, wider streets, im- 
proved routing, more safety, there 
is the intangible need to keep the 
fun in driving. 

Do dealers have a direct interest 
in better roads? In preserving our 
threatened city, state and national 
parks? In fish and wildlife preser- 
vation? 


| 
| 






















free to move 

William Uliman around pretty 
much as we pleased in this country, 
but part of that freedom has stem- 
med from the fact that we have had 
a lot of room. Crowding and con- 
gestion lead to shorter tempers, 
more traffic irritations and acci- 
dents, costly delays. 


The mass-transit boys are go- 
ing to make the most of this con- 
gestion, They already have firm 
allies in many city cleaner, who 
would find their jobs easier if 
they could get rid of passenger 
cars, 

For that is the objective of the 
mass transportation interests: To 
ban private automobiles from down- 
town districts. The stakes are high, 
and they are going to play hard to 
win. 

* * * 


They Prefer Cars 


BR what do the people want? 
Every day thousands of car 
pool riders enter Washington to go 
to work, many of them after drives 
of 35 miles or more. They know 
that parking will be difficult or ex- 
pensive. 

The driver-for-the-day knows 
that he will face bumper-to-bumper 
traffic during the last five miles of 
his trip. All the riders know that 
if one member of the car pool is 
delayed at the office, they will be 
delayed with him. 

But they also know that mass 
transportation is even slower and 
even harder on frayed tempers. 

They are willing to pay a pre- 
mium, and it can be a very high 
premium in some municipal park- 
ing garages, for the privilege of 
avoiding a crowded bus or train. 
The people want passenger Cars, 
if there is any way to keep them. 

Dealers who want to leave a 
thriving business to their children 
may have to give more attention 
to this general problem of motor- 
ing in a crowded nation. 

It isn’t enough to leave an inheri- 
tance of a modern building, trained 
employes and goodwill. It is more 
important to leave your children a 
free and growing market. 

+ + + 


Dealer Action Needed 


ys always has been a country 
in which people are too quick 
to try to legislate their troubles 
away. Witness the Prohibition 
Amendment, to cite but one out- 
rageous example. 

If we do not continue to make 
room for private automobiles in our 
towns and cities, there will be more 
local Prohibition laws, directed 
against the passenger car, not 
booze. 

With a new Congress-elect, with 
many new state legislatures and 
governors, it may be time for 
dealers and their organizations 
to take a fresh look at their legis- 
lative programs for the coming 
decade 


It is all well and good to spend 
thousands of dollars in campaigns 
to repeal] automotive excise taxes— 
even in years when it is a foregone 
conclusion that taxes will not be 
repealed. But local ordinances 
against use of private cars on city 
streets could prove far more dis- 


We believe they do, because the 
average family is not going to 


Tokyo is plagued with a serious 
lack of parking space, inefficiency 


that the dealers apparently would 


petitive factors governing the! not pursue the suit further. 


SELLING SLANT OF THE MONTH! 





Take it home to her with this Fuel Pump Merchandiser 


Pumps for 1955-57 Chevrolets. When you sell the two fuel 


Big juicy steaks, chops, hamburgers, golden pancakes, 
heaps of good eating—grilled right at the table with this 
family-size 11” x 17” Presto Griddle. Just dial Presto’s 
Control Master to the right temperature and start grilling. 
Exclusive slideout drip tray for easy clean-up. Stick-proof 


silicone surface. The Control 


Master (not included in 


FPM-75) detaches so griddle can be washed completely 
under water. A wonderful family gift; a top prize for an 


employees’ sales contest. 
HERE'S ALL YOU DO: 


Just place a qualifying order for 


6 AC Fuel Pumps of your choice; then add $17.40 for FPM-75 
containing the Presto Griddle, and two popular #4460 Fuel 


ORDER FROM YOUR 





pumps, you recover the $17.40 you paid for the package. The 
profit from the two fuel pumps ($7.82) pays for the Presto 


Griddle. 


FPM-76 CONTROL MASTER PACKAGE 
You can order a Control Master with the FPM-76 





SUPPLIER! 


package by including $6.50 with your FPM-75 order. 
This package contains one Control Master and 
one #4460 Fuel Pump. Sell the 
fuel pump for $8.70 and recover 
the cost of the package... 
Plus, a $2.20 profit. Your Con- 
trol Master costs you only $1.71. 




















By Leo T. Parker 
Attorney at Law 


Cras the purchaser of 
an automobile under a condi- 
tional-sale contract can recover 
only nomina] damages from the 
seller or finance 
company which 
illegally repos- 
sessed the auto- 
mobile. However, 
last month the 
higher court held 
a finance com- 
pany liable in ac- 
tual damages 
plus punitive 
damages to a 
purchaser whose 

L, T. Parker automobile was 
repossessed on the basis of false 
information believed to be true by 
employes of the finance company. 

For illustration, in General Mo- 
tors Acceptance Corp. v. Froelich, 
273 Fed. Rep. (2d) 92, the testimony 
showed facts, as follows: A man 
named Froelich purchased an auto- 
mobile from an automobile dealer 
on the installment payment plan. 
The dealer sold the papers to Gen- 
eral Motors Acceptance Corp. 

After making several agreed 
monthly payments, Froelich left 

the automobile parked on a 
street. General Motors Accept- 
ance Corp. was advised by a 
private detective that the car had 

been on the street for several 
days. 

Also, employes of General Mo- 
tors Acceptance Corp. were advised 
by telephone that the car had been 
picked up by the police “for nar- 
cotics” and was a “hot car.” These 
employes, without attempting to 
verify the alleged narcotics viola- 
tion or to reach Froelich, contact- 
ed the private detective, Dewey, 
and requested that he pick up the 
car. 

When Froelich returned, he no- 
ticed that his automobile was miss- 
ing and after some investigation 
learned the facts, He sued General 
Motors Acceptance Corp. for heavy 
damages, plus $2,500 punitive dam- 
ages. . 

* * 


2 Pleas Entered 


es finance company’s lawyer 
attempted to avoid liability 
upon two pleas, first, that its em- 
ployes acted upon information re- 
ceived from a detective; and, sec- 
ond, the ordinary employes who or- 
dered repossession of the automo- 
bile had no authority from the offi- 
cials in charge of the finance com- 
pany’s business. 

Nevertheless, the higher court 
held the finance company liable to 
Froelich for ordinary damages, 
plus $2,500 punitive damages, and 
said: 

“The amount of such (punitive) 
damages which the jury awarded, 
$2,500, igs not so great as to require 
us to set it aside as grossly ex- 
cessive. A corporation such as Gen- 
eral Motors Acceptance Corp, with 
offices in a number of cities neces- 
sarily delegates authority to its 
agents. 

“If these agents in the exercise 
of their delegated authority, en- 

gage in conduct which makes out 
a case for punitive damages, the 
corporation is not shielded there- 
from simply by the absence of 
explicit authorization or ratifica- 
tion of the particular conduct.” 

This higher court explained that 
the same law is applicakie to auto- 
mobile dealers who hold their own 
paper, instead of assigning it to 
finance companies. In other words, 
if an automobile dealer illegally re- 
possessed an automobile, he is li- 
able for punitive damages in ad- 
dition to ordinary damages, 

* oe * 


Parking Regulation 
A FEW weeks ago a higher court 
held that it is a fundamental 
principle recognized by all legal au- 
thorities than any regulation or re- 
striction upon the use of private 
property which bears no relation to 
public safety, health, morals or 
general welfare is void. 

For illustration, in City and 
County of Denver v. Denver 
Buick, Inc., 347 Pac. (2d) 919, the 
higher court held void a city or- 





Lawsuits Affecting Dealers ... 
Court Decisions 





dinance which required the in- 
stallation of off-street parking 
facilities by an automobile dealer 
before he would be permitted to 
make use of his land as an auto- 
— sales agency. This court 


“We are in danger of forgetting 
that a strong public desire to im- 





381 New Cabs Up Total 


Of ’61s in N. Y. to 1,125 


NEW YOR K.—Cab operators 
here added 381 new-model taxis 
to their fleets in a seven-day pe- 
riod to bring the total of ’61 ve- 
hicles on the streets to 1,125, 
according to the Taxi Weekly. 


Ford was the big gainer with 
245 units, bringing its total to 665. 
Seventy-eight Chevrolets were 
added, 25 Dodges, 23 Checkers, 
po agate Studebakers and Plym- 
ou 









prove the public condition igs not 
enough to warrant achieving the 
desire by a shorter cut than the 
constitutional way of paying for 
the change.” 


Law Held Arbitrary 
= month, a higher court clear- 
ly held a state law void and 
unenforceable which requires deal- 
ers in new automobiles to conduct 
their business in substantial build- 
ings, whereas dealers in used auto- 
mobiles are not so required. 


For illustration, in Clyde Kill- 
ingsworth, as Superintendent of the 
Motor Vehicle Division, Arizona 
State Highway Department v. West 
Way Motors, 347 Pac. (2d) 1098, it 
was shown that a state law pro- 
vides that the business of a dealer 
in new motor vehicles must be in 
a permanent enclosed building with 
sufficient space to display two or 
more motor vehicles of a kind and 
type which the dealer is licensed 
to sell. 


West Way Motors had been 
engaged in the used-car business 
in a city for a substantial period 
of time. It made application to 
the superintendent of the Motor 
Vehicle Division of the State for 
a license as a new-motor-vehicle 
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ALAMM—- 
Approximately 3,000 gallons of 
water are circulated through the 
radiator when a car attains the 
speed of six miles per hour. 





dealer. The division’s superin- 
tendent refused to issue the li- 
cense because West Way Motors 
had no building with sufficient 
space to display two or more au- 
tomobiles. 


West Way Motors appealed to 
the higher court which held this 





reasonable, arbitrary, and discrim- 
inatory, and bears no reasonable 
relation to the general welfare, 
health, safety or morals of the pub- 
lic. This court held that such a law 
violates the due process and equal 
protection clauses of both the 


state and federal constitutions. 
ca * * 

No Building Required 
en higher court went on to ex- 

plain that a used-car dealer 
need not be in a permanent build- 
ing but may be in a vacant lot. 
The court said: 

“Whether the purpose of the 
law was to prevent the defraud- 
ing of car purchasers by fiy-by- 
night motor vehicle dealers, or 
not, the requirement that the 
new-car dealer shall conduct his 
business from a building with a 
display room for at least two 
cars is arbitrary, unreasonable 
and discriminatory.” 

For comparison, see the new 
higher court decision (Jourden v. 
Wyoming), 100 N, W. (2d) 284, This 
higher court held valid a township 
ordinance which forbade the oper- 
ation of an automobile wrecking 
yard within 1,000 feet of a church, 
school, park, or boundary of any 


state law void, saying that it is un-/| residential district. 


SELLING SLANTS 
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Baits, Deception Banned .. . 





La. Legalizes Code 
On Clean Advertising 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS,.—The Louisiana 
Motor Vehicle Commission has 
amended its original rules and reg- 
ulations which were adopted in 
July, 1957, to add Section 19 which 
governs deceptive, unfair, mislead- 
ing and bait advertising. 

The adoption of this amendment 
was recommended by the Louisiana 
Automobile Dealers Assn. All auto- 
mobile dealers are bound to ob- 
serve it by state law. 

Following is the text of amended 
rules and regulations: 

SECTION 19: Licensees shall not 
use unfair, misleading or bait ad- 
vertisement. 

Bait advertising is an alluring 
but insincere offer to sell a product 
or service which the advertiser in 
truth does not intend or want to 
sell. Its purpose is to switch con- 
sumers from buying the advertised 


merchandise, in order to sell some- 
thing else, usually at a higher price 
or on a basis more advantageous 
to the advertiser. The primary aim 
of a bait advertisement is to ob- 
tain leads as to persons interested 
in buying merchandise of the type 
so advertised. 

No advertisement containing an 
offer to sell a product shall be 
published when the offer is not 
a bona fide effort to sell the ad- 


vertised product. 

No statement or illustration shall 
be used in any advertisement which 
creates a false impression of the 
make, value, model, or color of the 
product offered, or which may oth- 
erwise misrepresent the product in 
such a manner that later, on dis- 
closure of the true facts, the pur- 
chaser may be switched from the 
advertised product to another. 

Even though the true facts are 
subsequently made known to the 


buyer, the law igs violated if the 
first contact or interview is secured 
by deception. 

No act or practice shall be en- 
gaged in by an advertiser to dis- 
courage the purchase of the ad- 
vertised merchandise as part of a 
bait scheme to sell other merchan- 
dise. 


Among acts or practices which 
will be considered in determining 
if an advertisement is a bona fide 
offer are: ~ 

(a) the refusal to show, demon- 
strate, or sell the product of- 
fered in accordance with the 
termg of the offer, 
the disparagement by acts or 
words of the advertised prod- 
uct or the disparagement of 
the guarantee, credit terms, 
availability of service, repairs 
or parts, or in any other re- 
spect, in connection with it, 
the failure to have available 
at all outlets listed in the ad- 
vertisement a sufficient quan- 
tity of the advertised prod- 
uct to meet reasonably 
anticipated demands, unless 
the advertisement clearly and 
adequately discloses that sup- 
ply is limited and/or the mer- 
chandise is available only at 
designated outlets, ] 
(d) the refusal to take orders for 


(b 


on 


— 


(ec 


OF THE MONTH ! 


Put your customers in a merry mood this season with this 
7 4 7 a 
Big G~ Aluminum 
oe 
Christmas Tree 


Get it with the SPM-81 Promotion Package 
























the advertised merchandise to 
be delivered within a reason- 
able period of time, 

the showing or demonstrat- 
ing of a product which is 
defective, unusable or im- 
practical for the purposes 
represented or implied in the 
advertisement, 

(f) use of a sales plan or method 
of compensation for saiesmen 
or penalizing salesmen, de- 
signed to prevent or discour- 
age them from selling the 
advertised product, . 

No practice shall be pursued by 
an advertiser, in the event of sale 
of the advertised of “un- 
selling” with the intent and pur- 
Pose of selling other merchandise 
in its stead. 

Among acts or practices which 
will be considered in determining 
if the initial sale was in good faith, 
and not a strategem to sell other 
merchandise, are: 

(a) Accepting a deposit for the 

advertised product, then 
swi the purchaser to a 
higher-priced product, 

(b) failure to make delivery of 
the advertised product 
a reasonable time or to make 
a refund, 

(c) disparagement by acts or 
words of the advertised prod- 


(e) 





Solve your holiday decorating problems in a jiffy with this big 
6%’ shimmering aluminum Christmas tree. It's the easiest way 
possible to fill your place of business with a note of festivity. 
Such atmosphere sets your service center apart from the 
ordinary, creates drawing power—and puts your customers in a 
merrier buying mood. These trees can be used any place—in 
the front window, office, lube bay, etc. You get one tree with 
each SPM-81 Promotion Package. 


Ornaments included—Each 
tree comes with a package of 
“Bold Glow" featherweight 
styrofoam ornaments. 





Add special glitter to your tree with these two 


HANDY FLOODLIGHTS 


Get them with the SPM-82 Promotion Package — 
Use this pair of weatherproof, indoor-outdoor, blue 
floodlights to add a new sparkle of beauty to your 
aluminum tree. Direct them on the tree from any 
angle; they're fully adjustable. Place them on the floor 
or attach to wall. Each unit has a 6-foot cord and is 
completely weatherproofed for outdoor use. 
Perfect for display lighting—any season. Get 
SPM-82 with any AC Spark Plug order. Just 
add $9.95 for the two floodlights and an 
8-Pac of AC Fire-Rings. The profit from the 
sale of the 8-Pac, plus $1.39, pays for 

the floodlights. 


ORDER NOW. FROM YO OR 





Here’s How to Get SPM-81—The SPM-81 package contains 
the aluminum tree, styrofoam ornaments and an 8-Pac of 85TS 
AC Fire-Ring Spark Plugs. You get the aluminum Christmas tree 
and ornaments in the SPM-81 AC Spark Plug Package for only 
$1.94, and the profit from the sale of the 8 spark plugs contained 
in the package. Your initial investment in the entire package is 
$10.50 with any order for AC Spark Plugs. 

AC Fire-Rings are used on more new cars than any 
other brand—ACs are best for 
replacement, too—in all cars— 
thanks to their exclusive ‘Hot 
Tip” that heats faster and cools 
faster to stay clean longer. 





FIRE-RING 


SPARK PLUGS 


SUPPLIER 
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uct, or the disparagement of 
the guarantee, credit terms, 
availability of service, repairs, 
or in any other respect, in 
connection with it, 

(d) the delivery of the advertised 
product which is defective, 
unusable or impractical for 
the purposes represented or 
implied in the advertisement. 

Sales of the advertised merchan- 
dise do not preclude the existence 
of a bait and switch scheme, 

The following are specific but not 
all-inclusive standards for adver- 
tising which shall be adhered to by 
motor vehicle dealers and motor 
vehicle salesmen: 

1. CASH SALE PRICE of a new 
car, when advertised, shall in- 
clude everything but the local 
and/or state sales taxes, The 
cash sale price must include 
all handling and delivery 
charges, all federal excise 
taxes and so forth, The fea- 
tured price must not be the 
unpaid balance to be financed 
after the downpayment or 
tradein. 

2. CREDIT SALES PLANS ad- 
vertised must include the (1) 
amount of the minimum re- 
quired downpayment in dol- 
lars, (2) the amount of each 


ments, (4) a statement ag to 
whether any insurance is in- 
cluded in the advertised terms 
... and, if it is, what coverage 
is provided, (5) an indication 
of whether the city and state 
sales tax is included, (6) if in 
addition to the above some 
other condition is required to 
purchase the car so advertised 
such other conditions, such as, 
“With Tradein,” “Co-Signer 
Required,” “Collateral Re- 
quired,” “Will arrange loan 
through an authorized loan 
company,” shall be printed 
with equal: prominence, 

3. BALLOON NOTES: Credit 
terms which cannot be grant- 
ed without the use of balloon 
notes must not be advertised. 

4. “CREDIT PERMITTING” and 
similar statements must not 
be used in an attempt to legal- 
ize advertisements offering ex- 
tremely low downpayments 
and terms which can be grant- 
ed to only a very few of the 
persons responding to the ad- 
vertisement. 

5. VOLUME DEALING: No ad- 
vertisement should imply that 
because of large sales volume 
a dealer ig able to purchase 
new cars for less than another 
dealer selling the same make 
of car. 

6. STATEMENT of COSTS: No 
advertisement should be run 
which offers cars at “$00 over 
cost.” 

7. FREE OFFERS: The Federal 
Trade Commission hag ruled 
that the price of an article 
with which a “gift” or “free” 
article is given cannot be in- 
creased to include the cost of 
the FREE merchandise, serv- 
ice or gift certificate. There- 
fore, if the automobile pur- 
chaser does not want the free 
article, he cannot be given a 
discount instead since this 
would indicate that the mer- 
chandise, service or certificate 
is actually NOT free. 

8. UNDERSELLING CLAIMS: 
Unsupported underselling 
claims are viewed ag not in 
the public interest and shall 
not be used, because it is ob- 
vious that no dealer can be 
fully informed about every 
competitor’s prices at all times. 
This pertains to such state- 
ments as: “Our prices are 
guaranteed lower than else- 
where,” “Money refunded if 
you can duplicate our values,” 
“We guarantee to sell for less,” 
“We give $300.00 more in trade 
than any other dealer,” etc, 

9 UNTRUE AND AMBIGUOUS 
STATEMENTS: State- 
ments such as “Write your 
own deal,” “Name your own 
price,” “Name your own 
monthly payments,” “Appraise 
your own car,” and, phrases of 
similar import are obviously 
untrue and shall not be used. 
The term “No reasonable offer 
refused,” and such meaning- 
less ambiguous statements 
shall be avoided. 

The term “advertising” includes 

any form of public notice however 
disseminated or utilized. 


a 
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-and upper price classes will buy a 





How They're Pushing Sales... . 


Dealer Ad Ideas 


sell more foreign cars than any 
other dealer in the state this side 
of New York City.” 





The Old-Fashioned Way 


HURCHILL MOTORS, Rochest- 
er, N. Y., made a plea for a re- 
turn to the “old-fashioned way” of 
selling autos in a newspaper ad fea- 
turing the theme: “We're Relaxed. 
You Can Be, Too.” 

“We think there is too much 
pressure and not enough pleasure 
in car buying today,” the ad said. 
“Used to be that a man looked 
forward to a quiet, friendly visit 
with his dealer when it came time 
for a new or used-car purchase. 

“Now he has to contend with 
banners, fishing contests, price 

shouting, free hot-dog-and-Coke 
deals, bell ringing, all types of 

-basement hoopla, We try 
to make automobile buying at 
Churchill Motors a pleasure. 
We're relaxed and so will you be. 

“We aren’t frantic to sel] 100 cars 
a@ day and we have plenty of time 
to see you get the particular car 
that suits your needs and budget. 

“The world is full of pressure. We 
don’t want to add to it. You will 
find it easy to do business with us. 
Day in and day out our prices are 
the best. They must be, since we 


Briggs Predicts 
Big Shift Among 


‘Medium’ Buyers 


DETROIT.—Chrysler and Imper- 
ial Division executives last week 
began a series of conferences with 
dealers throughout the nation to 
develop market- 
ing plans in the 
light of one 
month’s selling 
experience with 
"61 models, 

C. E, Briggs, di- 
vision general 
manager, organ- 
ized the meetings 
in 12,major mar- 
kets. 

He said indica- 
tions are that 
about 500,000 persons in the medium 


Some Food for Thought 


HUCK HETTINGER, owner of 

Hettinger Rambler here, tied 
up with a restaurant to help in- 
troduce his new dealership to the 
motoring public. 

The dealer’s message was carried 
in an institutional newspaper ad 
which read: 

“Recently, while dining with my 
wife at La Hacienda Restaurant, I 
was very impressed with the excel- 
lent food, prompt service and very 
cooperative general atmosphere 
which prevailed. 

“It occurred to me that this is 
the way our Rambler agency 
should operate, especially when the 
product is as high a caliber as 
Rambler. As this area’s newest 
Rambler dealer, therefore, we are 
going to strive to give you, our cus- 


different make in 1961 than they 
are presently driving. He said this 
portion of the market is showing 
impressive strength. 

“Chrysler retail deliveries in Oc- 
tober are expected to total about 
8,500, the biggest month since Oc- 
tober, 1957,” Briggs said. 

“We are impressed with the fluid- 
ity of the medium-price market. 
People in it are in a mood to 
change. This is not surprising, in 
view of the repositioning of cars in 
new price brackets and the addi- 
tion of new compact cars.” 

E. M. Braden, division general 
sales manager, and H. C. Halstead, 
sales promotion manager, conduct- 
ed conferences last week in Pitts- 
burgh, Philadelphia, New York, 
Boston and Syracuse. Other meet- 
ings will be held in Detroit, Nov. 7; 
Cincinnati, Nov. 9; Chicago, Nov. 
10; San Francisco, Nov. 11; Los An- 
geles, Nov. 14; Atlanta, Nov. 18, and 
Miami, Nov. 19, 


Armco Has Steel 
For Exhaust Units 


MIDDLETOWN, O.—Develop- 
ment of a new alloy steel specifical- 
ly for service in automobile anti- 
smog devices, now being developed 
to meet requirements of California’s 
new air pollution legislation, was 
announced by T. F. Olt, vice-presi- 
dent, research and technology, 
Armco Steel Corp. 

Cost is reported to be substan- 
tially less than other materials now 
being evaluated. According to J. P. 
Butterfield, stainless steel product 
manager for Armco, this new pro- 
prietary grade is nominally 21 per- 
cent chromium, 6 percent nickel, 
and 9 percent manganese. 

Price base is 72.25 cents per 
pound for sheets and cold rolled 
strip. It is a modification of an 
alloy steel developed previously by 
Armco for exhaust valves in mod- 
ern high-compression en gines— 
which must withstand temperatures 
as high as 1,200-1,400 degrees F. 
























































%** Ice-O-mat 
ice crusher 


tomer, the finest service and prod- 
uct available, the fairest prices, the 
most courteous salesmen, and the 
most prompt and efficient service in 
Western New York. 

“To further emphasize these 
goals, and in cooperation with Nick 
Mariella and Mr. Cina, owners of 
La Hacienda, we will give two com- 
plimentary dinner tickets to La 
Hacienda with every new Rambler 
purchased in the next four weeks. 

“That way you will be able to 
enjoy the excellence of both the 
brand new Rambler and La Hacien- 
da Restaurant.” 

++ * * 


Orchids from Williams 


P K. WILLIAMS MOTORS, Aus- 
*tin, Tex., won 400 friends in 
28 minutes with a free orchid pro- 
motion tied to the introduction of 
the ’61 Rambler. 

The dealership had 400 white or- 
chids flown in from Hawaii. Two 
salesmen parked a 1902 Rambler 
in a downtown location and began 
passing out the flowers, along with 
a sales talk for the ’61 model, 

It took only 28 minutes to dis- 





Plymouth Dealers Discuss Show Plans— 


Directors of the Western Pennsylvania Plymouth Dealers Assn. meet to discuss plans 
for their participation in the Pittsburgh Auto Show to be held at Hunt Armory, Nov. 12- 


pose of the flowers. Only two! 19. From left are Jack Skeels, Ingram; Robert C. Hugli, Bellevue; Frank Reich, PDA secre- 


women turned them down, and sev- 
eral men tried to buy them, unsuc- 
cessfully. 


tary; E. O. Wilson, president, Dormont; Lloyd B. Weisman, Wilkinsburg; Morris Fried, 
Oakland; Don Merritt, Plymouth-DeSoto-Valiant assistant regional manager, and Don C. 
Crane, Dormont. 


SELLING SLANTS 


TAKE 
YOUR 


* Airguide 
auto compass 


PICK 


1—2—3—4 and 5 Star Awards 


This is just a sampling of the 30 
valuable prizes you can choose 
from in the AC-Guide Parade of 
Prizes. Read how you can get 
one or more of these exciting 
prizes—and make extra profits 


besides! 


*kx* Sportline 
sleeping bag 


* Silex 
Starburst 


%& Coleman 
insulated 


jug 


Carafe i 


kkk Electric 


can opener 


kk kkk Shakespeare 
spinning outfit 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Indianapolis 

A total of 2,567 new cars were 
registered in Marion County (In- 
dianapolis) in September, compared 
with 2,819 a month earlier and 2,610 
in September, 1959. 

By makes, they were: Chevrolet, 
464; Ford, 423; Oldsmobile, 232; 
Pontiac, 214; Dodge, 170; Falcon, 
168; Rambler, 147; Buick, 89; 
Volkswagen, 84; Corvair, 83; Comet, 
74; Cadillac, 70; Mercury, 70; Val- 
iant, 63; Plymouth, 56; Studebaker, 
26; Renault, 25; Chrysler, 16; MG, 
12; Lincoln, 11; Simca, 10; DeSoto, 
10; Triumph, 9; Volvo, 9; Metro- 
politan, 5; Austin-Healey, 4; Mor- 
ris, 3; Opel, 3; Imperial, 2; Mer- 
cedes-Benz, 2; Willys, 2, and mis- 
cellaneous, 11. 

New-truck registrations totalled 
284 in September, compared with 
276 a month earlier and 357 a year 
earlier. 


By makes, they were: Ford, 68; 


White, 82; GMC, 27; Dodge, 14; 
Volkswagen, 13; Reo, 10; Willys, 5 
Studebaker, 2, and miscellaneous, 


21. 
—C. L, Kern 
ao . * 


Denver 


New-car sales in Denver totalled 
1,467 in September, compared with 
1,431 in the same month of last 
year. 

In the new-truck field, Denver 
dealers sold 259 in September, as 
against 275 in the corresponding 
1959 month, 

During the first nine months of 
this year, new-car sales totalled 15,- 
308, compared with 14,685 in the 
1959 period. The truck count was 
2,347, compared with 2,468 a year 
earlier. 

September new-car sales by 
makes were: Chevrolet, 348; Ford, 
217; Faleon, 133; Rambler, 106; 
Pontiac, 93; Corvair, 91; Oldsmo- 


Chevrolet, 57; International, 35;| bile, 71: Dodge, 45; Valiant, 44; 





Buick, 48; Mercury, 39; ne 
37; Volkswagen, 32; Cadillac, 28 
Studebaker, 20; Chrysler, 14; Vol- 


Austin-Healey, 3; Saab, 3; Tri- 
umph, 3; Checker, 2; Metropoli- 
tan, 2; Porsche, 2, and miscel- 
lan 8. 

Truck registrations were Chevro- 
let, 76; Ford, 74; Willys, 22; Dodge, 
20; GMC, 15; International, 13; 
White, 10; FWD, 7; Volkswagen, 4; 
Studebaker, 3; Divco, 2; Kenworth, 
1; Reo, 1, and miscellaneous, 11, 


—Ira ALEXANDER 
* + * 


Los Angeles 


A total of 20,653 new cars were 
sold in Los Angeles County in 
September, compared with 19,624 
a month earlier, according to fig- 
ures compiled by Donnelley’s Motor 
Recorder of California 

By makes, registrations were: 


OF THE MONTH ! 


Hurry—Hurry—Hurry! It’s Pick-Your-Prize Time in the 





Parade of Prizes 


Yours with the GLM-79 Merchandiser Package 


Used as an incentive, such prizes can quickly build 
lamp sales and profits. 


What an assortment of prizes! 


man, you might like a deluxe sleeping bag . 
. a tackle box.. 
Shakespeare spinning outfit. Or why not thrill the lady 
in your life with an electric blanket. . 
. or a deluxe hair dryer. 
whole family, too—30 in all. And now you can get one or 
more of these wonderful gifts just by stocking and 
selling “Guide"’ Lamps—the sealed-beam lamps that 
are used on more new cars than any other brand. 


man lantern or camp stove. . 


opener.. 


How to get your ‘‘Parade of Prizes’’ Awards 


Each GLM-79 Merchandiser Package you buy contains 
a 1-star Award Certificate—redeemable immediately 
for one of several 1-star gifts. The more packages you 
order—the more 1-star certificates you can accumulate 
for more expensive 2—3—4 or 5 Star Awards, as 
shown here. To order your prize or prizes, just fill out 
the certificate and send it to AC Parade of Prizes 
Headquarters. You pay only $28.35 for each GLM-79 
package containing 16 fast-moving AC Guide sealed- 
beam lamps. The profit from three 6000 series lamps 
is your only investment in the valuable 1-star award 


certificate. You get full profit 
lamp units. 


Get on the beam for more sales, prizes and profits 


Give your lamp sales a real boost by offering your 
GLM-79 prize certificate as an employees’ sales award, 


ORDER GLM-79 PACKAGES FROM YOUR © SUPPLIER TODAY 


If you're an outdoor 
. . a Cole- 
.ora 


. an electric can 
There are gifts for the 


on the 13 remaining 


GLM-79 CONTAINS 


16 FAST-MOVING 
AC GUIDE LAMPS 


Each package contains a bal- 
anced inventory for both 2- 
and 4-headlamp cars. 
assortment consists 
following types: 5—6006; 5— 
6012; 2—4001; 4—4002. 


VALUABLE 1-STAR 
AWARD CERTIFICATE 


A 1-star 
comes in each GLM-79 Pack- 
age. 
mediately for a 1-star award 
by completing the reverse side 
and mailing to AC Parade of 
Prizes headquarters. Award 
Certificates may also be 
accumulated for larger 2- to 5- 
star awards. 


Award Certificate 
e 


It can be redeemed im- 


AWARDS FOLDER 
al Fully illustrated, this folder 
shows all of the prizes avail- 
able and how many star certifi- 
cates are required for each 
There are 30 valuable 
prizes in all. 


prize. 








131; Fiat, 102; Simca, 91; Lincoln, 
82, and MG, 74. 

Hillman, 68; Metropolitan, 64; 
Opel, 61;: Sunbeam, 60; Peugeot, 
56; imperial, 52; Morris, 52; 
NSU, 50; Singer, 48; Mercedes- 
Benz, 45; English Ford, 43; De- 














Chrysler Missile Unit 
Helped Launch Satellite 


DETROIT.—Chrysler Corp. an- 
nounced that its Missile Division 


tion in support of the Juno II 
space vehicle which launched the 
Explorer VIII scientific satellite 
from Cape Canaveral, Fla. 


by makes were: Ford, 1,018; Chev- 
rolet, 1,000; International, 226; 
GMC, 181; Dodge, 124; Volkswag- 
en, 68; Willys, 37; White, 21; Stude- 
baker, 17; Mack, 13; Renault, 11; 
Diveo, 9; English Ford, 7; Morris, 
5; Diamond T, 4; Autocar, 3; Lloyd, 
3; Peterbilt, 3; Commer, 2; Datsun, 

2: Reo, 2; bs Toyopet, 1, oan 
miscellaneous, 12. 


—WILLIAM CARROLL 
* * * 


Akron 


September new-car sales in Sum- 
mit County (Akron) fell 20 percent 


pply 
and the environmental test of the 
satellite payload. 





Chevrolet, 2,940; Falcon, 2,640; Ford, 
2,257; Corvair, 1,670; Rambler, 
1,495; Comet, 1,104; Pontiac, 1,021; 
Dodge, 985; Valiant, 885; Oldsmo- 
bile, 754; Cadillac, 572; Volkswagen, 
494; Plymouth, 470; Buick, 440; 
Mercury, 390; Studebaker, 311; Re- 
nault, 271; Chrysler, 210; Austin- 
Healey, 151; Triumph, 137; Volvo, 


for the year continued at a record 
pace. 

For the first nine months, deliv- 
eries totalled 22,191, a new high for 
this period and 16.7 percent above 
the same period in '59. September 
sales amounted to 1,842 units, as 
against 2,314 for August. 

Registrations during September 
resulted in three changes among 
the first 10 makes of cars. Pon- 
tiac moved into fourth place for 


Oldsmobile stepped up to seventh 
topping Plymouth by only two units, 
934 to 932, and Buick was a close 
rival, just three cars back of Plym- 
outh. Despite the fact it has been 
on the market only a little over six 
months, Comet took over 10th from 
its big brother Mercury, 790 to 713. 
Comet sales were the third largest 
of any make during the month. 
—Joz Kugsier 

* 


* * 


Dayton, O. 

New-car registrations in Mont- 
gomery County (Dayton), O., total- 
led 1,864 in October, compared with 
1,771 a month earlier. 

Leading makes had the follow- 
ing: Chevrolet, 414; Ford, 296; Olds- 
mobile, 162; Pontiac, 160; Falcon, 
121; Buick, 102; Corvair, 101; Cad- 
illac, 72; Rambler, 70, and Dodge, 
62. 


There were 88 imported cars 
registered. 


Sioux City, Ia. 
October saw 401 new cars regis- 
tered in Woodbury County (Sioux 
City), Ia, compared with 282 a 
month earlier and 345 a year earlier. 


lac, 5; Mercury, 3; Studebaker, 3; 
DeSoto, 1s Imperial, 1s Lincoln, 1, 
and miscellaneous, 5. 

New-truck registrations number- 
ed 29 in October, compared with 35 
in September and 56 in October a 
year ago. By makes: Chevrolet, 16; 
GMC, 4; Ford, 3; International, 3; 
Dodge, 2, and Volkswagen, 1 

+ * * 


The 
of the 


Providence 
A total of 1,103 new cars were 
registered in Providence during 
September, compared with 1,251 a 
month earlier. New-truck registra- 
tions, meanwhile, rose to 119 from 
95. 


By makes, car registrations 
were: Ford, 280; Chevrolet, 194; 
Rambler, 117; Plymouth, 113; 
Oldsmobile, 57; Dodge, 44; Cadil- 
lac, 36; Pontiac, 36; ‘Comet, 30; 
Buick, 27; Volkswagen, 21; Mer- 
cury, 17; Chrysler, 13; Renault, 
11; Studebaker, 10; DeSoto, 5; 
Hillman, 5; Lincoln, 4; Imperial, 
3, and miscellaneous, 80. 

Truck registrations were: Ford, 
53; Mack, 19; Chevrolet, 12; Inter- 
national, 10; Volkswagen, 7; GMC, 
6; Willys, 5; Dodge, 3; Studebaker, 
1; White, 1, and miscellaneous, 2. 

—THomas L, Forses 
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With Romney's Help 5% 


By Joseph M. Callahan 
Engineering Editor 


GARY, Ind.— George Romney, 
American Motors president, came 
to Gary to help dedicate an ex- 
pansion of a Budd Co. plant that is 
devoted exclusively to producing 
body stampings and components 
for Rambler. 

On the spur of the moment, he 
uniquely offered a discount of al- 
most $100 to each of the 2,200 em- 
ployes of the Budd plant. He also 
lambasted the programs of both 
Presidential candidates. 

Begun last January, the Budd ex- 
pansion added 70,000 square feet of 
floor space, bringing the total fac- 
tory area to 600,000 square feet. 
Installations in the new area in- 
clude a new press line and two mod- 
ernized press lines, plus additional 
shipping and maintenance space. 
Romney Visits Budd Plant— This plant produces practically all 

George Romney, president of American Motors, speaks at dedication ceremonies for the underbodies, doors, deck lids, 
an expansion at the Budd Co. plant in Gary, Ind. In the background are Edward G. roofs, dash panels, fenders, miscel- 
Budd, president, left, and Thomas J. Ault, president of Budd's automotive division. laneous small assemblies and uni- 





Budd Plant Dedicated 





side assemblies that go into the 
Ramblers. These components are 
then shipped to Milwaukee and 
Kenosha, where they are assembled 
into bodies. 

In speaking to the assembled 
Budd employes, Romney comment- 
ed at first on the fact that the 
workers’ parking lot didn’t have too 
many Ramblers in it. 

Then, he said, “Now Iook, 
American Motors has the most 
favorable employe car discount in 
America. There is no company 
that gives its employes a car dis- 
count equal to what we give our 


$100,000 Blaze 


WATERBURY, Conn.—A three- 
alarm fire destroyed the interior of 
Nathan-Hale Motors, Inc. (Chrys- 
ler-Imperial-Plymouth), and dam- 
aged the Metropolitan Life Insur- 
ance Co. office on the second floor 
of the building. Damage was esti- 
mated at $100,000. 





Here and now we will state that Stromberg-Carlson auto 
radios are the most trouble-free ever offered . . . a sure- 
fire way to keep your customers smiling through the 
miles. What’s more, they have the big-voiced, wide-range 
performance of their cousins in the famous Stromberg- 
Carlson line of hi-fi components and consoles. 


We didn’t achieve all this through wishful thinking. We 
did it with a Quality Control program keyed to the highest 
established standards in the industry. It includes an 
exhaustive inspection of all incoming materials... spot 
checking at every manufacturing stage... a cold-eyed 
final examination ... and a merciless investigation of any 
field failures. 


All this has particular pertinence at the dealer level. Deal- 
ers have far fewer repairs and replacements to take care 
of. They have far fewer customers who complain about 
their radios... and who decide to grouse about a few other 
things while they’re on the subject. 


Quality and reliability are only Part One of the most 
amazing package ever offered in the auto radio field. To 
learn more about the.most generous warranty yet offered 
... the easiest installation yet ...the benefits of offering 
a high-prestige product ...and our “one-trip” service 
program for auto radio owners ... write to Commer- 
cial Products Division, Dep’t. BC- 3, 1411 North Goodman 
Street, Rochester 3, N.Y. 


To keep your buyers happy... “There is. nothing finer than a Stromberg-Carlson” 


STROMBERG -CARLSON 
a oivision or GENERAL DYNAMICS 


employes, and we think yeu are 
so much a part of our family that 
we think we ought to give you 
the same discount.” 

Admitting that he had suddenly 
decided to offer the discount after 
a brief conversation with Roy 
Chapin, AMC’s executive vice-presi- 
dent, Romney said that he wanted 
to try this approach on the Budd 
workers in Gary, leaving open the 
possibility that it would be extend- 
ed to the employes of other supplier 
plants, Of course, the Rambler- 
Budd relationship is an unusual 
one. 


Noting that percentage discount 
plans for employes generally just 
produce hard feelings among deal- 
ers, factory officials and employes, 
Romney said the AMC offer con- 
sists of a $75 rebate from the fac- 
tory after the employe has made 
the best deal he can make with the 
dealer. 

After the employe makes his deal, 
he is required to show proof of the 
purchase to his factory personnel 
manager, who then will procure the 
$75 rebate. In addition, AMC will 
pay the income tax and any other 
costs involved, bringing the total 
value of the discount to about $100. 

He said that the decision on 
the discount plan was made so 
quickly that the Gary dealers 
hadn’t been contacted yet, but he 
added that he expected no compli- 
cations because the dealers in 
Milwaukee and Kenosha were 
happy with it. 

Later Romney criticized Vice- 
President Richard Milhous Nixon 
and Senator John F. Kennedy for 
not facing up to the long-range 
problems of the nation. 

He asserted that both candidates 
were discussing trivia and that both 
parties are committed to programs 
involving heavier Federal spending 
and inflation. 

“Both Nixon and Kennedy are 
dealing with our farm problems 
on a purely national basis that is 
stupid,” he continued. “We’re not 
approaching world economic de- 
velopment except on the basis 
that ‘it will take years to help 
you (the depressed countries).’” 

Asked how he thought United 
States prestige was fairing, Rom- 
ney said he wasn’t so concerned 
about our prestige as he was about 
whether we're taking advantage of 
our opportunities. 

Again predicting that 50 percent 
of the cars sold in the 1961 model 
year will be compacts, he said this 
figure would be 65 to 75 percent 
by 1962 or 1963, “despite the fact 
that the General Motors president 
said two days ago that big cars will 
continue to dominate the market.” 

Romney said that one of the great 
things about America is that “no- 
body ever has it made,” adding that 
Chevrolet and Ford will become 
either compact cars or also-rans. 


NADA Offers Kit 
To Aid Dealers 


In Hiring Salesmen 


WASHINGTON.—In an effort to 
assist dealers in the selection of 
sales personnel with good potential, 
the National Automobile Dealers 
Assn. Employer-Employe Relations 
Committee has prepared a kit 
which it said “should prove to be 
one of every dealer’s most valuable 
aids in his day-to-day operations.” 

This kit includes “tools” espec- 
ially designed to assist dealers in 
interviewing, checking, appraising 
and hiring men with the necessary 
characteristics and qualifications to 
make successful salesmen. 

The kit, including instruction 
manual, application forms, tests 
and reference check forms, costs 
$7.50, an NADA spokesman said. 

In a foreword written for the 
instruction manual, Frank Collord, 
chairman of the Employer-Em- 
ploye Relations Committee, points 
out that “the NADA program for 
hiring salesmen, if effectively used, 
can reduce the rate of sales per- 
sonne] turnover, poor selling per- 
formance, high selling costs, loss of 
sales and poor morale.” 

Complete details are available 
from the NADA Employer-Em- 
ploye Relations ‘Committee, 2000 K 
St., N. W., Washington 6, D. C. 


Lark for Michaelson 
BALTIMORE. — Michaelson Mo- 
tors, Inc., 5725 Reisterstown Rd., 


has been awarded a Studebaker 
franchise. 
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One of a series of statements to U. S. IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 





John T. Panks, 


Past President of B.A.M.A. and Managing Director 
of Rootes Motors Incorporated, importers of 
Humber, Hillman, Sunbeam, Singer and Commer says: 


“British auto makers offer the greatest 


variety of cars and trucks to meet the 


diversified demands of the American public.” 


The automobile manufacturers of Great Britain are jus- 
tifiably proud that they produce a vehicle for every need 
to suit the various climates and terrains throughout the 
world. Whether your customer demand is for sleek sports 
cars, plush limousines or economy sedans and station 
wagons, the British motor industry makes a vehicle for 
every occasion. 


There are 30 British manufacturers producing cars to 


cater to all tastes. With sports cars the industry leads the 
world with 17 different models in all price brackets. In 
international racing they reign supreme, having won the 
manufacturer’s trophy for the past two years. 

Our industry is expanding its manufacturing facilities in 
order to meet the demands of the future and to maintain 
price and quality. We mean to keep ahead of changing 
market conditions. 


Why USS. dealers can rely on the stability and growth of the British imported car business 


1. Capital Investment —British auto makers have the largest 
investment in plant, research and distribution facilities in the U.K. 
and in America and will continue to maintain this leadership. 


2. Quality Products —Buiit to a standard, not to a price, 
British cars offer dealers and their customers true dollar value. 
Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability—tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
... Solid financing of superior products. 


4. Service Facilities—sritish manufacturers consistently 
conduct training courses, supervised by factory experts from 
England, for distributor and dealer mechanics. 


9. Product Diversification—a vehicle for every need . . . 
every taste ... every budget. British makers provide the widest 


range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles. 


6. Advertising Support—nhe British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—sritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability—sritish makers and their distributors 
have parts warehouses strategically located from coast to coast. 
Additional warehouses are under construction. 


9, Design Continuity—sritish makers have traditionally 
been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence. 





British wmports give you business you can bank on 





Lucas Electrical + Morris 


Rolls Royce + Rover - 


BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 


680 Fifth Avenue, New York 19, N. Y. 


Austin + AustinHealey + Bentley + Daimler + DunlopTires + EnglishFord + Hillman + Humber + Jaguar + MG 
Singer + Smiths Accessories +» Sunbeam + Triumph «+ Vauxhall 
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Wilkie Views... 
Makers Face New Crisis 


By DAVID J. WILKIE with the latest in new vehicle de- 
THE AUTO INDUSTRY current-| sign and styling. . 
ly is in one of its critical periods. Whether the tradition will be 
Every car maker has left the 1960| maintained through the remain- 
model year behind and has started| ing months of calendar 1960 is 
the 1961 model yet to be determined. High-level 
period — with a 
larger variety of 
cars than has 
been offered for 
several years. 
Scores of new 
models have been 
developed for 
1961. If demand 
for them meas- 


outlook, 

Even with the indicated orderly 
cleanup of outgoing models, inven- 
tories promise to remain at near- 
record levels in the months im- 
mediately ahead. 

The manufacturerg have a ready 
explanation for the heavy dealer 
ures up to manu- inventories: With the coming of a 
facturers’ hopes, dozen compact or economy models, 
production can be D. J. Wilkie dealers have had to stock more 
oe = high levels. A lag = to satisfy customer demand 
will mean sharp cuts in assembly thout undue delivery delay, The 
Fancy Facelift— operations, average customer has little patience 

Dramatic change in the external appearance of Mackaig & Sons (Plymouth-DeSoto),| It is an industry tradition that| with delivery delay. 

Los Angeles, is evidenced by this photo. The new front is composed of prestretched,| the early weeks of a new model of 

baked enamel aluminum and decorative concrete blocks. The job was done at a total| year are marked by substantial de- BUT HIGH INVENTORIES tie 
cost of $12,500. Mackaig & Sons has occupied the building for 13 of its 35 years. M. R.| mand for the car makers’ newest/ up a lot of capital. Cars in storage 
Mackaig, dealership president, is also president of the Plymouth Dealers’ Assn. of the; product. Hundreds of thousands of| earn nothing for the auto retailer; 
Los Angeles region. buyers want to be first on the road| they cut into the dealer’s overall 








How to 

make your 
customers — 
purr-r-r-r - 


Give them the richest, most complete 
motor oil in the world—Pennzoil Z-7. 
So rich it gives double the protection 
demanded. So complete you never need 
extra additives. 


They'll be ‘‘regulars’’ from then on—for 
all the Pennzoil motor oils and lubricants 
you handle. Because they get longer, 
trouble-free engine performance. Actually 
increase gas mileage. 


You’ll get increased traffic, boost sales 
of all your services and products—and 
add up more extra profits than ever before! 


Easy to keep track of all customer service 
needs with Pennzoil's exclusive Kontax System 
...4-to-l favorite among dealers everywhere. 


Call your Pennzoil distributor today 
about this 100% pure Pennsylvania motor 
oil and all Pennzoil quality products 

and profit-building programs. 

He’s listed in the Yellow Pages. 


4 oo ee ce 


Member Penn. Grade PENNZOIL 


Crude Oil Assn. ° 
. 
Permit No. 2, Oil City, Pa ~s2t@ Lubricat®® 















net profit just as does any other 
product that hag to be kept in 
storage. 

How hard the record new-car in- 
ventories of earlier 1960 pressed 
the retailers has not yet been fully 
spelled out. But for the first time in 
the industry’s more than 60-year 
history, dealer stocks shot up above 
the one-million-unit mark thig year. 
They remained above that total for 
five consecutive months before 
dropping below 880,000 units on 
Sept. 1. 

The decline, of course, reflected 
model-changeover shutdowns and 
the intensified cleanup drive on 
outgoing models at the retail 
level. 

Business, large and small, 
throughout the country would like 
to see a strong automotive market. 
The auto industry is a big consum- 
er in its own right. Its require- 
ments are reflected in heavy ex- 
penditures in every state. 

Thus a high level of new-car de- 
mand early in the new model year 
would mean much to the nation’s 
overall economy. Certainly the high 
level of employment essential to 
high-volume output by the car in- 
Morne 4 would increase the national 
spending power greatly. 

Mass production is one of the 
major essentials to the modern way 
of living, Without it anything as 
complex as an automobile would be 
beyond the reach of the average in- 
dividual. But it takes months of 
planning to create the components 
of a modern automobile, to fill sup- 
ply lines with these components and 
coordinate their arrival at the var- 
ious points of assembly in the car 
factory. 

+ * + 

MOREOVER, TO OBTAIN the 
benefits of volume production, the 
industry has to be able to maintain 
assembly operations at fairly con- 
stant levels. The operation cannot 
be turned on and off on an instant’s 
notice. A complete output halt 
means scores of stop orders to sup- 
pliers throughout the nation—and 
thousands of worker layoffs. 

In reverse order, the same thing 
happens when production is resum- 
ed after a sizable shutdown period. 
Thus, it is that controlled produc- 
tion is a difficult system to imple- 
ment in the car industry. So it is, 
too, that the industry has been 
plagued for decades with produc- 
tion peaks and valleys. 

These ups and downs in the auto 
industry’s operation probably will 
continue to harass the auto mak- 
ers for decades to come. 

But for the immediate future, the 
automobile manufacturers general- 
ly are predicting a year ahead “as 
good or better than the 1960 model 
period.” 


Car-Rental Firm 
Boosts Orders 
For ’61 Compacts 


ST. LOUIS.—Branches of the Na- 
tional Car Rentals System have 
increased their orders for compacts 
in 1961 in large cities, according to 
a survey for AuTomotTive News. 

The sampling took in half of the 
140 cities and 400 locations of the 
NCRS, headquartered in St. Louis. 
The percentage of compacts in 
1960, in all large and small cities, 
was 23.85. This will be increased 
slightly to 24.03 for 1961. 

In the larger cities, the percent- 
age was 19.84 in 1960 compared 
with 29.32 in 1961. The compacts, 
which include Falcon, Valiant and 
Corvair, either have been ordered 
or soon will be ordered. 

This trend indicates the accept- 
ance of compacts for daily rentals, 
the firm said. Several other reasons 
were cited: Some large companies 
specify that their salesmen or other 
personnel use compacts; there is 
an economy in the use of com- 
pacts; they rent one to 2 cents 
a mile cheaper and cost $1 to $2 
a day less. 

The National Car Rentals Sys- 
tem, whose clientele consists mainly 
of business firms (85 percent), 
noted that its biggest customer 
spends $225,000 a year. Use of com- 
pacts could save this client from 
$25,000 to $30,000 a year, or ap- 
proximately 10 percent, the NCRS 
said. 


Wilkerson Expands 
TULSA.—Chrysler and Imperial 
have been added by Wilkerson Mo- 
tors, 705 S. Boulder, after a merger 
with Vance Motor Co. 


| 
| 
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Another extra service from Associates 


Our fast 
approvals 
help clinch 
the sale! 


Associates has realized for many 
years that a fast credit approval on a 
retail contract often makes or breaks 
the sale. That’s why all of our field 
men have ample authority to make a 
decision and make it fast. So if slow 
financing service is giving you an 
unhealthy rash of walk-aways, phone 
Associates today! 

In addition, Associates can offer 
you floor planning plus comprehen- 
sive and credit life insurance services. 
We’ve been helping dealers for 42 
years, and our service fully reflects 
this experience. 

So the next time you need a fast ap- 
proval, call the man from Associates. 


Associates 


INVESTMENT COMPANY + SOUTH BEND, INDIANA 


Associates Discount Corporation . Associates 
Discount (Canada) Ltd. . Emmco Insurance Co. 
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TURNINGS ... 


Rambler's ‘Topliner 


A Pioneering Feat 


By Joseph M. Callahan 
Engineering Editor 


7 new fiberglass headliner, now being built by Johns- 
Manville Co. for installation in all ’61 Ramblers except 
the American, represents one of the most boldly enterprising 
and successful stories of the 
year. 
This headliner also points up 
some of the more important trends 
in the contempo- 
rary auto indus- 
try. Among these 
are: 
(1) A car mak- 
er needn't be 
handicapped for 
lack of huge re- 
search facilities; 
(2) there ig a 
continuing quest 
for new, better ' 
and cheaper com- 
ponents; (3) the J. M. Callahan 
auto industry is still a very worth- 
while market for suppliers; (4) 
new materials for old applications 
are constantly under consideration, 
and (5) publicity value is an im- 
portant factor today in any inno- 
vation. 

Rambler’s “acoustical topliner,” 
a joint development of engineers 
at the Johns-Manville Fiber Glass 
Technical Center and American 
Motors, is a one-piece snap-in 
laminated fiber glass ceiling. 

Made of compressed fiber glass 
insulation to which has been lam- 























































inated a woven fiber glass trim 
fabric, the headliner ig snapped in 
place by two workmen on the as- 
sembly line. It’s contoured to hold 
itself snugly in place under the 
car’s metal top. 
* + * 

CCORDING to Johns-Manville 

officials, it is “constructed with- 
out seams and adds the beauty of 
an unbroken ceiling line and cre- 
ates a feeling of greater spacious- 
ness.” 

They also maintained that the 
usually progressive auto industry 
has been using substantially the 
same “cut-and-sewn” type of head- 
liner in its cars since the early 
1900s, although the headliner of 
the early closed cars was laborious- 
ly tacked on each of the wood raft- 
ers. 

Since the advent of the all- 
metal top in 1935 or so, the head- 
liners have been attached to the 
car ceilings through a series of 
small loops or “listings” through 
which is threaded a pre-cut, pre- 
formed wire, known as “listing 
wire.” 

The only difference between the 
old method used in the early 1900s 
and the method presently used by 
most car makers is that “stretch 
and tack” has been replaced by 
“stretch and fasten” of the listing 
wires. 


* o 
Other Advantages 


| | pees offering ease and pos- 
sibly economy of manufacture, 
the fiber glass headliner reportedly 
has the advantages of being better 
than fabric headliners for dampen- 
ing noise, retaining its shape, re- 
sisting soiling and being fireproof 
and waterproof. 

In addition, the headliner is said 
to create up to % of an inch more 
headroom in the rear of the car and 
it will neither absorb moisture or 
odors, nor will it mildew or rot. 


In all fairness, it must be said 
that if there has been a need for 
further dampening of roof noise 
in current cars, this was one of 
the industry’s better kept secrets. 
Johns-Manville, a supplier of 

brake linings and other items to 
the auto industry since 1907, began 
looking around for additional auto- 
motive products to produce and 
tentatively selected the headliner as 
a good possibility, if a few major 
problems could be solved. 

A research and development pro- 
gram was set. A set of matched 
aluminum molds, % the size of the 
production headliner, were made 

* + * 





The virtue of dependability is priceless. 
Borgward’s unalterable devotion to quality pro- 
vides West German precision engineering at its best. 
Here are cars that you sell with pride . . . confident in 
the knowledge that you’re selling an honest automobile at an 
honest price, a car that provides countless miles of carefree driving. 


GROUP PRODUCTS 


Customer satisfaction is assured: your customers become 
your best salesmen. That’s why Borgward products 
sell well in today’s competitive market. Discover 

what Borgward can do for you. 


BORGWARD 
MOTORS CORPORATION 
1160 Park Square Building 


31 St. James Avenue 
Boston 16, Mass. ¢ Liberty 2-3840 








Topliner Line— 


Officials of Johns-Manville examining 
one of the first fiber glass headliners to be 
made for American Motors at J-M's Defi- 
ance (O.) plant. The headliner will shortly 
be trimmed and shipped. 


* * * 


and fastened into a small press 
with a hydraulic mechanism for 
opening and closing. With the sim- 
ple equipment, George Hanes, a 
J-M engineer, developed the Top- 
liner. 
+ ae * 

UITE a number of problems de- 

veloped and were solved, A 
principal one was how to stick the 
fiber glass fabric to the molded 
fiber glass insulation, without hav- 
ing the adhesive “bleed through” 
and discolor the fabric. The solu- 
tion was to use a sheet of poly- 
ethylene film between the fabric 
and the insulation. 

The next major objective of 
Johns-Manville wag the develop- 
ment of fiber glass manufacturing 
and research facilities. This was 
boldly solved in December, 1958, 
when J-M purchased the assets and 
business of the Libbey-Owens-Ford 
Glass Fibers Co. 


Named the J-M Fiber Glass Di- 


O., two at Waterville, O., and one 
each at Parkersburg, W. Va., Co- 
rona, Calif., and a research center 
at Waterville. 

As a result of the Rambler head- 
liner and the company’s sales in 
other fields, Johns-Manville is dou- 
bling the size of the two plants in 
Defiance and Corona and expand- 
ing plants in several other loca- 
tions. The company’s fiber glass ca- 
pacity will double by the end of this 
year. 

The climax to a great deal of re- 
search, effort and expenditure came 
last Jan. 13 at a meeting between 
American Motors and Johns-Man- 
ville officials in Milwaukee in which 
the final agreement for the head- 
liners was reached. 

Predicting that the fiber glass 
headliner would eventually be 
adopted by other car manufactur- 
ers, Fred W. Segerstrom, J-M’s au- 
tomotive insulations sales manager, 
estimated an eventual market of 
$75 million to $100 million for this 
same basic product in the transpor- 
tation and other industries. 

* * * 








Fashion Show Adds Glamour— 


Liberty Motors (Dodge), Birmingham, Ala., added a little glamour to its new model 
introduction with a fashion show. A lady's winter wardrobe was given away as an 
attendance prize. The show was staged in cooperation with one of Birmingham's leading 
department stores. 
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TYPICAL CITY IN 
YOUR DISTRICT 


Houston, Texas 
Boston, Mass. 
Lancaster, Pa. 
Binghamton, N. Y. 
Charlotte, N. C. 
Atlanta, Ga. 
Pittsburgh, Pa. 
Newark, N. J. 

Grand Rapids, Mich. 
Louisville, Ky. 
Baton Rouge, La. 
Davenport, lowa 
Milwaukee, Wis. 
Des Moines, lowa 
Amarillo, Texas 
Albuquerque, N. M. 
Santa Barbara, Calif. 
Seattle, Wash. 





9 
ader S covers your best prospects for new cars: 


Digest 
% OF FAMILIES TYPICAL CITY IN % OF FAMILIES 
BUYING THE DIGEST YOUR DISTRICT BUYING THE DIGEST 
21.4% New York, N. Y. 24.7% 
28.8% Washington, D. C. 29.5% 
33.3% Richmond, Va. 29.1% 
29.1% W. Palm Beach, Fla. 31.5% 
26.2% Dayton, Ohio 29.0% 
25.2% Ann Arbor, Mich. 33.3% 
25.0% Indianapolis, Ind. 20.7% 
28.1% Memphis, Tenn. 21.9% 
29.0% St. Louis, Mo. 20.1% 
20.8% Chicago, Ill. 23.0% 
20.5% M’p’l’s.-St. Paul, Minn. 30.3% 
21.2% Kansas City, Mo. 27.1% 
24.3% Dallas, Texas . 21.5% 
23.7% Lincoln, Nebr. 29.9% 
31.2% Salt Lake City, Utah 34.3% 
31.5% San Francisco, Calif. 26.7% 
34.3% Fargo, N. D. 34.0% 
33.0% Cleveland, Ohio 25.8% 


detachable advertisement into nearly every 
fourth home in every Ford dealers territory 


12 PAGES 


| OF SELLING FACTS 
~ FROM FORD GO TO 
THE WORLD’S LARGEST 
MAGAZINE AUDIENCE 


December Reader's Digest will carry a 


































Plymouth-Valiant Dealers Review Ad Plans— 


At a joint meeting of the Northern Valiant Advertising Assn. and the Twin City 
Plymouth Dealers Assn. in Minneapolis recently, dealers reviewed the upcoming Valiant 
advertising to be used in the Minneapolis region. From left are Mervin Iverson, Mitchell, 
S. D., (VAA); Allen Mahowald, New Prague, Minn., (VAA); Oscar McGahey, St. Paul, 
(PDA vice-president); Henry Trenda, Grand Forks, N. D., (VAA); Wilbur Wood, Brainerd, 
Minn., (VAA); Bill Hughes, Plymouth-DeSoto-Valiant, Minneapolis regional manager; 
Sam Proman, Wayzata, Minn., (PDA treasurer); Bud Johnson, Minneapolis, (PDA presi- 
dent); Harold Barnett, Minneapolis, (VAA chairman); Bill Hirsch sr., Minneapolis, (VAA 
secretary); Vern Kemper, St. Paul, (VAA treasurer), and John Giesen, regional account 
executive, N. W. Ayer & Son, Inc., Minneapolis. 





Capsule Reports ae 
Auto News in Brief 


CHICAGO.—The headquarters of 
the Assn. of Diesel Specialists has 
been moved from Chicago to 633 E. 
63rd St., Kansas City 10, Mo. 

Martin Fromm has been named 
executive director of the associa- 
tion and Dwight H. Barrett will be 
his administrative assistant. 

x * + 


Cushman Markets Vehicle 
To Transport Sportsmen 


LINCOLN, Neb.—A vehicle de- 
signed especially for transporting 
sportsmen over rough mountain 
trails has been introduced by Cush- 
man Motors, a subsidiary of Out- 
board Marine Corp. 

Called the Cushman Trailster, the 
vehicle will scale 100 percent (45- 
degree) grades carrying a rider 
with a full pack, the company said. 
Features include two-speed trans- 
mission, large brakes, high ground 
clearance, welded steel construction 
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and all-purpose game and gear 
racks. 
* * + 


Walker Forms Coast Unit 


RACINE, Wis.—J. W. Jaspersen, 
sales vice-president, for Walker 
Mfg. Co., hag announced the forma- 
tion of the Pacific Division with 
headquarters at San Francisco. The 
division is under the direction of 
E. F. Herman, previously manager 
of the Eastern Zone for Walker 
Marketing Corp. 

of * 


Sixth Chrysler Missile 


Is Fired Successfully 

DETROIT.—Another Chrysler- 
built Jupiter intermediate range 
ballistic missile has been fired suc- 
cessfully from Cape Canaveral, Fla. 
This was the sixth Jupiter fired 
successfully. 

The purpose of the firing was to 
confirm the tactical capability and 
continuous combat readiness of the 
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You're out of business when snow, sleet. rain or hail keep away prospects. Any 
dealer knows, “If you want them to buy, keep their feet dry!” 


hf a 


their sales. Phone long distance free. (See offer below): 


Now! CHILDERS Carports Keep Your Cars Springtime Clean On Winter's Dirtiest Days 


. and make your lot a more inviting place to stop, look and deal! 


One of the car lots in the photos above 
made money last winter. The other did not. 
Can you which was the profitable lot? 

Sure! It was the lot protected by Childers 
Carports. And Childers Carports may be 
the difference between your lot losing money 
or making a profit this winter. 


Open every oy. You see, Childers Car- 

rts turn your lot into an attractive, 365- 
io outdoor showroom. With Childers Car- 
ports protecting your stock, even the heavi- 
est snow can’t cover your cars and put you 
out of business. 


Pay for themselves. And because Childers 
Carports cost only pennies per car per day, 
they quickly pay for themselves in savings 
on clean-up costs alone. In addition, Childers 
Carports cut your costly winter light bills 
50% and more because they concentrate 
your lights directly onto your cars... . let 
you use fewer lights for a more attractive 
night display. 


Year-round protection. And best of all, 
Childers Carports increase your sales and 
cut your overhead, all-year-round—not just 
in winter! Dealers everywhere in the 
United States have erected ilders Car- 


ports and are enthusiastic about them. Here 
are a few reasons why: 


1. Every day is a selling day. With your 
cars protected from rain, snow, sleet, and 
blistering hot sun, you can depend on 365 
selling days a year, whatever the weather. 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 


Take advantage of Childers Special 


payment plan for car dealers. Pay for 
your Childers Carports in easy 
monthly payments! 





2. Big savings on labor cost. Cars protected 
from dust, rain and glaring sun don’t need 
as much cleaning and lishing. Savings 
on labor costs alone will pay for your 
Childers Carports. 


3. Higher prices for cars that are kept 
clean and and attractive to buyers. 


4. Cuts light bills 4 or more—because light 
is more easily directed to the cars on display. 


5. More sales and faster turnover. Expert 
dealer accountants say it costs $3 to $4 a 
day to “board” a car—yet Childers Carports 
cost as little as 5 cents per car per day! 


6. Architect-designed to harmonize with 
existing buildings and displays. 


7. Easy to install. Your own men can do 
it with ordinary tools. 


8. Easy to move if you are on leased 
property ... or if you want to rearrange 
your outdoor display. 

Childers Carports offer you four styles 
of roof trim: Panorama in a choice of at- 
tention-compelling colors, distinctive Conti- 








Sos - — 


Stay open for business 365 days! Ask other dealers how Childers Carports boost 


nental, neat Skyline, or conservative Thin- 
line. Choose the style of roof trim you 
prefer—then, as you wish, add whatever 
signs, lights, banners, etc., you feel are 
appropriate for you. 

Call Two Dealers, Free! 

Childers will send you a list of 500 happy 
dealers who have turned their lots into 
year-round, all-weather showrooms, in- 
creased sales and decreased costs with 
Childers Carports. 

After you receive this list, call any two 
dealers. Let them tell you about Childers 
Carports in their own words. Send the bill 
for these calls to Childers. You'll be reim- 
bursed promptly. No obligation. 

You still have time to protect your 
cars this winter with Childers Carports. 
Mail coupon below, today! 


WE PAY FREIGHT TO ANY DEALER IN 
CONTINENTAL U. S. MAIL THIS COUPON TODAY 


Childers Manufacturing Co., Dept. AN-12 
3620 West 11th Street, Houston 8, Texas 
Send me complete information and list of 500 
dealers who have installed Childers Carports. 
Firm 

Name & 
ci iis a aa ‘ shied 


POON aa iairtasesine 











Childers’ representatives located in all principal cities 


Jupiter system, which is fully oper- 
ational and is deployed overseas 
under United States Air Force- 
NATO surveillance. 


* * * 
Trailer Group Sponsored 


By Wagner Electric Brake 


BELOIT, Wis.—The increasing 
popularity of travel trailers has 
prompted a Beloit firm to spon- 
sor an association dedicated to 
promoting safe trailering. 


The association, called the 
Trailer Travelers of America, will 
provide information on planning 
trailer trips, traffic laws relating 
to trailers, safety checks for trail- 
ers, highway safety suggestions, 
and tips on parking and maneu- 
vering trailers. The sponsor is 
Warner Electric Brake & Clutch 
Co, 


* * * 


Saunders Volume Rises 


MEMPHIS.—Saunders Car & 
Truck Rental System reported a 
20-percent increase in volume for 
the first half of 1960 at its annual 
management conference here. 

+ * * 


Magazine Hits Programs 


Aimed at Retired Workers 


NEW YORK.—Post-retirement 
image-building programs of Amer- 
ican business are “either nonexist- 
ent or are of the ‘send-them-a- 
Christmas-card’ type,” according to 
the October issue of Image Manage- 
ment, 

The publication notes that 15 mil- 
lion Americans are over 65 years 
of age, and that the number will 
soon be 20 millions. “Add children 
and relatives—and at least one-half 
of all our families have a direct in- 
volvement with the aged,” says the 
publication. “Here is, potentially, 
the most powerful pressure group 
in the nation. Yet less than 8 per- 
cent of our corporations have a 
counsellor participate in two meet- 
ings with a prospective retiree.” 

* * od 


Marshalltown Okays 


Sale to Autolite 


TOLEDO.—Sale of the net assets 
of Marshalltown Mfg. Co., Mar- 
shalltown, Ia., to Electric Autolite 
has been approved by shareholders 
of the Iowa company. 

According to Autolite President 
R. H. Davies, purchase of the 48- 
year-old manufacturer of industrial 
instruments and pressure gauges 
will be a “natural complement” to 
Autolite’s instrument and gauge di- 
vision. Annual sales of Marshall- 


town are in excess of $3 million. 
* * oe 


Houdry Muffler Formed 


To Purify Calif. Cars 


PHILADELPHIA. — Formation 
of E. J. Houdry Muffler Co, to 
equip motor vehicles with cataly- 
tic exhaust purifying devices 
which are required by law in Cal- 
ifornia is announced. 

E. J. Houdry, chairman of Oxy- 
Catalyst, Inc., and inventor of 
the catalytic process being used, 
said organization of the new firm 
caps a “14 months’ crash program 
of engineering development to 
make the invention available at 
the lowest possible cost to the 
public.” 

Gordon P. Larson is president 
of the new company, a wholly- 
owned subsidiary of Oxy-Catalyst, 
Inc., of Berwyn, Pa. 

+ cd *” 


Special Emblem Designed 


For Top Darlington Drivers 

CHICAGO —A special emblem 
has been designed for the exclusive 
use of the Pure Record Club and 
its members. 

Membership in the newly formed 
club is limited to stock-car drivers 
who each year set the fastest qual- 
ifying times in each make of auto 
for the Darlington 500-mile stock- 
car classic on Labor Day at Dar- 
lington, S. C. 

o* + * 


Eames Named to Direct 


Revoked License Register 
WASHINGTON, — Federal 
Highway Administrator B. D. Tal- 
lamy has announced the appoint- 
ment of Wendell G. Eames as 
director, National Register of Re- 
voked Operators’ Licenses, in the 
Bureau of Public Roads, U. S. 
Department of Commerce. Eames, 
a native of Preston, Id., has had 
many years of specialized experi- 

(Continued on Page 33, Col. 1) 
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Capsule Reports... 


Auto News in Brief 


(Continued from Page 32) 


ence in large-scale record keep- 
work in 





containing the names of individ- 
uals whose driver’s license or 
permit has been revoked by a 
state or subdivision thereof for 
one or both of two specified 
causes: Driving while intoxicated, 
and for violation of a motor ve- 
hicle code resulting in the death 
of a person. 

+ a * 


Schnurmacher Gets 


B’nai B’rith Post 

NEW YORK.—Appointment of 
Adolph R. Schnurmacher as chair- 
man of the automotive division of 
the 1960 New York campaign for 
B’nai B'rith youth services is an- 
nounced. 

Schnurmacher (Ply mouth-De- 
Soto-Valiant-Volvo) is past presi- 
dent of the Automobile Merchants 
Assn. a eee 


Lame Leg Balks Trade 


Of Pony for Used Car 

BRADENTON, Fla. — Pat 
Green’s Auto Sales will accept a 
pony for a tradein, but only if it 
has four good legs. 

A customer offered to trade a 
Shetland pony valued at between 
$200 and $300 for a small used 
car. Pat Green accepted, but the 
deal fell through when Green 
discovered the pony had one lame 
leg. 

* ” * 


Kansas City Power Company 
Puts Electric Auto into Use 


KANSAS CITY.—Kansas City 
Power & Light Co. has placed an 
electric personnel car in service, the 
first electric auto on the Kansas 
City streets in many years. 

The car is a two-passenger Hen- 
ney Kilowatt, produced by Eureka- 
Williams Co., Bloomington, Ill. It 
has a Renault body with 12 six-volt 
batteries under the hood in front 
and in the rear. Two generators 
provide for charging batteries at 
night from the regular lighting 
system. The car has a cruising speed 
of 25 miles per hour, 7.1 horsepower 
and can operate up to two hours on 


one charge, the firm said. 
+ bd + 


Sacramento Vehicles 


Up Nearly 200 Percent 
SACRAMENTO, Calif.—During 
the 22-year period from 1937 
through 1959, the population of 
Sacramento increased 78 percent, 
lagging far behind the registra- 
tion of automobiles, which in- 


area of the city increased 209 
percent, traffic accidents resulting 
in injury in the city increased 
112 percent. City Traffic Engineer 
Dudley F. Stevens pointed out 
that the area of the city in 1937 
was 13.9 square miles as com- 
pared to 42.9 square miles at the 
end of 1959, and that the auto 
registration has increased almost 
four times. 
+ + + 


Larger Plant in Chicago 
Is Opened by Tel-A-Sign 

CHICAGO.—Tel-A-Sign, Inc., pro- 
ducer of plastic light-animated 
point-of-purchase advertising signs, 
has formally opened its new manu- 
facturing plant here. 

Tel-A-Sign now has some 130,000 
square feet of floor space. The new 
plant represents a triple expansion 
in terms of space and facilities, ac- 
cording to A. A. Steiger, president, 
and also doubles the size of Tel-A- 


Sign warehouse facilities. 
* + * 


General Tire Chooses 


Evansville for Plant 
AKRON.—Selection of Evansville, 
Ind., as a site for an Industrial 
Products Division plant of General 
Tire & Rubber Co. is announced by 
M. G. O’Neil, president. 
Indiana now will have four man- 





ufacturing facilities of General 
Tire’s Industrial Products Division. 
The company operates plants at 
Wabash, Marion and rt, 
and it also has Industrial Products 
facilities in Newfields, N. H. and 
Welland, Ont. 


* + . 
°61 Radio Line Debuts 


At Stromberg-Carlson 


ROCHESTER, N. Y.— Full-scale 
production of custom radios for ’61 
cars has begun at Stromberg-Carl- 
son division. Featuring 30 different 
custom models in both manual and 
pushbutton, the new line has been 
engineered and produced to meet 
high-fidelity standards, according 
to Arthur J. Hatch, vice-president 
and general manager of the com- 
pany’s commercial products divi- 
sion. 

Feature of the new line is a 
IM-61PB 12-volt push-button model 


designed for use in imported cars 
and as a universal model for pre- 
61 cars and for boats and trucks. 

Use of transistors in the audio 
power supply has eliminated the 
vibrator, with its common hum and 
noise interference, and has estab- 
lished a new high in dependability, 
Hatch said. 


* * * 


Vt. Dealer Convicted 


Of Auto Theft Count 

WINDSOR, Vt.—William J. May- 
nard, 41, North Ferrisburg auto 
dealer, has been found guilty by a 
Federal Court jury here on a 
charge of dealing in stolen Cana- 
dian cars. 

Maynard was convicted on one 
count of transporting stolen cars 
and two counts of receiving stolen 
vehicles, but the jury found him 
innocent on one count of transport- 
ing a stolen car. ‘ 

+ . 


Sparton Licenses Latin Firm 


JACKSON, Mich.—Sparton auto- 
motive horns are being manufac- 
tured in Argentina for the auto and 
truck trade in that country, accord- 
ing to John Towler, general man- 





In the 1920s, many of the autos 
sported glass vases filled with ar- 


tificial flowers. 


firm of Gorojovsky & Calvo under 
license from Sparton Corp. he 
added, 


Dacron Used in Filter 
NEW YORK.—To meet perform- 


ager, Sparton Corp. Automotive Di-| ance specifications set for the filter 
vision. The horng are being manu-| material in the induction air cleaner 
factured in Buenos Aires by the|of the Chrysler-built Army M-60 


diesel tank, a Dacron-type material, 
Troyfelt, was selected which already 
had proved itself on the pilot M-60 
tanks, to the producer, 
Troy Blanket Mills. 

. * 


|| R. I. Dealers Help Open 


New Post Office 
PROVIDENCE.—The Rhode Is- 
land Automobile Dealers Assn pro- 
vided 15 new cars for a parade to 
celebrate the opening of Provi- 
dence’s new automated post office. 


om * +” 
Pennsylvania Tire Adds 
Mud-Snow Unit for All Cars 

MANSFIELD, O.— Pennsylvania 
Tire Co.’s new mud-snow passenger 
car tire, the Pennsylvania City- 
Country, provides the maximum in 
winter-driving traction with a min- 
imum of noise, said E. V. Duffy, 
vice-president, in announcing the 
newest addition to the Pennsyl- 
vania Tire line. 

The first-line, 100-level tire boasts 
a construction of five, full, zig-zag 
ribs which outlaw side slippage, 
said Duffy. Manufactured of Tyrex 
and in black and white sidewall 
construction, the tire comes in all 
sizes for domestic and foreign cars, 
he said. 





PROFITUNITY 





MANUFACTURER-DISTRIBUTORSHIPS FOR 
NATIONALLY FAMOUS WINTER-SEAL 
QUALITY ALUMINUM PRODUCTS 


NOW AVAILABLE TO AUTO DEALERS 


Increase the earning power of your business. Expand your Dealership or convert 
inactive facilities into profit-making Manufacturer-Distributorship for Winter- 
Seal quality aluminum products. 


You will own and control your own business. You get an exclusive franchise in 
a protected marketing area. 


We will set you up and train your men to manufacture and distribute Winter- 
Seal quality aluminum products: Aluminum Combination Windows and Doors; 
Awning-Windows; Sliding Glass Doors; Jalousies; Porch Enclosures; Aluminum 
Siding. These products bear the famous Good Housekeeping Guaranty Seal, 
and are the only products of their kind chosen “Best in the House” in Good 
Housekeeping Magazine. 


Winter-Seal delivers a full sales-proved promotional package. National ads in 
Good Housekeeping, Saturday Evening Post, Life, Better Homes and Gardens, 
House Beautiful, Living, House and Garden. Also, display material, ad reprints, 
literature, newspaper ad mats, 24-sheets, radio and TV scripts, merchandising aids. 


Winter-Seal Corporation, division of Rogers Industries, Inc., is a soundly 
established national organization. Plants and offices are situated in four major 
sections of the United States. Winter-Seal’s more than fifteen years of experi- 
ence, leadership and financial stability offer you a whale of a new “profitunity”. 


@ Financing to Suit Your Needs @ Small Cash Outlay 


@ Franchised Territory @ Small Space Needed @ No Surplus Inventory 


Exclusive franchises now available in a number of key marketing areas. 





MAIL COUPON TODAY! 


Mr. Marshall Rogers, President 
Winter-Seal Division 

Rogers Industries, Inc. 

14575 Meyers Road 

Detroit 27, Michigan 
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Please send details of new Profitunity with Winter-Seol 
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POWER FOR PULPWOOD — Page S. 


Ford Motor Company dealer and consumer publications are 
designed to help our dealers win friends and customers for the 
Ford Family of Fine Cars. 


Take our consumer publications for example. Reader reac- 
tion has been overwhelming — 8,000,000 books have been sold 
in the past ten years. Most of the titles are a direct result of 
} requests from customers for reprints from “Ford Times” — the 
‘ oldest automotive publication in the country with a circulation 
of about 1,250,000. 

These books are “Ford Treasury of Favorite Recipes from 
Famous Eating Places” (Vols 1, 2 & 3); “Ford Treasury of the 
Outdoors;” “Ford Treasury of Station Wagon Living” (Vols 
1 & 2); “Ford New England Journeys” (6 editions); “Ford 
Garden Guide;” and “Ford Almanac,” now in its 8th year of 
annual publication. 

In addition, “Ford Dealer Weather and Service Guide,” 
“High Dollar Farming Newsletter,” “Férd 1960 Guide to High 
Dollar Farming,” “Ford Farm Management Newsletter,” and 
“Ford Farming” complete the consumer list. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford « Faicon « Thunderbird e Comet « Mercury « 

Lincoin Continental « English Ford Line « Ford Trucks « 

Farm and industrial Tractors and Equipment « 

industrial Engines « Aeronutronic—Products for the Space Age « 

The American Road insurance Company ¢ Ford Motor Credit Company « 





Today, many of these popular publications are permanent 
references in schools, home libraries, doctors’ offices, business 
waiting rooms, barber shops — practically everywhere. And 
all of these readers are your potential customers! 


Dealer publications, too, do an important job. These are 
packed full of practical, dealer-tested ideas to help obtain repeat 
business, greater profits and new customers. 


The eleven publications in this group are unique in that they 
act as a channel for our dealers across the nation to com- 
municate with each other. Editorially, they contain case his- 
tories, gathered by our editors, which keep dealers up-to-date 
on current management and sales promotion techniques and 
plans as well as policies of the Company. 


Enthusiastic endorsement by dealers everywhere testifies 
to the practical value of all these Company publications — 
holding old and winning new customers for them and for us. 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 
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The American Road, Dearborn, Michigan 
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Tra f fie Deaths Rise 
I Pet. in Nine Months 


Traffic deaths in the United 
States totalled 27,440 in the first 
nine months of 1960, the National 
Safety Council hag reported, This 
was 220, or one percent, more than 
the toll of 27,220 recorded in the 
like period last year. 

Disabling injuries resulting 
accidents in the nine- 


Six of the first nine months of 
1960 brought traffic death tolls 
higher than the corresponding 
months in 1959. The one percent in- 
crease for the nine-month period 
would have been greater had it not 
been for a 16 percent drop in 
March. 

Motor travel in the nine months 
was up 2 percent, the Council said. 

This increase, coupled with the 
smaller rise of one percent in traf- 
fic deaths, produced a mileage death 
rate (number of traffic fatalities 


per 100 million miles of travel) of 
5.1 for the first nine months, an 
alltime low for a similar period. 
The rate for the first nine months 
last year was 5.2. 

Traffic deaths in September to- 
talled 3,430, a 2 percent increase 
over the 3,360 recorded in the like 
month last year. 

Of the 48 states reporting to the 
Council, 18 had fewer deaths in 
September than in September a 
year ago. One reported no change 
and 29 had increases. 

For nine months, 23 states 
showed decreases and 25 had in- 
creases. The states with decreases 
for nine monthg are: 

Rhode Island, 32 percent; New 
Hampshire, 32 percent; Nebraska, 
21 percent; Kansas, 19 percent; 
West Virginia, 17 percent; Virginia, 
14 percent; New Mexico, 14 percent; 
Iowa, 13 percent; North Dakota, 12 


Oregon, 9 percent; Nevada, 9 per- 


cent; Montana, 7 percent. 


6 percent; Texas, 6 per- 


Illinois, 
cent; Arkansas, 4 percent; Wyom- 
ing, 4 percent; Arizona, 3 posses; 
North Carolina, 


ana, ca than .5 percent. 

See tn eerie 
crease in September, 
reports from 720 cities of on 
than 10,000 population. For nine 
months, the cities showed a 3 per- 
cent increase over last year. 


One hundred forty-nine cities had 
fewer deaths in September than a 
year ago, while 122 reported more 


deaths and 449 showed no change. 

For nine months, 254 cities had 

decreases, 305 had increases and 
161 showed no change. 
* * * 


Highway Costs 
Up in 3rd Quarter 


WASHINGTON. — The cost of 
highway construction in the third 
quarter rose 2.2 percent above the 
previous quarter, but still remained 
0.5 percent below the level of a year 
ago, according to Federal Highway 
Administrator Bertram D. Tallamy. 





percent; New York, 11 percent;| Trends in highway-construction 





1600 F EXHAUST 
HEAT DOESN'T FAZE 
VALVES OF SPECIAL 
ARMCO STAINLESS 


Tests at temperatures to 1600 F 
show that one-piece exhaust valves 
made from a special Armco-developed stainless steel 
(Armco 21-4 N*) outlast one-piece valves of other 
alloys 2 to 1. 

Because valves made from this special stainless 
staunchly resist corrosion and wear while operating at 
high temperatures, they are selected by many auto manu- 
facturers to give durable service and long-range economy. 

If you’d like to point out these outstanding valves to 
prospective car buyers, just write us. We'll send you a 
list of 1961 models in which they are used. Address Armco 
Division, Armco Steel Corporation, 3040 Curtis Street, 
Middletown, Ohio. 

*Designated MS 201 by Thompson Products Valve Division (exclusive 


licensee), EMS 10 by Eaton Manufacturing Company (sub-licensee), 
and MS 10-64 by Aluminum Industries, (sub-licensee). 


ARMCO STEEL 


Armco Division + Sheffield Division * The National Supply Company 
Armco Drainage & Metal Products, Inc. * The Armco International 
Corporation * Union Wire Rope Corporation 











Four-Car Sale— 


Jack Hill, salesman for Doering Im- 
ported Cars, Inc., Grand Rapids, Mich., 
has completed his second four-car sale 
to members of one family. The cars, four 
Saabs, were purchased by a Detroit fam- 
ily. Here, the cars are being delivered by 
A. C. Doering. 


costs are measured by an index of 
average bid prices compiled by the 
Bureau of Public Roads, Depart- 
ment of Commerce, from reports 
of federal-aid highway construc- 
tion contracts awarded by state 
highway departments. 

The increase in the bid-price 
index in the third quarter follows 
a 0.5 percent decrease in the pre- 
vious quarter. The small fluctua- 
tions of the past several years, to- 
gether with the latest change, in- 
dicate continuance of a trend of 
stabilization in prices, Tallamy 


said. 
- * 


Driver Training 
Termed Valuable 
In Safety Drive 


High school driver training has 
more than proved its worth as the 
surest, most practical way of im- 
proving the quality of future driv- 
ers. 

Agnes D. Beaton, director of the 
Women’s Division of Allstate Insur- 
ance Companies, told a National 
Safety Congress youth conference 
there is growing evidence high 
school trained drivers are involved 
in only half as many accidents and 
traffic arrests as teenage motorists 
who lack such training. 

Pointing out that vehicle acci- 
dents account for a third of the 
deaths between the ages of 15 and 
24 years annually, she emphasized 
that driver training can be credited 
with saving 910 lives and $139.5 mil- 
lion in economic loss through auto 
accidents last year. 

“The high school driver educa- 
tion program offers the most posi- 
tive approach to today’s young 
driver problem,” she said. If not 
dealt with effectively now, this will 
produce a tragic dilemma. 

“Drivers under the age of 25 
make up 18.4 percent of the total 
driver population, but account for 
31.5 percent of all accidents and 
28.4 percent of all traffic fatalities. 

“Right now the accident involve- 
ment rate of the under-25 drivers is 
nearly double that of any other age 
group and this margin will widen 
tremendously as. our population ex- 
plosion pours thousands more into 
the young driver category,” Mrs. 
Beaton declared. 


Antifreeze ‘Stump 
Prestone Sends 2 Teams 


To the Hustings 


Two barnstorming teams are 
visiting 22 United States cities 
this fall to politic for winter driv- 
ing safety and proper car mainte- 
nance. Sponsored by the makers of 
Prestone antifreeze, the two “auto 
safety bandwagons” will cross the 
nation during late October and 
early November to win supporters 
for a national auto safety platform, 
one plank of which describes Pres- 
tone antifreeze’s recommended win- 
ter cooling system. 

Each team includes a male “poli- 
tician,” dressed in black string tie, 
swallow-tailed coat and broad 
brimmed hat, and a pretty feminine 
campaign assistant. One team will 
start from Portland, Ore., and the 
other from Portland, Me, Each will 
drive to Chicago in a ’61 Rambler 
station wagon, 

Along the way the teams will 
visit major cities en route, stop- 
ping at downtown areas and 
meeting with the press, In typical 


on winter driving safety and 
good car care. 
The public will be asked to pledge 


its support to the safety platform 


by signing the cars in contrasting 
paint. When the teams reach Chi- 
cago, the cars are expected to be 
covered wth thousands of signa- 
tures. 

Cities to be visited by the band- 
wagons include Portland, Ore., 
Seattle, San Francisco, Salt Lake 
City, Denver, St. Louis, Minneapo- 


lis, Milwaukee, Chicago, Portland, 


Me., Boston, Hartford, Philadelphia, 
Wilmington, Baltimore, Washing- 
ton, Richmond, Pittsburgh, Buffalo, 
Cleveland, Detroit and Toledo. 


Changes Needed 
In Driving Tests, 
Expert Asserts 


Many tests of safe-driving ability 
are probably invalid and require 
major changes for sound driver li- 
censing and training, results of the 
duPont Telar Safety Drive dis- 
closed. 

The 1,200-mile drive, which cli- 
maxed a special! safety-research 
project by duPont’s new-Telar anti- 
freeze and summer coolant, also 
revealed that a highly accurate bat- 
tery of portable instruments can 
be developed which can measure 
newly disclosed, crucial factors in 
on-the-road driving performance, 
the company said. 

The project is the first national 
research effort to determine what 
makes safe drivers safe and is 
being conducted by the Safety Re- 
search and Education project of 
Teachers College, Columbia Univer- 
sity, in cooperation with the Na- 
tional Safety Council. 

Dr. James L. Malfetti, executive 
officer of the Columbia program 
and director of the Telar project, 
reported that “we have isolated 
what seems to be a most significant 
factor in safe driving, the safe 
driver’s ability to organize instantly 
all of. the factors in a complex 
driving situation so that he does the 
appropriate and correct action 
much on the level of a simple 
reflex action. 

“It is this high-speed ‘computer 
mechanism’ which appears to be 
one of the main differences be- 
tween a safe, average or unsafe 
driver,” he said. 

“Therefore, there is now reason 
to raise questions about the validity 
of some of our standard laboratory 
techniques for predicting or meas- 
uring drivers’ on-the-road ability,” 
he added. “So physical characteris- 
tics and psycho-motor abilities such 
as simple reaction time which are 
now thought to be important by 
authorities, do not seem to be 
meaningful when related to a group 
of proved safe drivers.” 

* * 7” 


Big Compact Growth Seen 
Peril to N. C. Road Program 


North Carolina Highway Direc- 
tor William F. Babcock said a 
large increase in the sale of com- 
pact cars would have a serious 
effect on North Carolina’s high- 
way-construction program which 
is financed solely through gaso- 
line tazes. 

He told the North Carolina Sec- 
tion of the Society of Automotive 
Engineers that the Highway De- 
partment has no way to estimate 
the impact of the economy cars 
on the gasoline tax, but “we are 
assuming it’s going to be small.” 
However, he said, “if the car 
manufacturers start building 
around 50 percent (of the total 
production) in small cars, we'll 
start to worry.” 

+ a * 


Big Competition Slashes 


U. S. Road-Building Costs 


Competition is continuing keen 
for highway work, according to the 
United States Bureau of Public 
Roads, with the result that the 
prices are well under estimates pre- 
pared by state highway depart- 
ments. 

An analysis of 1,706 contracts 
awarded during the first six months 
of this year for projects on inter- 
state and other primary-system 
routes indicates that the low bid- 
ders were 11.1 percent under the 
state engineers’ estimates, In 29 
states, savings ran even higher. 
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Last winter’s unprecedented demand for BLUE CORAL inspired 
this ad. May we suggest that you lay in a good supply of BLUE 
CORAL now for the winter months ahead? By doing so now 

you will be assured of a busy, successful service department. 

Now is the ideal time to remind your customers of BLUE 
CORAL’S incomparable all weather protection for fine car fin- 
ishes. Tell them of BLUE CORAL’S overwhelming acceptance by 
the world’s leading manufacturers of fine cars. . . . With just one 
BLUE CORAL TREATMENT they will agree that BLUE CORAL is the 
peer of all paint preservatives! Your customers will show their appre- 


mm 
ciation by making many return visits to your service department! OY t, : ti Ul 
m} 


Now is the time to look ahead, to plan ahead! The creators of 
BLUE CORAL are ready to deliver your WINTER SUPPLY of 
BLUE CORAL ..... NOW! 


© H.D.T. COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment . WHITE PLAINS, NEW YORK 
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TALK TURKEY TO 
TRUCK OWNERS 


MRN list of California 
[ truck registrations tells 
owner name, address, 
make, number cylinders, 
body style, the unladen 
weight, motive power, 
etc. Available by fleet, 
company, make, model, 
locality. Dept. E, Motor 
Registration News of 
California, 523 E. 14th 
Street, Oakland 6, Calif. 











-— SNOW PLOWs — 


@ Can be instalied on ali trucks up to 
and including !'/2 tons. 


@ Complete kits include hydraulic power 
control and installation brackets. 


@ Snow Plows for Jeeps also are manu- 
factured. 
Distributorships Available 


Kenmore Welding Corp. 


1339 Military Road 
Phone 


Kenmore 17, New York 
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Dealer Applies Assembly Line Techniques et 


Making New Ones Out of Used 


By David J, Atchison 
Staff Correspondent 

CHICAGO.—Behind all the drum 
beating that accompanies Jim Mor- 

an’s promotion and advertising of 
his “Courtesy Reconditioned” cars, 
there lies a bona fide operation that 
does make “new” cars out of old. 

It’s Courtesy Motor Sales’ “fac- 
tory” for rebuilding tradeins. It’s 
said to be the only one of its kind 
in the world. 

An Automotive News reporter had 
to go see for himself and came 
away impressed with the thorough- 
ness and careful labor that goes 
into some 100 cars a week. Around 
600 go through the shop each week, 
but only about 100 are felt to be 
worthy of the Courtesy recondition- 
ing treatment. 

The result is a showroom full of 
spotless used cars, and it’s under- 
standable when the Sunday morn- 
ing shoppers come in, look around, 
and ask a salesman: “Where’s your 
used-car department?” 

This rebuilding plant is a contrib- 
uting factor to Moran’s racking up 
sales of 22,124 new and used cars 
and gross sales of $38,892,459.18 last 
year. 

Courtesy’s reconditioning plant 
is not a series of holes in the wall, 
but a large, separate building 
across from the main Ford show- 
room which carries the sign: 
“World's Largest Automobile 
Dealer.” 


The plant itself is scientifically 
planned and as modern as any au- 
tomobile factory. 

More than 80 mechanics and la- 
borers work here, rebuilding every- 
thing from Porsches and Fiats to 
Chevrolets and International Har- 
vester milk trucks. 

The stock room carries almost 
any part for any make of car. If 
they’re out of a certain item, a 
courier will run to one of five parts- 
distribution houses, each under con- 
tract. 

Recently the Courtesy factory re- 
built a 1914 Model T Ford runabout 
into brand new condition. Every 
part used was genuine Ford, even 
to the new material covering the 
seats and the hickory spoke wheels. 
This car sold for quadruple its or- 
iginal value. 

And they like to tell about the 
1952 Mercedes-Benz which was 
restored to its “show piece” status 
with cardinal red carpets and 
nickel-plated spark plugs and 
motor. Harvey J. Rumsfield, vice- 
president and general manager, 
grabbed this one. 

There are 15 veteran mechanics 
in the plant who handle general 





cidents, taxicabs or any car with 
high mileage. 

“To warrant our bothering with 
it, the car must be basically decent 
to begin with. We can’t afford to 
spend the $200 reconditioning cost 
on used cars that are seriously de- 
fective and are certain to be 
brought back by the customer.” 

Moran agrees with most dealers 
in thinking that “no two cars are 
exactly alike—new or used. 

“Take a group of fifteen 1957 
Chevrolets, for example. Maybe 
three of them will have around 
20,000 miles on the speedometers 
— same car, same year, same 
everything—but the care they’ve 
had. One or two of the 15 might 
warrant going through our recon- 
ditioning assembly line.” 

Ralph Jorgenson, director of the 
plant, says that “actually 90 per- 
cent of conditioning on most cars 
is a good old-fashioned houseclean- 
ing. 

“We have a salvage company that 
carts away 35 big 55-gallon drums 
a day, each holding tamped-down 
dirt and junk from the used cars.” 

Besides a complete vacuuming, 
the cars about to undergo a “Cour- 
tesy Conditioning” are driven into 
a “steam bath” chamber where a 
worker shoots live steam around 
the chassis, bottom side of the hood 
and the motor, then the car is 
washed outside and in, with the 
trunk getting special attention, 

Then comes heavy motor and 
body work, repairs to electrical and 
hydraulic systems, wheel alignment, 
glass replacement, brake repairs 
and installation of tires on all four 
wheels, if necessary, and replacing 
the spare in particular. 

Tires appear brand new. They 
are recapped in Moran’s factory. 
For capping blackwalls with 
whitewalls, the plant hag a $4,000 
machine, “Whitewalls will some- 
time look better on a certain 
model car,” Moran explained. 

Jorgenson explained that only 
new glass is used, cut fom exact 
patterns for any type automobile. 
On down the line, a full-time radio 
man checks and repairs car radios, 
and a full-time key man repairs 
locks and makes duplicate keys for 
the prospective buyer. The uphol- 
stery station on the line recovers 
complete interiors, if necessary, 
with the original manufacturer’s 
materials. 

Trunk linings are replaced with 
sparkling, original coverings and 
all trunks are sanded and repaint- 
ed where metal is exposed. At this 
station also, a complete set of road 
tools is put into the car, if this kit 


















scribing them “just as they are, 
just as they stand there!” When 
every possible moving part has 
been checked and adjusted, there 
is little risk of kickback. 

Only “Courtesy Conditioned” cars 
are given such an almost uncondi- 
tional guarantee, but the other hun- 
dreds of used cars his dealership 
sells are put in better shape than 
when they came in. These are call- 
ed “Auction Specials” and no great 
claims are made for their mechan- 
ical performance. On the “beauties,” 
parts and labor are guaranteed for 
30 days. 

The conditioned models are put 
on the showroom floor with new 
oil in their innards, a new oil 
filter for good breathing, and a 
drink of gasoline. 

For direct use of his conditioning 
plant, Moran maintains a couple of 
rather amusing, tailor-made small 
vehicles, Out in the big lot in back 
is a little truck with a short flat- 
bed, on which is mounted a gasoline 
generator. 

When a car is ready to be moved, 
and the battery is found to be dead, 
the little truck scoots over to the 
point of trouble, The mechanic 
hooks the generator to the cold 
battery and gives it a recharge in 
half the regular time. Two of these 
small trucks are in use, with one 
circulating to the storage lots. 

The plant also maintains a Dau- 

phine, and in its use cuts man- 
hours in half. When a call comes 
for a certain make and model, a 
man drives the Dauphine to the 
proper storage lot, maybe 10 miles 
away, finds the required car, backs 
it out, hooks the Dauphine to the 
rear, and drives back to the fac- 
tory. 
In similar cases, two men are 
usually required. One to drive an- 
other to the lot and the two drive 
back. Moran has cut this corner 
with the tiny Renault. 

The Courtesy Motors’ recondi- 
tioning plant also doubles as a 
television studio from which Jim 
Moran does his commercials dur- 
ing breaks in the “late” movies 
he sponsors, Up in the steel 
beams supporting the roof can be 
seen many TV spotlights. A spe- 
cial room houses the folding 
backdrops, the director and tech- 
nicians. 

Audiences are given glimpses of 
the assembly line system and a 
brief explanation of how it works. 
Then they’re shown several “fin- 
ished” models and makes, 

Moran tells viewers: “These are 
not leaders to get you over here 
for a fast sales pitch and to sell you 
something you don’t really want. 





and the entire setup is seemingly 
a worthwhile promotion, 

The “corporate picture” pre- 
sented to the public ig that all 
used cars at Courtesy Motor 
Sales are fine pieces of merchan- 
dise even though prospective buy- 
ers are fully aware that 500 out of 
the 600 cars coming in every 
week are not “Courtesy Condi- 
tioned” as such. 

There is obviously only one meas- 
ure to overcome this investment 

and cost. 

As a salesman so aptly put it— 
“Volume, man, volume!” 

* * * 





Out Comes the Block— 


A mechanic begins work on the engine 
block which has been removed from one 
of the cars undergoing the reconditioning 
program at Courtesy Motor Sales in Chi- 
cago. Engines get a thorough going over 
as a part of the reconditioning program. 
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The First Step— 


The first step in the used-car recondi- 
tioning program at Courtesy Motor Sales 
in Chicago is a thorough inspection to 
find just what has to be done. Here, Jim 
Moran, left, operator of Courtesy, goes 
over a car while a customer looks on. 
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The LAS-STIK Wubi ce heavy machine work. Although |or part of it is missing. No buyer 





These cars are as represented. We 


HAMILTON, OHIO there is a paint unit in the assem- 
bly line, most of the overall paint 


jobs are handled by five outside 
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Interchangeable Figures, Names 
and Sales Headings 


Set includes 10 12/2” x 10/4” plates, 
5” figures, 10 "down" tabs, 60 2” 
numbers, 22 car name inserts, 50 
headings ("Good Buy," "Like New," etc.). 


Complete Set—$21.75 


Postage prepaid if payment accompanies 
order. Write for brochure. 
DISTRIBUTOR 


HARRY TAINTOR 


8547 24th N.W., Seattle 7, Washington 
"'On-the-Spot Sales Helps" 


Send samples you want matched. 
Hundreds factory matching colors. 


ANY Prepaid Or 
COLOR $10.50 c.0.D. 
ANY CAR or STATION WAGON 
$15.00 svagetd 


ALEXANDER AUTO INING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 






firms, under contract, as is the 
heavier body work, 

Moran has a payroll of an aver- 
age 375 persons; this includes 81 
salesmen, five new and used-car 


managers, one assistant general 
Sales manager, one truck manager, 


and the general sales manager and 


vice-president, Richard E. Bene- 
detto. He also has a police force of 
six men and squad cars who patrol 


several northwest side storage lots. 
Before a car is judged eligible for 
the reconditioning process, explain- 
ed Benedetto, the salesman or sales 
manager checks the tradein at the 
point of sale and writes a brief re- 
port on its condition. 

A copy of this report goes to 
Mike Renk, Courtesy’s diagnostic 
mechanic who can sense cars’ ills 
in three minutes. When the car 
reaches Renk in the huge, paved 
lot back of the plant, he double 
checks the salesman’s findings — 
and usually finds other things 
wrong. 

But why all this extreme care? 
As Moran himself put it, “We have 
found through experience that 
there are no real shortcuts to re- 
building a car, It is to our ad- 
vantage, or any other dealer, to do 
everything right the first time, then 
the buyer will not come back 
grumbling about this and that 
being faulty. 

“These returning, unsatisfied 
customers, can cost a dealer a tre- 
mendous amount of money in shop 
time. But, if a car can be recondi- 
tioned, we'll do it, regardless of the 
model year. We steer clear of 
wrecks, cars that have been in ac- 


will have a puncture on a lonesome 
road and find he is without a jack 
or wrench. 

At every 10 feet along walls and 
on each supporting pillar in the 
shop, there is a double electrical 
outlet for the convenience of work- 
men using drills, polishers or elec- 
tric brushes, and this speeds up 
work, according to Jorgenson. 

Another station refinishes en- 
gine exteriors. To the observer, 
the end result appears to be 
brand new and clean enough to 
eat from. All heads and blocks 
are repainted, with many parts 
chromed. “All these extra touches 
help sell the cars in a hurry,” 

Moran said. 

When the car reaches the end of 
the seven or eight-step “assembly” 
line, two foremen and Jorgenson 
take it out for a drive. If any more 
“bugs” are detected, back it goes 
to the proper station in the line. 

As a final check, Benedetto drives 
the car home for an evening and 
puts it through the paces. Next day, 


it is washed and put on the show-|. 


room floor, shiny new and usually 
running as good as a new car. 

To some rival dealers, Moran’s 
claims for his Courtesy Conditioned 
cars seem “way out” and highly 
extravagant. So sure is Moran that 
the cars are as he claimed, he feels 
he is not being extravagant in de- 





Chesebrough Honored 


ANN ARBOR, Mich.—Harry E. 
Chesebrough, general manager of 
Plymouth-DeSoto-Valiant Division, 
has received an outstanding- 
achievement award from the Uni- 
versity of Michigan. He is a 1932 
graduate of the university. 


won’t sell any of them tonight. 
“They'll be here in the morning 





for those who want to come over 
and see them. If you’re late and a 
salesman tells you they’re ‘sold,’ 
then they really have been sold.” 
Courtesy Motor’s year-old recon- 
ditioning plant represents almost a 
$500,000 investment, and around 
$10,000 a month goes for recondi- 
tioning of cars selected for this 
favored treatment, These figures 
alone usually have a tremendous 
impact on the car-buying public, 
* + + 





Removing the Bumper— 


A bumper and grille are removed from 
a car in the used-car reconditioning plant 
at Courtesy Motor Sales in Chicago. This 
is one of the steps in the dealership’s ex- 


tensive reconditioning program. 
oe oe 





Used-Car Reconditioning Plant— 


This picture shows about one-half of the used-car reconditioning plant at Courtesy 
Motor Sales in Chicago. The shop is designed much like a factory on the assembly-line 


basis. It handles about 100 cars a week. 











61 PERCENT 
| OF DELAWARE VALLEY’S 
POPULATION | 


LIVES IN 
THE SUBURBS 
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Che Philadelphia Pnquirer delivers your advertising to 30% more 
suburban adult readers than does any other Philadelphia newspaper 


| Sources: 1960 Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sindlinger & Company, Inc. based on over 50,000 interviews, 1957-59. (Summary of 1959 study available on request.) 
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Wolf Named Sales Manager 


Radiator Specialty Co. has named 
Norman C. Wolf to the newly cre- 
ated post of Gunk Division sales 
manager. He had been assistant 
= manager of Magnus Chemical 


* * * 
Grote Adds Three Directors; 


Company Officers Reelected 

F. G. Keyser jr., Harker Collins 
and Edmund Q. B. Henriques have 
been elected directors of Grote 
Mfg. Co., Madison, Ind. Other direc- 
tors include W. F. Grote sr., Walter 
F. Grote jr., William D. Grote jr. 
and Paul G. Scully. 

The board also reelected all Grote 
officers. They are W. F. Grote sr., 
president; Keyser, finance vice- 
president; Scully, manufacturing 
and engineering vice-president; 
Collins, sales vice-president; Wil- 
liam D. Grote jr., treasurer, and 
Walter F. Grote ir., secretary. 


Borg-Warner Assigns 


Mueller to British Subsidiary 


John R. Mueller has been named 
general manager of chain and 
sprocket operations of Borg-War- 
ner, Ltd., English subsidiary of 
Borg-Warner Corp. It operates 
plants in Letchworth and Man- 
chester, England. 

Mueller will continue as engineer- 
ing vice-president of Morse Chain 
Co., while undertaking his new re- 
sponsibilities abroad, Morse Chain, 
another Borg-Warner subsidiary, 
produces automotive timing chains 
and sprockets and other types of 
chain and couplings. 

* * * 


Arvin Names Sales Reps 
Steve Higgins, Columbus, Ind., 


and Lowell E. Jewel, St. Petersburg, | 


Fla., have been named field sales 
representatives for Automotive Re- 
placement Parts Division, Arvin In- 
dustries, Inc., Columbus, Ind. 

+ * * 


Divco-Wayne Ups Downing 

Max V. Downing has been named 
operations manager, Divco Truck 
Division, Divco-Wayne Corp., Cen- 
ter Line, Mich. Formerly assistant 
plant manager, Downing succeeds 
Holmes T. s, who was ap- 
— manufacturing vice-presi- 
ent. 


- Stewart-Warner Names 


OEM Sales Manager 


Earl A. Danciu has been appoint- 
ed original equipment sales man- 
ager, Alemite & Instrument Divi- 
sion, Stewart-Warner Corp., Chi- 


cago. 

Danciu will di- 
rect sales of lu- 
brication systems 
and of automo- 
tive and other in- 
strumenta- 
tion products to 
the automobile 
and truck indus- 
try, as well as to 
other manufac- 

ms turers. He has 
E. A. Danetu headed farm and 
construction equipment OEM sales 
for the past four. years. 


Stewart Gets Promotion 


Universal-Cyclops Steel Corp., 
Bridgeville, Pa., has appointed 
John L. Stewart general sales man- 
ager. Stewart, who started with the 
company in 1946, has been Chicago 
district sales _manager. 


Rochester Products Shifts 
Sales, Service Personnel 


Several changes in the sales 
and service departments of the 
Rochester Products Division, 
General Motors Corp., Rochester, 
N. Y¥., have been announced by 
Kenneth F’. Lingg, sales manager. 

Robert L, Barager of the adver- 
tising and sales promotion de- 


training 
GM’s United Motors Service Di- 
vision, Detroit, and will be re- 
placed by William M. Hobbs, 
former RPD Los Angeles regional 
service engineer. Harry T. Mc- 
Ninch, Milwaukee 


Minneapolis- 
regional service engineer, has 
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Robbins succeeds him as Western| manager since 1959, and Schulz has 
regional manager, replacement| been controller since 1955. Motor Wheel Ups 


sales. eae 
Sterling Ups Crownover | Schweitzer Gets Promotion Share of Market 


Francis G. Schweitzer has been LANSING.—The advent of 1961 
siasla G Coeeiiaen’ wn ote ae promoted to sales manager for |cOmpact cars has given Motor 
trict manager, for its carbide divi-| ®Utomotive chains at Columbus | Wheel Corp. its greatest penetra- 
sion, Crownover joined the com-| M¢Kinnon Chain Corp. Tona- |tion of the overall car-wheel, hub 

wanda. He replaces Robert E. | and brake-drum market, according 


pany in Detroit 10 years ago and 
has served as salesman in the dis-| @¢*#pacher, who is retiring. to Carl F. Schultz. vice-president. 


trict for the past six years, Se de Schultz said his firm is producing 
* * * Custom Coach Appoints wheel groups for the compact cars 


Modesitt, Schulz Named Rosso Sales Manager introduced this year by Buick, 


Rheem Automotive V-Ps Thomas J. Rosso has been ap- Oldsmobile, Pontiac and Dodge, In 
Claude E. Modesitt has been ap-| Pointed sales manager of Custom | @ddition, Motor Wheel is supplying 
pointed operations vic e-president| Coach Corp. wheels for Valiant and Rambler, 

Walter E. Schulz jr. has been nam-| A former wholesale director for | he said. 
ed vice-president-controller of| British Motors Corp., he once own-| The new compact cars have in- 
Rheem Automotive Co., a division|ed and managed retail outlets for! creased Motor Wheel’s share of the 
of Rheem Mfg. Co. a number of English-built cars in| car-wheel equipment business ap- 
Illinois and Indiana. preciably, Schultz said. 












Fairbanks and Robbins 


Promoted by Autolite 


Two appointments for Replace- 
ment Sales Division, Electric Auto- 
lite Co., Toledo, have been an- 
nounced by E. T. Duffy, replace- 
ment sales director. 

James W. Fairbanks has been 
named Western regional manager, 
national accounts, and Ward W.| Modesitt has been operations 
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Make customers happy and profits bigger— 
sell SOLEX® Safety Glass 


Every auto dealer and salesman knows optional equipment sales mean more money. Here’s one way to get 
those extra profits and do your customer a service: sell PPG’s SOLEX Green Tint Safety Glass. To sell SOLEX 
Safety Glass, the most effective thing your salesmen can do is tell new car prospects the SOLEX sales story. 








TAKES THE STRAIN OUT OF DRIVING. No matter what size the wind- reduces eyestrain, and lessens driving fatigue. It makes driving safer. 
shield, SOLEX Safety Glass makes driving more pleasant. It cuts glare, SOLEX is unnoticeable from the inside, and doesn’t change the view outside. 





TAKES THE SWELTER OUT OF DRIVING. SOLEX Green Tint 
Safety Glass absorbs about 50% of the sun’s heat. On hot summer 
days, SOLEX-equipped cars will be noticeably cooler inside, more pleas- 
ant just to be in. It figures, because SOLEX is a must for air-conditioned 
cars—easing the load on the air conditioning equipment. 
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THE QUALITY LOOK. Compare a SOLEX-equipped car with a car that uses clear 
glass. SOLEX Green Tint Safety Glass gives a new car a look of built-in quality, 
adds to that “trade-up” appearance that car buyers like. The SOLEX story will 
make sense to your quality-minded customers. You’ll find that it always pays to 
sell SOLEX Green Tint Safety Glass as optional equipment. 


All PPG Automotive Safety Glass complies with every recognized safety code. 


= SOLEX® the best glass under the sun! 


Pittsburgh Plate Glass Company 


Paints * Glass * Chemicals « Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
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LOAD MEASURING UNIT—A device 
which measures how much the rear end 
of a car sags under a passenger load is 
offered dealers by Monroe Auto Equipment 
Co., Monroe, Mich., as a sales help for its 
Load-Leveler line. To operate the unit, 
called a bell-ringer, the dealer places the 
trigger under the rear bumper and sets it. 
A passenger is asked to sit in the rear 
seat, The added weight lowers the bump- 
er, activates a buzzer, and the amount of 
drop is measured on the calibrated rod. 
Adding two more passengers will drop 
the bumper lower, with the additional sag 
measured on the rod. The measurement 
will show how a load depresses the rear 
of the car to the point where the shock 
absorbers have lost their working area, it 
is said. 





BRAKE CONTROL—A brake control valve 
that is said to eliminate slippage or creep- 
ing of parked cars and insure against tow- 
away robbery has been announced by 
A-Co Mfg. Co., Claverack, N. Y. Called 
“Park-Safe" brake control, the device can 
be installed on all makes and models of 
cars and will be of benefit to heavy-duty 
trucks and other large vehicles, as well 
as cars, it is said. The brake control is 
installed under the hood, keeping it in- 
accessible from children playing in or near 
the parked car. The unit does not affect 
the feel of brakes or interfere with nor- 
mal braking, it is said. Brakes are auto- 
matically locked when fast brake is applied 
and motor is off. They are automatically 
released when motor is started. In case 
of emergency, however, brakes can be re- 
leased (from under hood) for towing, it 


is said. 
+ * * 
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INFRARED HEATER—A 
infrared comfort heaters for creating com- 
fortable working conditions has been in- 
troduced by Fostoria Corp., 1200 N. Main 
St., Fostoria, O. Designed for overhead 
mounting, they can be installed as easily 


as lighting fixtures. The heaters, known 
os series CH, are available in various 
models for use with linear quartz tubes 
or with standard high temperature T-3 
linear quartz lamps which provide ex- 
tremely high operating efficiencies con- 
verting as much as 86 percent of electrical 
energy into radiant output, it is said. 
* * * 


Added Safety for Cots 


Fernolite, a reflective fabric for 
the back of footrests on ambu- 
lance cots, has been introduced by 
Ferno Mfg. Co., Greenfield, O. It is 





NEW PRODUCTS 


said to provide extra safety by re- 
fiecting headlights while the cot 
is being rolled across a highway 
or along the road shoulder at night. 





ANGLE NUT SETTERS — Series Three 
Angle Nut Setters are designed for close 
quarter nut setting applications that re- 
quire continual heavy service performance 
tools. A wide selection of single and dou- 
ble-end attachments are said to be avail- 
able. Straight drive or cushion clutch per- 
mits almost unlimited applications up to 
¥%-inch rated capacity, it is said. All in-line 
and angle attachments are interchange- 
able. Grease fittings in the motor housing 
and attachment carry grease to all moving 
parts. All fittings are flush type. This series 
offers speeds from 300 to 4,000 revolu- 
tions per minute. Depending on handle 
and attachment, the nut setters weigh 
from 44%, to 6% pounds. Gardner-Denver 
Co., Quincy, Ill. 
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FENDER SECTION—A utility fender sec- 
tion, an exact copy of the lower rear por- 
tion of 1955 and 1956 Pontiac rear fend- 
ers, has been announced by Schofield Mfg. 
Co., 1140-10 E. 222nd St., Cleveland 17, 
©. Use of this addition to the Schofield 
line of Sco-Pan autobody replacement 
panels, according to the manufacturer, re- 
duces the time required for the repair 
of collision or rust-out damage to Pontiac 
rear fenders. 





SQUEEGIE SCRAPER—Sinko Manvufactur- 
ing & Tool Co., 7310 W. Wilson Ave., Chi- 
cago 31, Iil., has announced the “year 
round" Flex-E squeegie scraper with a 
power-grind handle. The windshield and 
window scraper features a 54-inch scraper 
and squeegie for the removal of snow, 
sleet, ice and mist. The power grind han- 
dle is designed to chip through ice and 
speed its removal. The squeegie feature 
on the Flex-E makes the item usable all 
year round. The unit is constructed of 
plastic and will not scratch on the glass 
surface, it is claimed. 








WHEEL, TIRE ACCESSORY — Made of 
white rubber and nickel stainless steel 
rings, Spats are designed to be used with 
black tires and to give the appearance 
of white sidewall tires. Spats are installed 
like wheel covers. They are available for 
all makes and models equipped with 13, 
14 or 15-inch wheels. Aske-Wood, Inc., 


1617 Fisher Bidg., Detroit 2, Mich. 
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BURGLAR ALARM—Auto-Matic Products 
Co., 2268 S. Parkway, Chicago 16, Ill., 
has announced improvements in its three 
types of burglar alarm systems for auto- 
mobiles, trucks and trailers. Each of these 
systems is designed to exactly fit specific 
needs, it is said. All protect both the ve- 
hicle and its contents, while parked un- 
attended and when underway, it is said. 
Improvement in reliability and “hair trig- 
ger” action without danger of false alarm 
from excessive vibration or road jars and 


jolts, is claimed by the manufacturer. 
ow: 6 





BATTERY TESTER—The Hoyt CT-70 cell 
tester is said to provide an inexpensive 
instrument for testing cells in six and 12- 
volt batteries. According to the manufac- 
turer, this tester has an adjustable prod 
feature, making it adjustable from 2% to 
5% inches and capable of testing any 
cells. The CT-70 has a two-inch diameter 
moving vane voltmeter reading 2.2-0-2.2 
volts and the dial is colored in yellow, 
green, red and black. Burton-Rogers Co., 
42 Carleton St., Cambridge 42, Mass. 


+ * * 


Monkey Grip Sales Offers 
Rubber Mats for Cars 


Car mats in full matched sets for 
both front and rear floors are 





offered by Monkey Grip Sales Co., 
5320 Harry Hines Blvd., Dallas, 
Tex. 

Design of the mats feature a 
triple dart pattern in contrasting 
white or black. They are engi- 
neered to fit the newer cars, as well 
as many of the older models. 

ok * a 





BOLT BIN—A bolt bin for the storage 
of fasteners, capscrews, nuts, washers, bolts 
and other small parts has been announced 
by Durham Mfg. Co., 210 Main St., Dur- 
ham, Conn. The bin is 42 inches high by 
36 inches wide by 12 inches deep, and 
contains 72 separate compartments each 
measuring 4%. by 41% by 12 inches. Con- 
structed of steel and featuring all-welded 
construction, it is available in standard 
green color. Other baked enamel colors 


are available on special order. 
ic a 





TIRE REPAIR KIT—An outside-in thread- 
ed plug for tubeless tire repairs has been 
introduced by Knicks Mend-Rite Co., North 
Kansas City, Mo. ‘“Grip-Tite" threads on 
shaft of plug carry more plug bonding 
cement to injury, making a better bond 
with the tire, it is said. ‘‘Grip-Seal" start- 
er kit contains instructions, set of tools, 
and 30 plugs. 


_ 





DRIVER'S SEAT—The Bostrom Viking 
truck driver seat is said to employ the 
steel torsion bar suspension principle for 
smooth, comfortable riding. The horizontal 
torsion bar at the rear of the seat has per- 
mitted a 40 percent reduction in the seat 
and base depth. With this low silhovette, 
installation is possible in cab-forward and 
cab-over-engine tractors. In addition to in- 
creased leg room and steering wheel clear- 
ance, the seat has contour molded poly- 
urethane foam cushions and replaceable 
vinyl seat covers. A built-in double-acting 
shock absorber keeps the seat level and 
smooth, preventing the “topping” or ‘‘bot- 
toming" caused by chuck holes, railroad 
crossings and other extra rough stretches 
of road, it is said. Bostrom Corp., 133 W. 
Oregon St., Milwaukee 4, Wis. 








WINDOW CRANK KNOBS — Replace- 
ments of broken or lost window crank 
knobs can be made with the free-spinning 
plastic knobs announced by Globe Spe- 
cialty Co., 1933 S. Halsted St., Chicago 
8, Ill. The modern knobs are installed with- 
out removing the handle from the car, it 
is said. Locking acorn nut construction in- 
sures permanent installation fully adjust- 
able for all cars and trucks, it is claimed. 








WATER HEATER — The Jiffy-Hot instant 
water heater is said to make it possible to 
have warm water economically anywhere 
that a cold water line and standard 110- 
volt current is available. Jiffy-Hot is a self- 
contained unit, which hooks directly into 
the existing cold water line and requires 
no plumbing, piping or storage tanks, it 
is said. This heater delivers a measured 
spray of water at a preset temperature 
and continues to deliver this water for 
as long as the faucet is open, it is claim- 
ed. The heater unit is directly connected 
to the faucet. Opening the faucet turns 
on the heater, as well as the water; closing 
it shuts off both the water and the heater 
unit. Thus no current is flowing through the 
heater unless the water is turned on. If a 
faulty washer should cause the faucet to 
leak, it will leak cold water, it is said. 
The unit is small and mounts against the 
wall under any lavatory fixture. 
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IMPACT WRENCH—An impact 
wrench specifically designed for the auto- 
motive aftermarket is available through a 
muffler merchandising program announced 
by McCord Corp., E. Grand Bivd. at Rio- 
pelle, Detroit 11, Mich. Developed to fa- 
cilitate exhaust system service, the Mc- 
Cord Impact Wrench is said to offer a 
number of advantages over electrically- 
actuated and conventional air impact 
wrenches. It is compact (7% inches long), 
light-in-weight (five pounds five ounces), 
and has no electric motor to generate heat 
or sparks, and no brushes or commutators 
to maintain and replace periodically. The 
McCord wrench offers variable speed con- 
trol. Operating effectively on lower air 
pressures (down to 40-50 pounds), the 
wrench hits harder at higher torque and 
has fewer moving ports. It can be dis- 
assembled and assembled with one Allen 
wrench, it is said. 











This is a major finding of the depth study conducted 
by Dr. Burleigh B. Gardner and his Social Research, 
Inc., staff. More so than nonreaders, TV GUIDE 
families are devoted to participant leisure—tour- 
ing America, photography, gourmet cookery, 
gardening, hi-fi, home workshopping. They are 
active in their approach to TV, too. That’s why 
they read TV GuIDE, cover to cover. It provides 


the background and information they need to pick 
and choose what to see. They are selective viewers. 
According to Dr. Gardner, they are also apt to be 
selective buyers. They have the wherewithal to 
buy. They pay attention to what is sold on 
TV GuImDE’s pages. Check Starch. Ask Columbia 
Records, General Foods, Pillsbury—or any of the 
many new advertisers in TV GuIpE this year. 


For a detailed report on the Gardner Study, call your local TV Guin office or write TV Guip8, Radnor, Pa. 


Best-selling 
weekly magazine 
in America 





What's New... 


AUTOMOTIVE NEWS, NOVEMBER 14, 1960 


In Parts and Accessory Distribution 


WASHINGTON, — The Federal 
Trade Commission has approved 
consent orders prohibiting South- 
western Warehouse Distributors, 
Inc., and Automotive Southwest, 
Inc., 9008 Sovereign Row and 2801 
Commerce St., Dallas, Tex., re- 
spectively, and their 48 jobber 
members from knowingly inducing 
and accepting discriminatory prices 
from suppliers of automotive prod- 
ucts and supplies. 

The commission adopted separate 
initial decisions by Hearing Exami- 
ner Edward Creel based on orders 
agreed to by SWDI and its 33 
members, ASI and its 15 members, 
and the FTC’s Bureau of Litiga- 
tion. 

In its complaints, issued last De- 
cember, the FTC alleged the two 
organizations are merely bookkeep- 
ing devices operated by the mem- 
bers to facilitate unlawful price 
discriminations. They are not the 
purchasers ag purported, but serve 
only as agents through which 
members are billed and pay for 
purchases. 

The complaints charged that the 
jobbers use their combined buying 
power to demand and get favorable 
prices, discounts and selling condi- 
tions which they knew or should 
have known are not available to 
their competitors. Suppliers not ac- 
ceding to their demands usually 
are replaced by others who do. 

Specific allegations were that 
suppliers granting volume dis- 
counts must base them on the com- 
bined purchases of all members, 
although competing independent 
jobbers are granted allowances 
upon only their individual pur- 
chases; and from other suppliers 
the members demand rebates which 
are not paid their competitors. 

According to the order, the re- 
spondent must not, directly or in- 
directly, knowingly induce or ac- 
cept a net price which igs lower 
than that which the supplier 
charges other customers where the 
seller competes for their business 
with others or where they compete 


with other customers of the seller. 
+ + + 


4 New Directors 


Elected by MEMA 


NEW YORK.—Four new direc- 
tors have been elected directors of 
the Motor and Equipment Manu- 
facturergs Assn. for three-year 
terms. They are: 

J. B. Dempsey, Speedway Mfg. 
Co., a division of Thor Power Tool 
Co.; J. W. Howell, Timken Roller 
Bearing Co.; R. W. Lackner, Gum- 
out Division, Pennsylvania Refining 
Co., and W. A. Radtery, Signal-Stat 
Corp. 

Directors holding over for the 
coming year include: R. D. Adams, 
Clayton Mfg. Co,; C. A. Benoit, 
Permatex Co., Inc.; F. L. Bredimus, 
Globe Hoist Co.; R. R. Dunn, Hast- 
ings Mfg. Co.; G. H. Goehrig, 
Blackhawk Mfg. Co.; 8. 8S. Gordon, 
Republic Gear Co.; C. H. Seibert, 
Behr-Manning Co., and R, D, Wil- 
liams, E. Edelmann & Co. 

* * o* 
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Pair of Shockers 


Monroe Offers Dealers 


2 New Sales Aids 


MONROE, Mich.—A barrel of 
shock absorbers, with a tester to 
help sell them, and a new device 
which measures how much the rear 
of a car sags under a passenger 
load are the latest sales helps being 
offered dealers by Monroe Auto 
Equipment Co. 

The brightly painted barrel (ac- 
tually a steel drum) hag on the 
lid a comparison shock-absorber 
tester which permits a customer 
to find out for himself the differ- 
ence in action between a good 
shock absorber and a worn-out 
one. 

“For some time, we have used 
the hand push-pull] device to dem- 
onstrate shock absorber action,” 
said J. E, Bickel, merchandising 
vice-president. “Our problem has 
been to devise a method of mount- 
ing the tester satisfactorily. The 
barre] hag solved that problem, and, 
in addition, provided us with a 


compact display piece.” 

The barrel is being offered deal- 
ers as @ package which includes 
seven pair of the most popular 
shock absorbers and two pairs of 
Load-Levelers, the company’s sta- 
bilizing device for rear suspensions. 
Also shipped. with the barrel is a 
free 10-foot outdoor display banner. 

The sag-measuring device is “the 
first developed which will show the 
customer how much the rear end 
of hig car drops under load,” said 
Bickel, It is furnished free of 
charge with three pairs of Load- 
Levelers-in an assortment called 
the BR-6, he added. 

To operate the device, the deal- 
er places the trigger under the 
rear bumper and sets it, A pas- 
senger is asked to sit in the rear 
seat, The added weight lowers the 

a buzzer, and 
measured 


the bumper lower, with the addi- 
tional sag measured on the rod. 

The measurement will show how 
& load depresses the rear of the car 
to the point where the shock ab- 
sorbers have lost their working 
area, Bickel said. A 10-foot plastic 
indoor-outdoor banner and other 
merchandising helps also are in- 
cluded with the device, he said. 

x o * 


Everhot Products Sets Up 


10-Man Advisory Council 
CHICAGO. — Everhot Products 


Co. has announced the formation | 


of a 10-man Advisory Council. The 
members are: 

J. E. O'Hern, Engineware Dis- 
tributing Co., Inc., Chicago; D. P. 
Hurley, New England Wheel & 
Rim Co., Boston; C. A, Englert, 
Rex Sales Co., Pittsburgh; Harry 
Jacobsen, Best Auto Spring Co., 
Portland, Ore.; Ronnie McLean, 
Automotive Parts Warehouse, Inc., 


Norfolk, Va.; J. F. Creamer jr., 
W heels, Inc., Clifton, N, J.; Ed 
Livonius, Western Automotive 
Warehouse, Inc., Denver; L, A. 
Cunningham, Western Warehouse 
Distributors, Burnaby, B. C., Ca- 
nada; Ellis Hitzing, Independent 
Parts Warehouse, Jacksonville, 
Fla., and Tom Loftus, Loftus Dis- 
tributing Co., Kansas City. 
- 


* * 


$500,000 Store, Warehouse 
Is Opened. by Chapin-Owen 

ELMIRA, N. Y.—A $500,000 store 
and warehouse at Second and Wil- 
liam Sts. has been opened by 
Chapin-Owen Co., Inc., automotive 
wholesaler. 

The 35,000-square-foot building is 
almost three times larger than the 
firm’s former headquarters at Mar- 
ket St. and Railroad Ave., a com- 
pany spokesman said. 

* * +. 


Purolator Offers Dealers 


Electric Shoe-Shine Unit 


RAHWAY, N. J.—Purolator Prod- 
ucts, Inc., offers an electric shoe- 
shining unit to dealers for $8.95 
with each purchase of 12 Purolator 
filters. 

The free shines “will help get 
motorists out of the car and into 


the station’s selling area,” accord- 
ing to a dealer who is using the de- 
vise. 


Georator Names Sales Rep 


MANASSAS, Va.—Georator Corp., 
manufacturer of “Nobrush” electri- 
cal equipment, has appointed W. 
Bert Knight, Los Angeles, as South- 
ern California sales representative 
for the firm’s permsment magnet 
brushless generators, alternators 
and frequency converters, 

* * + 


Columbus Names Green 


TOLEDO. — Barclay Greene jr., 
Kansas City, has been appointed 
territory manager for Columbus 
Parts Corp., supplier of replace- 
ment shock absorbers. He will man- 
age the company’s Kansas and Mis- 
souri sales territories. Greene for- 
merly was with United Motors 
Service Division of General Motors. 

* +. 


AP Appoints Westervelt 


TOLEDO.—AP Parts Corp. has 
appointed David F. Westervelt, 
Brookfield, Wis., Southwest region- 
al manager. His territory igs Ar- 
kansas, southwest Illinois, Kansas, 
Louisiana, Missouri, Oklahoma and 
Texas. Westervelt formerly was 
sales manager for American Hy- 
draulics Co., Milwaukee, 
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By Martin L. Whitmyer 
Staff Writer 

The recent announcement that 
daily newspapers in Seattle had 
shifted the advertising of automo- 
bile dealers selling new or used 
cars from the national to the lower 
local rate was met with mixed re- 
actions. 

One agency man said “it looks 
as though the papers are going to 
join the radio industry in the 
rate-cutting local-national rat 
race.” 

Another agency representative 
said “this will remove, at least in 
Seattle, an historical antipathy that 
dealers have always felt that they 
were local business men, doing busi- 
ness locally and entitled to the 
lower local rate.” 

In numerous cases agencies will 
be compensated on a fee basis in- 
stead of commission, while in oth- 
ers dealers will pay on a markup to 
correspond to former commissions. 

Auto dealers, of course, were 


Performance, balance and mileage depend on uniformity of the ply. That's 
why U.S. Royal uses Beta rays and Electronic “eyes” to watch the ply of 
tires in production, eliminate “thicks” and “thins.” They are among 234 
different controls—many of them unique, many exclusive—that. safeguard 
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pleased with the announcements by 
the Seattle Times and the Post-In- 
telligencer. 

Sam Savidge jr., S. L. Savidge 
Co. (Dodge-Plymouth), said the 
change “is a pleasant surprise” 
and the old rate has been discrim- 
inatory on the automobile busi- 
ness and was pretty hard for the 
newspapers to defend. 

Hawkins Buick said “we have al- 
ready run display advertising that 
we would not have run under the 
old rate.” 

A sort of warning was issued by 
L. M. Norton jr., who handles ad- 
vertising at Westlake Chevrolet, 
when he said “we have been harp- 
ing on this for years, so now we 
have to produce.” 

* * *” 


Detroit Times Folds 


Hit by rising publishing costs, 
the Detroit Times. ceased publica- 


equipment, plant and other physical 
assets to the Detroit News. 

The afternoon paper had been in 
operation for 60 years, the past 40 
as a member of the Hearst chain. 

The Detroit News on Monday, 
Nov. 7, appeared for the first time 
with a combined Detroit News-De- 
troit Times logotype at the top of 
Page 1. Cost of the purchase was 
reported about $10 million. 

oa * * 
L. A. Auto Show Cited 
The Los Angeles Mirror pub- 
lished a special section for the 

Los Angeles Motor Car Dealers 

Assn.’s 38th International Auto 

Show on Friday, Nov. 11. The 

show runs through Nov. 20. 

The section was introduced by 

a color cover depicting the show 

theme “Fashions of the World” 

and contained information about 
the automotive industry. 


Renault Ad Drive Expanded 


Renault, Inc., will expand its na- 
tional advertising schedule and use 
a record 14 consumer magazines in 
its final-quarter campaign to be 
launched this month. The campaign 
tops those of the third and fourth 


tion last week and sold its printing| quarters of last year, when sched- 
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are the Beaumont Enterprise and 
Journal; Fort Worth Star-Tele- 
gram; Houston Chronicle; Dallas 
Times Herald, and San Antonio 
Express and News. The Corpus 
Christi Caller-Times will be an 
optional buy in the group. 

Branham Co. will represent the 
group. 


* o 7 
Lessor Names Coleman-Parr 


Executive Leasing Co., Los An- 
geles, has named Coleman-P arr, 
Inc., as its advertising agency. 

Executive Leasing Co. is a na- 
tional lessor of automobiles to com- 
panies and individuals. ; 

Media used will include the Wall 
Street Journal, metropolitan dailies 
in major cities and trade journals. 
No budget figure was announced. 

* * * 


Another Mark for Redbook 


Redbook magazine closed the 
books for 1960 with a 16.5 percent 
gain over 1959 in display advertising 
linage. This was Redbook’s seventh 
consecutive year of linage increases, 
—" to Charles S. Thorn, pub- 

sher. 


+ = + 
GM Uses Closed-Circuit TV 


Closed-circuit television was em- 
ployed by General Motors for a 
coast-to-coast preview presentation 
of GM’s Motorama. The telecast 
Was produced and networked by 
Theatre Network Television, Inc. 

An estimated 19,000 GM dealers 
and personnel, gathered in 44 loca- 
tions in 41 cities around the coun- 
try, were taken on a private tour 
of the Motorama exhibit in the 
Waldorf-Astoria hotel, in New 
York, 

The closed-circuit audience also 
lreard addresses by Frederic G. 
Donner, GM chairman; John F. 
Gordon, president, and James M. 
Roche, vice-president in charge of 
distribution staff. 


* * * 

Bonds Buy Car Life 

John R. Bond and Elaine Bond, 
publishers of Road & Track maga- 
zine, have purchased Car Life mag- 
azine. 

The first issue of Car Life by the 
new publishers will appear on news 
stands in January, 1961. 


Papers, TV for Prestone 


Network television and coast-to- 
coast newspapers will presell new 
Prestone Spray De-Icer to car own- 
ers this fall, announced Union Car- 
bide Consumer Products Co. in re- 
leasing details of the fall advertis- 
ing campaign for the newest con- 
sumer item in the “Prestone” Car 
Care line. 

Throughout the month of Novem- 
ber, new Spray De-Icer will be fea- 
tured on the ABC-TV western, 
“Cheyenne.” During November and 
early December, ABC-TV’s “NCAA 
Football—Pre-Game Warmup” will 
carry Spray De-Icer announcements 
during its coverage of the leading 
college football games of the sea- 
son. 

Four color ads will run in the 
comic sections of Sunday newspa- 
pers throughout the United States 
“Frost Belt” in early December. 


Slap Picks Agency 
Lavenson Bureau of Advertising, 
Inc., Philadelphia, will act as ad- 
vertising and public relations coun- 
sel for Matt Slap Chevrolet, Phila- 
delphia. 
* * 


Personnel C es 
Robert G. Bosard from sales pro- 
motion manager to advertising and 
sales promotion 
manager of Arvin 
Industries, Inc., 
Columbus, In d. 
Ri L. 























ules involving 10 magazines were 
used. 

In its bid for year-end sales, Re- 
nault for the first time has included 
Business Week, The Reporter, Road 
é& Track, Sports Cars Illustrated 
and Motor Trend in its major prod- 
uct campaign. In addition, Renault 
ads will again appear in Newsweek, 
Time, Life, The New Yorker, Holi- 
day, McCall’s, Sports Illustrated, 
Sunset and Playboy. 

Renault will again use four-color 
ads during the October-November- 
December quarter, after running a 
black-and-white series since July. 
The new four-color ad will feature 
the Caravelle, and will be the first 
devoted exclusively to this model. 
Previous Renault ads concerned the 
Dauphine, except for a combina- 
tion Dauphine-Caravelle ad intro- 
duced last month. 

* 


* * 
Texas Group Is Formed 


Leading publishers of Beau- 
mont, Dallas, Fort Worth, Hous- 
ton and San Antonio have formed 
The Texas Group as the nation’s 
largest newspaper advertising 
package offering space on a@ one- 
order-one- basis, with a bulk 
and/or frequency discount struc- 
ture. 

Papers taking part in the plan 


Goodwin from 
DeS oto advertis- 
ing manager to 
manager of truck 
advertising for 
Dodge ... Perry 
B. King from 
Ralph M. Soule & 
Co. advertis- R. L. Goodwin 
ing agency, Chicago, to merchandis- 
ing manager for Family Weekly 
... Randolph Owsley jr. from Cana- 
da Dry Corp. to advertising sales 
staff of Look magazine in Chicago 
. . . Sey Chassler from editorial di- 
rector of This Week magazine to 
executive editor of Redbook .. . 
Philip F. from Benton & 
Bowles to New York advertising 
sales staff of Look magazine... 
Bruce McNaughton from Business 
Week magazine to New York ad- 
vertising sales staff of Look. 
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(Compiled by Automotive News from Auction Reports.) 
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Prices of 61s added and '53s dropped in November, 1960, Prices of '60s added and ’52s dropped in December, 1959. Prices of 59s added and '51s dropped in Lecémber, 1958, 
Figures alongside bars represent dollars. 


Feb. March April 


(8) 2-dr., $475*, $430*, $310*; Bel Air 
(6) 4-dr., $410*, $410; Two-ten (8) 
station wagon, $470*. 

’564 Two-ten 4-dr., $160. 


drive, and (ps) indicates power | CHRYSLER — ‘58 (300D) 2-dr. hardtop, 


steering. 
se 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 


Thursday. Prices are for sale of Nov. 3. 
Though retail trade is off, clean cars old 
and new still created activity. Sold 73 
cars from 128 consignments. 


BUICK—’59 LeSabre 4-dr., $1,350*. 


‘657 Century 2-dr. Riviera, $840* (ps); 
RM 2-dr. Riviera, $665* (ps); Special 
2-dt. Riviera, $490*. 


OADILLAC—'55 (62) 4-dr., $830 (ps). 


’52 (62) 4-dr., $260*. 


CHEVROLET—'59 Impala (8) sport sedan, 


$1,620* (ps); sport coupe, $1,540* 
(ps); Bel Air (6) 2-dr., $1,375; Bel 
Alr (8) 2-dr., $1,275* (ps). 
"58 Bel Air (8) sport coupe, 
— $1,040*; Biscayne (6) 


$960. 

‘57 Two-ten (8) 4-dr., $565*; One-fifty 
(6) 2-dr., $495. 

"66 Two-ten (8) station wagon, $675*; 
4-dr., $610*; Bel Air (8) 2-dr., $485*. 

'55 Two-ten (6) station wagon, $385*; 
Bel Air (8) 4-dr., $345*; sport coupe, 
$200* (ps). 

’54 Bel Air 2-dr., $305*; Two-ten station 


$1,110*; 
4-dr., 


wagon, $250; 4-dr., $240°; One-fifty 
2-dr., $165. 
"37 Master Deluxe 4-dr., $115. 


conv., $1,915* 
(ps). 

"59 Thunderbird (8) 2-dr, hardtop, $2,- 
= (ps); Galaxie (8) conv., $1,460* 

Ps). 

‘58 Country Sedan (8) 4-dr., $890, $850*; 
Fairlane 500 (8) 4-dr. Victoria, $810*; 
Del Rio (8) 2-dr., $780*. 

"57 Country Squire (8) 4-dr., $795* (ps); 
Custom 300 (8) 2-dr., $495°*. 

’66 Fairlane (8) conv., $440*° (ps); 2-dr. 
Victoria, $395*, $340*; Country Sedan 
(8) 4-dr., $390°; Custom (8) 4-dr., 


$286. 

"55 Fairlane (8) 2-dr. Victoria, $385* 
(ps); Ranch Wagon (8) 2-dr., $260*; 
Custom (8) 4-dr., $200*; Main (6) 
4-dr., $150. 


MERCURY—’'56 Monterey 4-dr., $365*. 
NASH—’'55 Ambassador (6) 4-dr., 
OLDSMOBILE—’'58 (88) 2-dr. Holiday, $1,- 


$170. 


045° (ps). 
56 (88) 4-dr. 
4-dt., $300* (ps). 
55 (98) 4-dr. Holiday, $350* (ps); (88) 
2-dr. Holiday, $250*. 
(6) 4-dr., 


OUTH — ’58 Suburban 
$605, $605°. 

"ST Savoy (8) 4-dr., $490*, $460, $415*; 
Plaza (8) 4-dr., $460°. 

°56 Savoy (8) 4-dr., $180. 


Holiday, $420*; (98) 


‘65 Plaza (6) Suburban, $320; 4-dr., 
$190*; Savoy (6) 2-dr., $245. 
PONTIAC — '55 Chieftain Safari 4-dr., 


$300*; Star Chief conv., $285* (ps); 
2-dr. Catalina, $275*. 
BLER — ’'56 Custom Cross Country, 


$600. 
'54 Super Suburban, $185°*. 


STUDEBAKER—’57 Champion (6) 2-dr., 


$800. 
"56 Champion (6) 2-dr., $300. 


ALBANY 


Tim Anspach Dealer's Auto Auction. Sale 


every Monday, Prices are for sale of Oct. 
31. We had a good auction today on all 


good cars. If they were rough, they did 
not get sold. Sold 125 cars from 170 con- 
signments. 


BUICK—’'57 Special conv., $875* (ps); 2- 


dr. Riviera, $790* (ps); RM 4-dr, Rivi- 


era, $650* (ps). 
’56 RM conv., $600* (ps); Special 4-dr., 
° 


$500°*. 

‘65 Special 2-dr. Riviera, $430*; conv., 
$370*; Super conv., $400*; 2-dr. Rivi- 
era, $370*. 

‘64 Special 2-dr. Riviera, $240*. 


CADILLAC—’'61 (62) 2-dr. hardtop, $5,- 
000* (ps). 
’56 Eldorado Seville, $1,250* (ps); conv., 
$1,035*° (ps) 


54 (62) conv., $470* (ps). 


OCHEVROLET—'60 Bel Air (6) 4-dr., $1,- 


300°; Biscayne (6) 4-dr., $1,250. 

59 Impala (8) sport coupe, §$1,590°; 
Parkwood (8) 4-dr., $1,525*; Bel Air 
(8) 4-dr., $1,325*, $1,200; Bel Air (6) 
4-dr., $1,200; Biscayne (8) 2-dr., $1,- 
180, $1,150. 

58 Biscayne (6) 4-dr., $1,070; 2-dr., 
$720; Brookwood (8) 4-dr., $1,025*; 
Bel Air (8) 4-dr., $910° (ps); 2-dr., 

. 


$864°. 
'5T Two-ten (8) station wagon, $1,050*, 
$920; Two-ten (6) station wagon, $900, 


$825; 2-dr., $520; Bel Air (8) sport 
sedan, $940*; conv., $940°; 4-dr., 
$830*, $790°. 


"56 Bel Air (8) 2-dr., $680, $645*; 4-dr., 
$490°; Bel Air (6) 4-dr.. $660*°; Two- 
ten (6) 2-dr., $600; Delray, $600. 

"55 Corvette (8) conv., $960*; Bel Air 


FORD — ’'59 Fairlane (8) 2-dr., 


George A. Lamb 


$2,000* (ps). 


DeSOTO—'56 Firedome 4-dr., $625* (ps); 


2-dr., $570°*. 


DODGE—’ 57 Coronet (8) 4-dr., $620* (ps). 


‘56 Custom Royal (8) 2-dr. hardtop, 
$400* (ps). 
’55 Royal (8) 2-dr. hardtop, $320* (ps). 
’54 Coronet (8) Suburban, $280. 
$1,200° ; 


4-dr., $1,125*, $1,035°. 


‘58 Custom 300 (8) 4-dr., $825*; Custom. 


$750; Ranch Wagon 
Fairlane 500 (8) 
4-dr., $700* (ps). 


‘57 Country Sedan (8) 4-dr., $850*, 
$720*, $520*; Ranch Wagon (8) 2-dr., 
$645; Custom 300 (6) 4-dr., $440. 

’56 Custom (8) 2-dr., $500, $350*; 4-dr., 
$400*, $270*; Fairlane (8) 4-dr., $420*; 
2-dr., $380*; conv., $300*; Ranch Wag- 
on (6) 2-dr., $400; Ranch Wagon (6) 
2-dr.. $310*; Country Sedan (8) 4-dr., 
$380* (ps). 

55 Fairlane (8) 2-dr., $350* (ps); 4-dr., 
$210*; Custom (6) 2-dr., $230*. 

'54 Custom (8) 4-dr., $320, $260; Ranch 
Wagon (8) 2-dr., $310. 


300 (6) 2-dr., 
(8) 2-dr., $$750°; 


HUDSON—’'57 Hornet Super 4-dr., $385*. 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 

4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 

SALE EVERY TUESDAY 

11:00 A.M. 
Norman Early 
Owners & Operators 

MILL NACE, General Manager 
Dealers Only 

Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 


“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





12:00 SALE EVERY WEDNESDAY 


M. D. McColium, Vice-President and Manage: 
3711 Western Road 
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LINCOLN—’58 Capri 4-dr., $1,470* (ps). 
MEROURY—’55 Monterey 2-dr. hardtop, 


$200. 
’54 Custom 2-dr., $160. 
NASH—’56 Statesman (6) 4-dr., $500. 
’55 Ambassador (8) 4-dr., $200°. 
OLDSMOBILE—’60 (88) Fiesta 4-dr., $2,- 
300* 


‘ST (88) Super conv., $835* (ps). 

'56 (88) Super 4-dr, Holiday, $590* (ps). 

’55 (88) 2-dr., $310* (ps). 

’54 (88) 2-dr. Holiday, $200*. 

PLYMOUTH—’61 Belvedere (6) 2-dr., $2,- 
150°. 

’58 Plaza (6) 2-dr., $550* (ps). 

‘56 Plaza (8) 2-dr., $460; Plaza (6) 2- 
dr., $375; Savoy (6) 2-dr. hardtop, 
$450; Belvedere (8) 4-dr., $410*. 

’55 Plaza (8) Suburban, $330. 

PONTIAC—’55 Chieftain 2-dr., $260*. 
RAMBLER — '59 Ambassador (8) 
Country, $1,525*. 

'58 Ambassador (8) Cross Country, $1,- 
150* (ps). 

’S7 Super (6) Cross Country, $700*. 

VALIANT—’61 Valiant 2-dr., $1,725. 


MISCELLANEOUS—’56 Ford %-ton stake, 


$770; Chevrolet 
Ford %-ton 


Cross 


$310. 

"55 Willys Suburban, 
carry-all 2-dr., $400*; 
pickup, $270. 

’53 Chevrolet %-ton pickup, $220. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 





DETROIT'S 
Oldest, Largest and Very Best 
Wednesday af Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2, mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously, 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 


e@eee 


Phone CEdar 2-3/8! 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 
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*51 Willys %-ton pickup, $290. 
"50 Willys Jeep, $110. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 2. Prices 
strong, but bears watching. Sold 215 cars 
from 361 consignments. 


BUICK — ’'60 Electra 225 conv., $2,850* 
(ps); Electra 4-dr., $2,490* (ps); In- 
victa 4-dr. hardtop, $2,600* (ps), $2,- 
545* (ps), $2,540* (ps); LeSabre 4-dr. 
hardtop, $2,410* (ps), $2,410*, $2,- 
190°; 2-dr. hardtop, $2,350* (ps), $2,- 
275* (ps); conv., $2,305* (ps). 

’59 Electra 225 4-dr. hardtop, $2,040* 
(ps); Electra 4-dr. hardtop, $1,890* 
(ps), $1,800* (ps), $1,625* (ps); Le- 
Sabre Estate Wagon 4-dr., $1,910*; 4- 
dr., $1,720*, $1,715* (ps); 4-dr. hard- 
top, $1,680* (ps), $1,645*; conv., $1,- 
625* (ps); 2-dr., $1,515* (ps); 2-dr. 
hardtop, $1,400* (ps); Invicta 4-dr. 
hardtop, $1,840* (ps), $1,790* (ps); 
4-dr., $1,725* (ps). 

‘58 Special 2-dr. Riviera, $1,050* (ps). 

’57 Special Estate Wagon 4-dr., $965* 
(ps); 4-dr., $780*; 2-dr., $660*, $650* 
(ps); Century 4-dr., $705*; Super 4- 
dr, Riviera, $675* (ps). 

"56 Special 4-dr. Riviera, $605*, $570*, 
$525*, $465*; Estate Wagon 4-dr., 


NEW JERSEY 
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INSURED PICKUP AND 
DELIVERY SERVICE 
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insured 
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Birmingham, Alabama 
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CHRYSLER—’'59 Saratoga 2-dr., 








$560* (ps); 2-dr. Riviera, $440*; 2-dr., 
$345*; Century 4-dr. Riviera, $535*; 
4-dr., $280* (ps). 

’55 Super 2-dr. Riviera, $410* (ps); Spe- 
cial 4-dr. Riviera, $350*; 2-dr. Riviera, 
$350*; 2-dr., $275*. 


CADILLAC—’60 (62) 4-dr., $3,755* (ps). 
CHEVROLET—’60 Nomad (8) 4-dr., $2,- 


275* (ps); Impala (8) conv., $2,160*; 
2-dr., $1,910*; Biscayne (6) 2-dr., $1,- 
625; Corvair (500) (6) 4-dr., $1,420, 
$1,340*, 

"59 Nomad (8) 4-dr., $$1,750* (ps); 
Parkwood (8) 4-dr., $1,625* (ps), $1,- 
585*, $1,465*; Brookwood (8) 4-dr., 
$1,465*, $1,380, $1,310*; Bel Air (8) 
sport sedan, $1,425*, $1,425* (ps); 
Biscayne (6) 2-dr., $1,170*, $1,095. 

"58 Impala (8) 2-dr. hardtop, $1,200* 
(ps); Bel Air (8) 2-dr., $1,125* (ps); 
4-dr., $980*; Brookwood (8) 4-dr., 
$1,040*; Biscayne (6) 4-dr., $925; 2- 
dr., $915; Yeoman (6) 2-dr., $800; Del- 
ray (6) 2-dr., $660. 

‘57 Bel Air (8) 4-dr. hardtop, $975* 
(ps), $900*; 4-dr., $925*, $890*, $835*, 
$785; Two-ten (8) 2-dr., $610. 

‘56 Two-ten (8) station wagon 4-dr., 
$675*, $645*, $515*; Two-ten (6) Del- 
ray, $600*; Bel Air (8) 2-dr. hardtop, 
$645*; 2-dr., $600; 4-dr., $600*; Bel 
Air (6) 4-dr., $580*; 2-dr. hardtop, 
$530* (ps); One-fifty (6) 4-dr., $150. 

’55 Bel Air (8) 2-dr., $440*, $385; Bel 
Air (6) conv., $185*; Two-ten (8) sta- 
tion wagon 4-dr., $440, $380; 2-dr., 
$280*; 4-dr., $280*. 

$1,735* 
(ps). 

’57 Windsor 4-dr., $590* (ps). 

’54 NY 4-dr.. $125*. 


DeSOTO—’60 Fireflite 2-dr. hardtop, $2,- 


305* (ps). 
’57 Firedome 4-dr., $550* (ps). 


DODGE—’58 Coronet (8) 4-dr., $785. 


’57 Coronet (8) 4-dr. hardtop, $510* (ps) ; 
4-dr., $425*, 
’55 Coronet (8) Suburban 2-dr., $340*. 


FORD—'60 Thunderbird (8) conv., $2,815* 


(ps); Galaxie (8) conv., $1,740* (ps); 
Fairlane 500 (8) 4-dr., $1,720* (ps); 
Fairlane (6) 4-dr., $1,420; Ranch Wag- 
on (8) 4-dr., $1,710; Falcon (6) sta- 
tion wagon 4-dr., $1,605; 2-dr., $1,- 
470, $1,435, $1,385°; 4-dr., $1,420; 
Custom 300 (6) 4-dr., $1,415. 

’59 Thunderbird (8) conv., $2,425* (ps); 
2-dr. hardtop, $2,325* (ps); Galaxie 
(8) Skyliner, $1,590* (ps); 4-dr., $1,- 
420*, $1,400*; 2-dr. Victoria, $1,270*; 
Country Sedan (8) 4-dr., $1,430* (ps); 
Custom 300 (8) 2-dr., $1,110*, $1,020; 
Fairlane (6) 4-dr., $940. 

"58 Country Sedan (8) 4-dr., $1,020; Cus- 
tom 300 (8) 4-dr., $800, 2 at $710*; 
Fairlane 500 (8) 2-dr. Victoria, $645*. 

’57 Country Sedan (8) 4-dr., $670*; Fair- 
lane (8) 2-dr., $665*; Fairlane 500 
(8) 4-dr., $540*; 2-dr. Victoria, $500. 

"56 Thunderbird (8) conv., $1,770* (ps); 
Country Squire (8) 4-dr., $550*; Fair- 
lane (8) 2-dr., $530* (ps); 2-dr. Vic- 
toria, $485"; 4-dr., $435*. 

55 Thunderbird (8) conv., $1,150*; Cus- 


(Continued on Page 47, Col. 1) 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 

Every Monday — |! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.) 





Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


AKRON—A-1 Auto Auction, U.S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


Crossroads 


. » « Where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 
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eaase’ Coupe de Ville, $260* (ps), Messer tie aeeres (8) iggy 9 
* (ps), * (ps); 
'49 (62) 2-dr., $160*. Medel Breakdown (8) 2-dr, Victoria, $960* (ps); 4-dr., 


Used-Car Auction Prices ||" im: ©.o-c| Of Auction Averages | fi 0" Sum Fa: 


"56 Custom (8) 4-dr., $420*; 














Brookwood (6) 4-dr., $2,060°; Corvair Nov., 1960 Oct. Sept. $375° 
vb Tiapawes (OF coat comme, 0,000* (ony, | Mareet To Date 1930 1960 ‘85 ‘Thunderbird (8) jcony., $1,006; Cus- 
$1,920* (ps), 2 at $1,850* (ps), $1,-| 1961........... 5 GRO: “bameats* ofan m (8) 2-dr., (ps), $335°; 
(Continued from Page 46) 810, $1,785, $1,750* (ps), > % ; 1,993 $2,239 $2,314 ork ne cans ane Sedan 


Parkwood (8) 4-dr., $1,725* 





tom (6) 4-dr., §300°; Fairlane (8) 1,532 1,614 1,689 | 54 Crest (8) 2-dr. Victoria, $335*; Cus- 













































“— (6) Cross Country 4-dr., $1,- $1,685* (ps); Brookwood’ (8) 











4-dr., $1,350; 4-dr., $1,010* (ps); Super 
(6) Cross Country 4-dr., $1,300. 
’57 Custom (6) 4-dr., $395. 
’56 Super 4-dr., $505. 
MISCELLANEOUS—’55 Ford %-ton pick- 
up, $370. 


2-dr., $260*, : e. ss 
: , 1,675* ; 2-dr., $1,480*; 1958............ tom (6) 2-dr., $300*, 
MEROURY—’60 Monterey 2-dr., $1,700*. 58 Custom Cross Country 4-dr., $1,150*. “a a "31,385"; BS ar ig) 2dr, 1981 Mati "Nea = "SS Crest (8) 2-dr. Victoria, $300*, 
58 Park Lane 2-dr. hardtop, $1,100* Os $1,360°; Biscayne (8) 2-dr., $1,335°;}|] jong” 483 495 544 $210°; conv., $226; fasts aa 
st htontolaie 4dr, $685" (pe) $550° L ANGELES Set a est were 1955... 366 369 403 (8) hg $135) Me ta (6) Dar, $125. 
-dr., ’ ; ‘58 Impala (8) sport coupe, $1,520*| 1956............ ~ar., > Ma 2. 
sm Auction, Sate. avery Tuesday. Pricesare tor| (BB). SLAG", (Ba); conve’ $1,480" | 1954. ee ke a ce 
56 Monterey 2-dr., $500*. sale of Mov, 1 , (ps); Bel Air (8) sport coupe, $1,330* Ov 51 Deluxe (8) 4-dr., $135. 
OLDSMOBILE—’61 F-85 4-dr., $2,215. > eee he (ps); sport sedan, $1,235* (ps); Brook- erall Rees HUDSON—'53 Super Jet 4-dr., $100°. 
60 (88) 4-dr. Holiday, $2,275" (ps);|BUICK—'59 Invicta 4-dr. hardtop, $1,- wood (6) 4-dr., $1,160*; Delray (6) Average $1,079 $ 856 $ 917 | ¥INCOLN—’58 Continental Mark III 4-dr. 
2-dr. Scenic, $2,250* (ps). gee ee). 4-dr., $930. hardtop, $2,285° (ps); conv., $1,985° 
’59 (88) Super 4-dr. Holiday, $1,940* 57 Century 2-dr, Riviera, $985* (ps);/ °57 Bel Air (8) sport sedan, $1,045* vet PS)- 
(ps), $1,650* (ps); (88) Fiesta 4-dr., 4-dr. Riviera, $835* (ps), $785* (ps); (ps); 4-dr., $850*; Two-ten (8) sport | ponGE—'57 Coronet (8) 4-dr., $560* oS Conan eee.) ee. 
$1,800* (ps); 4-dr., $1,780* (ps). Special conv., $735* (ps); Special 2- sedan, $960*; Two-ten (6) 4-dr., $725*| 56 Coronet (8) 4-dr., $335°. k I ih Mere an mf 
58 (88) Super 2-dr. Holiday, $1,300*| ,, 4°. Riviera, $585*, $500* (ps). (ps). ’55 Royal (8) eae. $190. MERCURY—'57 Montclair 2-dr. hardtop, 
(ps); (98) 4-dr., $1,150*. 56 Century Estate Wagon, $675° (ps);| ‘56 Two-ten (6) station wagon, $715*;| +53 Coronet (8) 2-dr. hardtop, $235° ee ee ee wean! 
57 (88) Super 4-dr., $900* (ps): -dr. Riviera, $490* (ps); Super conv., Bel Air (8) 4-dr., $695*; sport sedan, | pycoy 5 , , | ef PS), $835" (ps). Z 
156 (88) 4-dr., $450*. eee om Special state Wagon, $685*, $635* (ps); One-fifty (8) sta- i a" 8 Ranger 2-dr. hardtop, $625*. "sss, Menten cae tha: oe suse.” 
iy " * ‘ . tion wagon, $460*. ‘ORD—'60 Thunderbird (8), 2 at $3,100*| , ; - mae , s 
~~ 57 Plaza (8) 2-dr., $370", we geri aes eae Wineen p. - ’55 Bel Air (8) conv., $625; sport coupe, (ps); Galaxie (8) Starliner, $2,090* eS ie ae Monterey 2-dr. 
55 Belvedere (8) 4-dr., $155. 2-dr Riviere $255° * viera, ; $565; 2-dr., $510*; Bel Air (6) 4-dr., (ps), $1,890; Fairlane 500 (8) 2-dr., 54 M, coe 2-dr. hard $385*, $215° 
oe E . , . $550"; Two-ten (6) Delray, $585*; $1,685* (ps); Falcon (6) 2-dr., $1,- onterey 2-dr. hardtop, $216°. 
PONTIAC—’60 Bonneville conv., $2,515 CADILLAC—’59 de Ville 4-dr. hardtop, 2-dr., $470, $400, $395; Two-ten (8) 665*, $1,858; 4-dr., $1,510*, OLDSMOBILE—’60 (88) Fiesta 4-dr., $3,- 
oy See Le Sd f=: $3,850* (ps), $3,750* (ps); 2-dr. hard- Delray, $560; One-fifty (6) 2-dr., $365.| °59 Thunderbird (8), $3,010* (ps), $2,- 450° (ps). 
Vista, $2,200 (ps); Star ef 4-dr., top, $3,540* (ps), $3,380* (ps); (60) "54 Two-ten 4-dr., $375, $300; 2-dr., 950* (ps), $2,700* (ps); Country Se- '59 (98) 2-dr. Scenic, $2,190* (ps); (88) 
$2,200* (ps). Special 4-dr. hardtop, $3,700* (ps); $350; Bel Air sport coupe, $350*. dan (8) 4-dr., $1,625" (ps); Galaxie 2-dr., $1,645* (ps). 
’59 Catalina Safari 4-dr., $1,820* (ps); (62) 2-dr. hardtop, $3,375* (ps). 53 Two-ten 2-dr., $285*; One-fifty sta- (8) 4-dr., $1,615* (ps); 4-dr, Vic- "58 (88) Super 2-dr. Holiday, $1,550* 
4-dr., $1,725* (ps), $1,475"; 2-dr.,| °58 (62) 2-dr, hardtop, $2,500* (ps); tion wagon, $260; 2-dr., $230; 4-dr., toria, $1,600* (ps); Fairlane (8) 4-dr., (ps 
$1,495*. Coupe de Ville, $2,400* (ps), $2,340* $135. $1,350*; Ranch Wagon (6) 2-dr., $1,-| ‘57 mie) Super 2-dr, Holiday, $1,000* 
’58 Chieftain 4-dr., $1,010* (ps), $875* (ps). ha or 2-dr, hardtop, $225; 2-dr., 285; Custom 300 (8) 2-dr., $1,269; (ps); (98) 2-dr. Holiday, $835* (ps). 4 
(ps). ’57 (62) Sedan de Ville, $1,850* (ps). . 4-dr., $1,245*. ‘56 (88) Super 4-dr, Holiday, $780* (ps); \ 
57 Star Chief 4-dr., $875* (ps). "56 (62) Sedan de Ville, $1,225* (ps). ’51 Deluxe 2-dr., $235. ’58 Thunderbird (8), $2,350* (ps), $2,- 2-dr, Holiday, $700* (ps), a (ps); } 
‘55 Chieftain 2-dr, Catalina, $280*; 2-dr.,| "58 (62) Coupe de Ville, $1,080* (ps); OHRYSLER — 7 Windsor 4-dr., $806° 200° (Pm) (Ralriane G00, (8) | 2-dr. ‘—B ies) 4-de, Eeeay, Gees tend, 
$180*. vee ot. $1, : ps), ps). ctoria, $1,035*; 2-dr., *; Coun- $535 | 
RAMBLER—'50 Custom (6) Cross Country| ‘54 (60) Special 4-dr., $675° (ps). DeSOTO—'57 Firedome 2-dr, hardtop, $1,- try Sedan (8) 4-dr., $1,025; Custom $365*; 2-dr. Holiday, $485* (ps); (98) 
53 (60) Special 4-dr., $430* (ps). 015* (ps). 300 (8) 4-dr., $740*. (Continued on Page 49, Col, 1) 





Through General Motors Leadership... 


GM HARRISON 
ae SETS A NEW 
4% COOL COURSE 
FOR 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Nov, 2. 


BUICK—’60 LeSabre 2-dr, hardtop, §$2,- 
230* (ps). 

’58 Special 4-dr., $800*, 

"57 Special 2-dr, Riviera, $750*; 4-dr. 
Riviera, $700* (ps); 2-dr., $530*; Cen- 
tury 2-dr, Riviera, $700* (ps). 

"56 Special 2-dr., $410*; RM 2-dr, Rivi- 
era, $390* (ps). 

55 Special 2-dr., $350*. 


CADILLAC—’59 (62) 4-dr., $2,820*, 


CHEVROLET—’'61 Impala (8) sport se- 
dan, $2,640* (ps), 

"60 Impala (8) conv., $1,990*%, $1,975; 
sport coupe. £1,900*; Corvair 700 (6) 
4-dr., $1,375, $1,360, 

’*59 Impala (8) sport coupe, $1,650*, 
$1,570*; conv., $1,545*; Parkwood (8) 
4-dr., $1,475*; Bel Air (6) 4-dr., $1,- 
330; Brookwood (6) 4-dr., $1,250; Del- 
ray (6) 2-dr., $1,135*; Biscayne (6) 
2-dr., $1,080", 

‘58 Bel Air (8) sport coupe, $1,350* 
(ps), $1,160*; Biscayne (8) 2-dr., 
$910". 

’57 Bel Air (8) sport sedan, $925; conv., 
$860*; 2-dr., $785*; Two-ten (8) 2- 
dr., $790* (ps); One-fifty (6) 4-dr., 
$400. 

’56 Bel Air (8) conv., $485; Two-ten (6) 
station wagon 2-dr., $470. 

’55 Two-ten (6) 2-dr., $670*. 


CHRYSLER—’'56 NY 4-dr., $550* (ps). 
COMET—’60 Comet 2-dr., $1,560. 


DeSOTO—’ 57 Fireflite 4-dr. hardtop, $745* 
(ps); Firedome 2-dr, hardtop, $625* 
(ps). 

’56 Fireflite 2-dr, hardtop, $590* (ps). 


DODGE—’56 Coronet (8) 2-dr., $390*. 


FORD—’60 Country Sedan (8) 4-dr. (9 
pass.), $1,875* (ps); Galaxie (8) 4- 
dr., $1,700*; 4-dr, Victoria, $1,690; 
Ranch Wagon (8) 2-dr., $1,590; Fair- 
lane 500 (8) 2-dr., $1,500. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
250* (ps); Galaxie (8) 2-dr. Victoria, 
$1,705* (ps); 2-dr., $1,420*; Fairlane 
500 (8) 2-dr. Victoria, $1,530* (ps), 
$1,465* (ps); Fairlane (8) 4-dr., $1,- 
275*; Ranch Wagon (6) 4-dr., §$1,- 
175*; Custom 300 (6) 4-dr., $1,125; 
2-dr., $1,115*, $1,070*, 

’58 Country Sedan (8) 4-dr, (9 pass.), 
$970; Fairlane 500 (8) 2-dr., $865* 
Custom 300 (8) 2-dr., $695*, 

’57 Country Squire (8) 4-dr, (9 pass.), 
$880* (ps); Fairlane 500 (8) conv., 
$815*; 4-dr., $755*, $620* (ps); 2-dr. 
Victoria, $685*, $500; Custom 300 (8) 
2-dr., $610*. 

"56 Fairlane (8) 2-dr., $250*; Custom 
(8) 2-dr., $185*, 

565 Country Sedan (8) 4-dr., $400*; 
Fairlane (8) 2-dr. Victoria, $360*; 
2-dr., $155*. 


IMPERIAL—’57 Imperial 2-dr, hardtop, 
$1,240* (ps), $1,225* (ps). 

LINCOLN — '57 Premiere 2-dr, hardtop, 
$1,035* (ps), $1,025* (ps). 

'56 Premiere 2-dr, hardtop, $650* (ps). 

MERCURY—’59 Montclair 4-dr., $1,500* 
(ps). 

’58 Monterey 4-dr., $850* (ps). 

'57 Commuter 4-dr., $960* (ps); Turn- 
pike Cruiser 2-dr, hardtop, $840* (ps); 
Monterey 2-dr. hardtop, $790* (ps); 
2-dr., $690*; 4-dr., $575* (ps), $565* 
(ps); Montclair 2-dr, hardtop, $620* 
(ps). 

’56 Montclair 2-dr., $500* (ps); Mon- 
terey 4-dr., $440*. 

’55 Monterey 2-dr. hardtop, $265*, 





“Measurable excellence”—that’s what we call Harrison’s 
carefully calculated course to air conditioning reliability. 
This is an “initial design to end use” route to product reli- 
ability that encompasses ideas, methods, materials and 
people. More specifically, it means producing automotive 
heat-transfer products which will perform as intended . . . 
for the time required . . . under the conditions specified. 
Harrison air conditioning units do just that: exhaustive 
tests and millions of motoring miles prove they perform 
reliably and efficiently under all types of hot weather driving 





OLDSMOBILE—’60 (98) 2-dr. Scenic, $2,- conditions. So if you have problems with temperatures— A typical tube and fin-type Harrison Air 
600* ); (88) 2-dr, Scenic, $2,075* . » 6 . Conditionin ‘o 
_ passenger comfort or vehicle efficiency—look to Harrison, ceeded ee ge ceuacees 
'57 (88) Super 2-dr, Holiday, $880* iy . oe ee r-dehydrator. ’ 
(ps); (98) 4-dr, Holiday, $790*; 4-dr., the leader in reliability. sturdiness and reliability make it ideal 
$770*. for automotive application. 
PLYMOUTH—'59 Fury (8) 4-dr, hardtop, 
$1,475° (ps). of TEM PER 






"58 Savoy (8) 4-dr., $550*. 

’57 Suburban (8) 4-dr., $625*; Savoy 
(8) 4-dr., $500°; Belvedere (8) 4-dr., 
$435*, $430* (ps); Plaza (6) 2-dr., 
$370; 4-dr., $340. 

'56 Plaza (6) 2-dr., $280. 

'55 Savoy (8) 4-dr., $225. 


PONTIAC—’59 Catalina sport coupe, $1,- 
660* (ps); 2-dr., $1,400*; 4-dr., $1,- 
495°. 

’58 Star Chief Safari 4-dr., $1,220* (ps). 
’56 Star Chief 4-dr., $540* (ps); Chief- 
tain Safari 2-dr., $295*, 

RAMBLER—'60 American (8) Deluxe 4- 
dr., $1,050*. 
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Roses for Executives— 


American Beauty roses were the order 


of the day at American Motors general 
offices in Detroit on the day the Rambler 
American was introduced to the public 
across the country. Shown in the lobby of 
the building is pretty Margaret Bailey pre- 
senting a rose to Fred W. Adams, left, 
AMC sales manager. Watching the pro- 
ceedings, from left, Richard J. Jackson, 
Detroit office, Geyer, Morey, Madden & 
Ballard, Inc., who conceived the idea of 
having roses delivered to all executive 
offices on Announcement Day, and John F. 
Henry jr., GMM&B vice-president, Detroit. 





land Assn. 
Marks 50 Years 
At Annual Parley 


BALTIMORE. — (UTPS) — The 
Automobile Trade Assn, of Mary- 
land will hold its golden anniver- 
sary banquet in the Emerson Hotel 
here Nov. 16. 

Dr. Kenneth McFarland will be 
the guest lecturer, under the aus- 
pices of General Motors. The pro- 
gram also will include Broadway 
entertainment and dancing. 


Past presidents of the organiza- 
tion will be honored at the banquet. 

Business part of the association’s 
annual meeting will be held in the 
afternoon at the Emerson. This will 
include a report from Charles Kelly, 
president of the group, and election 
of officers and directors. 

Dr. McFarland, who lives near 
Topeka, Kans., is a member of 
numerous education associations 
and is educational consultant and 
guest lecturer for GM. 


Canadian Writers 
Vote 2 BMC 850s 
‘Car of the Year’ 


TORONTO, — British Motor 
Corp.’s Austin 850 and Morris 850 
have been named “Car of the Year” 
by a group of leading Canadian 
automotive writers. 

The 10-foot-long car, with a front 
engine mounted sideways, won the 
award for being “the best example 
of good design and customer value.” 

Making the presentation to BMC, 
John O’Keefe, editor of Track and 
Traffic, Canadian sports and small- 
car magazine, said: 

“Of all 1960 cars, the BMC babies 
represent an advance in automobile 
engineering, apart from their ex- 
cellent customer value.” 

Since their introduction to Ca- 
nada in March, 1960, the Austin 850 
and Morris 850 have been best sell- 
ers, a BMC spokesman said. 


Holman to Receive 


API Gold Medal 


CHICAGO.—Eugene Holman, for- 
mer president and chairman of 
Standard Oil Co. (New Jersey), will 
receive the American Petroleum In- 
stitute’s “Gold Medal for Distin- 
guished Achievement” at API’s 40th 
annual meeting. The three-day par- 
ley opened here today (Nov, 14). 

Today's speakers include M. P. 
Murdock, Ethyl Corp. sales vice- 
president; Frank M. Porter, API 
president; James F. Murray jr., 
Jersey City finance director, and 
William F. Kenney, Shell Oil gen- 
eral counsel. 

Addressing Wednesday's general 
session will be Holman, Attorney 
Arthur H. Dean and M. J. Rath- 
bone, Jersey Standard president 
and API chairman. 
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1961 MODELS 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., 
4-dr. 2-seat stat. wag., $2,654; deluxe 4-dr. 
2-seat stat. wag., $2, 789, 
-dr. 


top, $3, 152; 


hardtop, $3,447; conv. ha 7 

4-dr. sed., $3, 825; 4-dr. hardtop, $3, a 
2-dr. hardtop, $3,818. Electra 225—4-dr 
hardtop, $4,350; conv., $4,192 


on Electra and Electra 225.) 


CADILLAC — Series 62 — 4-dr. hardtop 
(short deck), $5,080; 4-dr. hardtop (flat 


roof or sloping roof), $5,080; 2-dr. hard- 
top, $4,892; conv., $5,455; Sedan de Ville 
4-dr. hardtop (flat roof or sloping roof), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
-dr. hardtop, $6,233. Series 756— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes suanéana on all models.) 
CHEVRO -dr. 
sed., $1,974; coupe, 4-dr. 2-seat 
stat. wag., $2,266. '00—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900— Sport coupe, 
$2,201. Greenbrier—Sport Wagon, $2,651. 
(The following prices are for six-cylin- 
der models. For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-ar. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 


$1,920; 
Series 7 


"554; 2-dr. hardtop, $2, ‘489. 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2, 662: 2-dr. hardtop, $2, 597; 


conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, §$2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Con Vv. (V-8 std.), $3,934. 

CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr. hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr. 2-seat stat. 
wag., $3,541; 4-dr. 3-seat stat. wag., $3,- 
622. Windsor — 4-dr, sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr. sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4, 175; conv., $4,- 
592; 4-dr, 2-seat stat. wag., '$4,764;' 4-ar. 
3-seat stat. wag., "$4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. 
Flite, power steering, power 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat, wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,353, 

DeSOTO—4-<ar. hardtop, $3,167; 
hardtop, $3,102. 

DODG 170—4-dr. sed., 
$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., 
154; 2-dr. hardtop, $2,181; 4-dr. 
stat. wag., $2,466. 

Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Pioneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892. Phoenix— 


2-dr. 


4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 

Polara V-8 —4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat stat. wag., 


$3,294; 4-dr. 3-seat stat. wag., $3,409. 

FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat. wag., $2,- 
225; 4-dr. 2-seat stat. wag., $2,268, 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fatrlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261. Fair- 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxie—4-dr. ‘sed., $2,590; 2-dr. ‘sed., 
$2,536; 4-dr. hardtop, $2,662; 2-dr~ hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 


Thunderbird (V-8 std.)—2-dr. hardtop, 


AUTOMOTIVE NEWS, NOVEMBER 14, 1960 


$2,519; standard 


LeSabre—4 sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 





3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. a $2,167; 
4-dr. 2-seat stat. wag., $2,438 
-dr. sed., $2, 702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2, 766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 













$4,170; conv., $4,637. (Cruise-O-Matic conv., $5,773.50. LeBaron—4-dr. hardtop 
° , . ’| $3,003; 4-dr. hardtop, ,136. Bonneville— 
—_ - os power brakes | $6,426. (TorqueFlite, power steering, power | 4-dr. hardtop, $3,331; ony hardtop, $3,- 
standard on both models.) brakes standard on all models.) 6; 4-dr. 2-seat stat. wag., 


255; conv., $3,47 


, 






IMPERIAL—Custom—4-dr. hardtop, %.- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 


Film Offers Ways 
Of Easing Traffic 






LINCOLN CONTINENTAL—4-dr. sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417, Meteor 300 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 





RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr. 2-seat stat. wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr. 2-seat stat, wag., §$2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat, wag., 
$2,295; 4-dr. 2-seat stat. wag., $2,344. 






































- 7 a) hardtop, $2,721; 2-dr, hardtop, $2,656. Olassic—Deluxe Six—4-dr. sed., $2,098; 
Tieups un Cities Monterey V-8 — 4-dr. ‘sed $2,600: 4-dr, | 4-r. 2-seat stat. wag., $2,437. Super Six— 
hardtop, $2,941; 2-dr, hardtop, $2,876;| $2572" Bede’ Seuest ator man $2 0uT. 

’ , 2 awe ’ ’ , y ; 5-dr. 3-seat stat. wag., ,697. 

DETROIT.—“Auto, U. S. A.,” |] conv., $3,126, Station Wagons—Commuter | Custora Six_-4-dr_ sed., $2,413" 4-dr, 2- 

- | sound-and-color film aimed at help-| Six 4-dr, 2-seat, $2,806; Commuter V-8| seat stat. wag., $2,717; 5-dr, 3-seat stat. 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr.| wag., $2,842. Super V-8—4-dr. sed., $2,- 






ing communities solve problems of 
traffic congestion, has been made 


2-seat, $3,118. 
OLDSMOBILE — F-85 — Standard 4-dr. 


397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr, sed., $2,512; 4-dr, 2-seat stat. wag., 





country, by Perfect, Circle Corp, | sasdard’ andr. ‘S-eeat stat. wag’, $2604; | $2816; S-ar. S-eeat stat, wag, $2,041, 
country by Perfect Circle Corp.,| deluxe 4-dr. 2-seat stat. wag., $2,789. per V-8—4-dr, sed., $2,- 





537; 4-dr. 2-seat stat, wag., $2, wa: 5-dr, 
3-seat stat. wag., $2, 966. ‘Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat. wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 


Hagerstown, Ind. 

The 25-minute film was produced 
under a grant from Perfect Circle. 
At its premiere here, Detroit Police 
Supt. Louis Berg said he felt it 
would contribute to the solution of 
traffic problems. 

The production stresses that 
“community planning today is the 
best insurance against traffic con- 
gestion tomorrow.” It notes that 
congestion arises because 50 per- 
cent of the nation’s vehicles are 
crammed onto city streets which 
make up only 10 percent of the 
road system. 


Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; 4-dr. 2-seat stat. wag., $3,- 
665; 4-dr. 3-seat stat. wag., $3,773. Series 
98—4-dr. sed., $3,887; 4-dr. hardtop (slop- 
ing roof), $4,021; 4-dr. hardtop (flat roof), 
$4,159; 2-dr. hardtop, $4,083; conv., $4,- 
362. (Hydra-Matic, power steering, power 
brakes standard on Series 98.) 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423 


(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 








STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
$2,290; 4-dr. 2-seat stat. wag., 
ig Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr. 2-seat stat, wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark V-8—4-dr. 
sed., $2,290; 2-dr, hardtop, $2,378; conv., 
$2,689; 4-dr. 2-seat stat, wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650, 


* * * 


1960 MODELS 


LINCOLN—Lincoin—4-dr. sed., $5,441; 
4-dr. hardtop, $5,441; 2-dr, hardtop, $5.- 


4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- : 

Among the methods of relieving] 599." station Wagons -2-dr,2-seat Deluxe, | 253. Premlere—4-dr. sed., $5,945; — 
congestion mentioned in the film| $2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr.| hardtop, $5,945; 2-dr hardtop, _ 5, . 
2-seat Custom, $2,761. Plymouth ‘V-8— | Continental—4-dr. sed., $6,845.30; 4-dr. 

are one-way streets, restricted] (on the following models, a V-8 engine|hardtop, $6,845.36; 2-dr, hardtop, $6,- 


is standard and a six-cylinder engine is 
parking, progressive stop lights, not available). Fury V-8—Conv., $2,967. 


“reversible” center lanes for rush-| g, 
hour periods and driver education. 


598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater stindard on all models.) 


tation Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 


New Commercial-Car Registrations, 
All States for September, 1960-1959 


4-dr, 2-seat Sport, $3,024; 4-dr. 




















Truck istrations by states are 
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Mack | baker | White | Willys 
e oes Previously Reported *60) 10915 100; 1868) 13734) 4107; 5870 543 358 598; 1824) 2055| 42013 
September ee ‘59 79| 10855 |___—166 ae | ee. | 3627 5697 | 319 773 1876 2128| 43638 
aetoee ‘60 | “| ey | | 24 H H | * 999 
bs x8 90 73 15 2 9 977 
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All States Reported ) 68| 22228 154| 3260| 25498; 6960| 9207 827 76072 
For September ‘59 i21| ai09| el 3581} 27831 6280} 9343 1"e9| eal m9 | 3793| 79047 
Year *60) 840| 242326| 2041 Sal sven 63349| 86270); 8708) 4200| 11541; 21795) 34499) 728613 
To Date '59| 859} 250594; 2138 219051} 55169] 79106) 10465} 4852) 11684) 20535) 31399] 726796 





Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car Registrations, All States for September, 1960-1959 






ar registra- 
tions as com- 
iled by R. L. 
folk & Co. 






S-P 
FORD Olds- 
[ef] el moe |p oe | st fom 












































40 States "60| 19165 761| 12979| 18123 6739 om 73655| 9362 71767| 14255| 16415| 117193] 5085! 22397| 272727 
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Used-Car Auction Prices 





(Continued from Page 47) 


4-dr. Holiday, $475* (ps). 

"54 (88) 2-dr. Holiday, $260*. 

"52 (88) 2-dr. Holiday, $220*. 

’48 (68) station wagon, $180*. 

PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
435*; Savoy (6) 2-dr., $1,085. 

'57 Fury (8) 2-dr. hardtop, $760; Savoy 
(6) 2-dr., $535, $455*; Belvedere (8) 
4-dr, hardtop, $475*. 

’55 Belvedere (8) 2-dr. hardtop, $385*; 
4-dr., $335*. 

‘54 Belvedere conv., $135*. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
225* (ps); Catalina conv., $1,760* 


(ps). 
’57 Chieftain 2-dr, Catalina, $795*. 
’56 Chieftain 4-dr. Catalina, 2 at $485*, 


$425*; 2-dr, Catalina, $435*, $335*. 
‘55 Star Chief 2-dr. Catalina, $385*; 
Chieftain 4-dr., $315*; 2-dr., $235. 


’53 Chieftain 2-dr. Catalina, $135*; 4-dr., 

$120* (ps). 
BLER — ’59 Ambassador (8) Cross 
Country, $1,800* (ps); Super (6) Cross 
Country, $1,650; Super (8) 4-dr., $1,- 
280* (ps). 

STUDEBAKER—’59 Lark (6) 2-dr., $1,- 
025. 

’55 Commander (8) 2-dr., $305. 

’54 Commander (8) 2-dr., $355*. 
WILLYS—’53 Eagle (6) 2-dr., $235. 
MISCELLANEOUS—’60 Ford (6) Falcon 

Ranchero, $1,555; Chevrolet (6) 
Apache %-ton pickup, $1,350. 

’59 Chevrolet (8) %-ton —, $1,160; 
Ford (8) %-ton pickup, $1,115. 

’58 Ford (6) F-250 %-ton pickup, $940; 
(6) F-100 %-ton pickup, $885, $785. 

’57 Chevrolet (8) %-ton pickup, +5706; 
Studebaker (8) %-ton flatbed, $585. 

’56 Ford (8) F-250 %-ton pickup, $615; 
(6) F-100 %-ton pickup, $585. 

’55 Ford (6) %-ton panel, $385. 

’53 Ford (8) F-100 %-ton pickup, $385; 
(6) F-100 %-ton pickup, $205. 

’52 Chevrolet %-ton panel, $275. 

’50 Chevrolet %-ton flatbed, $290. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 3. 
Sold 352 cars from 678 consignments. 
BUICK—’60 Electra 4-dr. hardtop, $2,510* 

(ps); 4-dr., $2,325* (ps); LeSabre 4- 
dr., $2, 350°. (ps); Invicta conv., $2,270* 


(ps). 

"59 Electra 225 4-dr. Riviera, $1,875* 
(ps); LeSabre 2-dr. hardtop, $1,600* 
(ps), $1,560* (ps); 4-dr., $1,4706; 2-dr., 
$1,320* (ps). 

’58 Super 2-dr. Riviera, $1,175*; 
2-dr. Riviera, $970* (ps). 

’57 RM 2-dr. Riviera, $750* (ps); Super 


Special 


2-dr. Riviera, $745*; Special 2-dr., 
$495*, 
’56 Super 2-dr. Riviera, $480* (ps); Cen- 
tury 4-dr. Riviera, $380*. 
"55 Special 2-dr., $275* (ps). 
CADILLAC — ’'60 Eldorado conv., $4,950* 


(ps); (60) Special 4-dr. hardtop, $4,- 
705* (ps), $4,525* (ps), $4,330* (ps); 
deVille 2-dr. hardtop, $4,250* (ps), $4,- 
150* (ps); 4-dr. hardtop, $3,940* (ps). 

"59 (60) Special 4-dr. hardtop, $3,540* 
(ps); (62) conv., $3,190* (ps); 2-dr. 
hardtop, $3,080* (ps)), $3,000* (ps); 
4-dr., $2,950* (ps); de Ville 4-dr. hard- 
top, $3,055* (ps), $3,045* (ps). 

‘58 Eldorado Seville, $2,725* (ps); 
4-dr., $1,865* (ps). 

"57 (62) Coupe de Ville, $995* (ps); 4- 
dr., $700* (ps); (60) Special 4-dr., 
$870* (ps). 

’53 (62) 2-dr. hardtop, $320*. 

CHEVROLET—’60 Impala (8) conv., $2,- 
200* (ps), $2,175* (ps); sport coupe, 
$2,065; Impala (6) conv., $1,845* 
(ps); sport coupe, $1,830; Parkwood 
(8) 4-dr., $2,030* (ps); Corvair (6) 
4-dr., $1,500, $1,395, 2 at $1,325. 

59 Nomad (8) 4-dr., $1,680*; Impala 
(8) sport sedan, $1,650* (ps); sport 
coupe, $1,490*; 4-dr., $1,400*; Bel Air 
(8) 4-dr., $1,230* (ps), $1,190*; Brook- 
wood (6) 4-dr., $1,100*; Biscayne (8) 
4-dr., $1,100*; Biscayne (6) 2-dr., $1,- 
050, $1,025*. 

’58 Impala (8) sport coupe, $1,250* (ps); 
conv., $1,180, $1,050* (ps); Brookwood 
(8) 4-dr., $1,250*, $1,075*. 

57 Bel Air (8) sport coupe, $905*, $885*, 
$825* (ps); 4-dr., $745*; Two-ten 
(8) 4-dr., $810. 

’56 Bel Air (8) sport coupe, $730*. 

‘55 Bel Air (8) station wagon, $540*; Bel 
Air (6) 2-dr., $305; Two-ten (8) sta- 
tion wagon, $510* (ps); Two-ten (6) 
station wagon, $500*. 

OHRYSLER — ’'58 Windsor 2-dr. 
$1,060* (ps). 

'57 Windsor 2-dr. hardtop, $635*; 4-dr., 
$495*; NY 2-dr. hardtop, $580* (ps). 

DeSOTO—’60 Adventurer 4-dr. hardtop, $3,- 
100* (ps). 

*59 Firedome 4-dr. hardtop, $1,450* (ps). 

’58 Firedome 4-dr., $845* (ps). 

’57 Firesweep 4-dr., $505*. 

’55 Firesweep 2-dr. hardtop, $460* (ps). 

DODGE — ’59 Royal (8) 2-dr, hardtop, 
$940* (ps), 

*58 Coronet (8) 4-dr., $700*; 
Royal (8) 4-dr., $675* (ps). 
’57 Sierra (8) 4-dr., $735* (ps); 
Royal (8) conv., $570* (ps), 
Coronet (6) 4-dr., $485* (ps). 
EDSEL—’58 Villager 4-dr., $500*. 
FORD—’60 Galaxie (8) Starliner, $1,915*; 

conv., $1,700*; Falcon (6) station wag- 
on, $1,675; 2-dr., $1,395*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
550* (ps); conv., $2,315* (ps); Galaxie 
(8) 4-dr., $1,485*; conv., $1,450* (ps); 
Ranch Wagon (8) 4-dr., $1,110*; Cus- 
tom 300 (8) 2-dr., $990*. 

‘58 Thunderbird (8) conv., 
2-dr. hardtop, $1,770*, $1,675* (ps), 
$1,600*; Fairlane 500 (8) Skyliner, $1,- 
105*; 2-dr., $875*; Country Sedan (6) 
4-dr., $1,035* (ps); Ranch Wagon (8) 
4-dr., $840*; Custom 300 (8) 4-dr., 
$685; 2-dr., $680*, $625; Fairlane (8) 
2-dr. Victoria, $600*. 

"57 Custom (8) 4-dr., $720*, $415; Fair- 
lane 500 (8) 2-dr. Victoria, $540*. 

‘56 Fairlane (8) 2-dr. Victoria, $645*, 
oo! conv., $315*; Custom (8) 2-dr., 


‘55 Country Sedan (8) 4-dr., $380*, 
$375*; Fairlane (6) 2-dr., $325; Fair- 
lane (8) Crown Victoria, $280°; Custom 
(8) 2-dr., $240*. 

HUDSON—’57 Hornet 4-dr., $250* (ps). 
IMPERIAL—’60 Crown 2-dr. hardtop, $3,- 
330° (ps). 

’59 Imperial 4-dr. hardtop, $1,995* (ps). 


(62) 


hardtop, 


Custom 


Custom 
$405*; 


$1,950* (ps); 




































150; Catalina sport coupe, $2,130*. 

’59 Bonneville 4-dr. Vista, $2,100* (ps); 
conv., $2,025* (ps); sport coupe, $1,- 
950* (ps); Star Chief 4-dr. Vista, $1,- 
740° (ps), ; Catalina sport 

$1,585* (ps); 4-dr. 

4-dr., $1,475"; conv., 
$1, 415* (ps). 


*57 Chieftain 2-dr. Catalina, $700*. 
’56 Chieftain 2-dr., $410* (ps). 

’55 Chieftain 2-dr. Catalina, , 3245"; Star 
Chief 2-dr. Catalina, $200 
RAMBLER—’60 Custom (8) si. $1,560° 

(ps); Deluxe (8) Cross Country, $1,400. 
’59 Custom (8) 4-dr., $1,225, $1,200; 
Cross Country, $1,200*; 4- 


"58 Super (6) 4-dr., $690°. 
’56 Custom Cross Country, $325*. 
VALIANT—’60 Valiant 4-dr., $1,675*, 


’56 Imperial 2-dr. hardtop, $695* (ps). 
LINCOLN—’58 Capri 4-dr., $1,205* (ps). 

’56 Premiere 4-dr., $445° (ps). 
MEROCURY—’58 Park Lane 2-dr. hardtop, 

$1,340* (ps); Monterey 4-dr., $725*. 

’57 Monterey 2. dr., $600*. 

"56 Custom 2-dr. hardtop, $300*. 

’55 Monterey 2-dr. hardtop, $275*, $215*. 


OLDSMOBILE—’60 (98) 2-dr. Scenic, $3,- $1,- 


S80" (ps); (88) 4-dr., $2,155* (ps), $2,- 490*, $1,475*; station wagon, $1,665*. 
: 100* (ps). MISCELLANEOUS—’57 Chevrolet (6) %- 
59 (98) ie dr. Scenic, $2,115* (ps); 4-dr. ton pickup, $500, 
eee’ $1,985* (ps), $1,900* (ps), CA N 
10* (ps); (88) 2-dr., $1,620*. LD LL, 
'5S (98) 4-dr. Holiday, $1,250" (ps); WE - J. 
2-dr, Holiday, $1,005* (ps); (88) Skyline Auto Auction. Sale every Thurs- 


day. Prices are for sale of Nov. 3. '55-'57 
prices firm. '58-’59 and '60 prices softening. 
Sold 201 cars, 
BUICK—’58 Super 2-dr. 
(ps); Limited 4-dr. 


(ps). 
"56 Special 4-dr. Riviera, 


4-dr., $1,125* (ps). 
’57 (98) 4-dr. Holiday, $865* (ps); (88) 
Super conv., $840* (ps); 4-dr., $675* 


(ps). 
"56 (88) 4-dr. Holiday, $655* (ps); 2-dr. 
oe $500*; (88) Super 4-dr., $585* 


Riviera, $1,200* 
Riviera, $1,045* 


$515*; 4-ar., 
’55 (88) 4-dr. Holiday, $305. $495* (ps); conv., $420* (ps); 2-dr. 
PLYMOUTH—'60 Fury (8) conv., $1,890*. Super conv.,’ $375* 


RM conv., $230* (ps). 
’55 Super 2-dr, Riviera, $400* (ps); 4-dr., 

$270* (ps); Special 4-dr. Riviera, $350, 
, $140* (ps); 4-dr., $290*. 


’59 Suburban (8) 4-dr., $1,380*, $1,310* 
(ps); Suburban (6) 4-dr., $1,080*; 
Fury (8) 4-dr. hardtop, $1,200* (ps); 
Fury (6) conv., $1,085* (ps); Belvedere 


(6) 4-dr., $1,010*, $965°. RM 2-dr., Stise (ps); Super 4-dr., 
’58 Suburban (8) 4-dr., $850* (ps); Bel- openoe (ps). 

vedere (8) 4-dr., $800*; Savoy (6) 4-dr., "53 RM 4-dr., $100* (ps 

$595*; 2-dr., $330*; Plaza (6) 2-dr.,| CADILLAC—’60 (62) er. hardtop, $3,- 


$335. 910* (ps); 
’57 Savoy (6) 4-dr., $285*. 720* (ps). 
PONTIAC—’60 Ventura sport coupe, §$2,- "59 (62) conv., 


de Ville 4-dr. hardtop, $3,- 


$3,150* (ps); 4-dr. hard- 





NEED 


PRE-ENGINEERED 


WIRE ? 


WIRE 
PACKARD 
ELECTRIC! 


-A SINGLE SOURCE FOR SPECIAL 
AND REGULAR CABLE AND WIRE 


Just give us the specifications. We will work with your 
designers to develop and produce pre-engineered wire, 
such as power cords, to your exact needs. Or, if you want 
regular cable or wire, you can choose from our broad 
line of electronic, aircraft, appliance, marine and auto- 
motive cable. And we are one of the largest producers 
of magnet wire. 


Packard’s integrated production, from raw materials to 
finished products, assures on-time delivery, dependable 
cost- and quality-controls. Remember, whenever you need 
wire .. . wire Packard Electric, Warren, Ohio. 
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top, $2,735* (ps). (ps); Fairlane 500 (8) 2-dr. Victoria, 
’58 (62) Sedan de Ville, $2,280* (ps). $1,450* (ps); 2-dr., “3 160° (ps); 
’57 (62) Coupe de Ville, $1,640* (ps). Custom 300 (8) 4-dr., $1,000, $950. 
’5S (62) conv., $610* (ps), $600* (ps). ’58 Fairlane 500 (8) 4-dr. Victoria, $985* 
’54 (62) 4-dr., $600* (ps). (ps); Fairlane (8) 4-dr., $670*; Custom 
’50 (62) conv., $190*. 300 (8) 4-dr., $750. 
CHEVROLET—’60 Impala (8) 4-dr, hard- ’57 Custom 300 (8) 4-dr.. $640* (ps); 


Victoria, $625* 


top, $1,840* (ps); Bel Air (8) 4-dr., Fairlane 500 (8) 2-dr. 
$1,810* (ps), $1,730* (ps); Bel Air (6) (ps); $500*; conv., $625* (ps); 4-dr. 
-dr., $1,725* (ps), $1,630* (ps); Cor- Victoria, $535*; Ranch Wagon (6) 2- 
vair (500) (6) 4-dr., $1,475*. ar., $365, 

’59 Brookwood (6) 4-dr., $1,580*° (ps); "56 Fairlane (8) 4-dr, Victoria, $430* 


Parkwood (8) 4-dr., $1,520* (ps), $1,- (ps); 2-dr. Victoria, $400; Country 


225*; $1,225*; Parkwood (6) 4-dr., Squire (8) 4-dr., $430° (ps); Custom 
$1, 390°, $1, 275; Impala (8) 4-dr. hard- (8) 2-dr., $415* (ps). 

top, $1, 520° (ps), $1,425* (ps); 4-dr., ’55 Ranch Wagon (8) 2-dr., $355, $305* 
$1,450* (ps); 2-dr. hardtop, $1, 500*, (ps). 

$1,465*; Bel Air (6) 4-dr., $1,350* *54 Crest (8) 4-dr., $150; Custom (8) 
(ps), $i, 300*, $1,275*, $1, 255°, $1,200, 4-dr., 2 at $115. 

$1, 145; 2-dr., $1,140; Bel Air (8) 4-dr. 53 Crest (8) 2-dr. Victoria, $110. 


’52 Custom (6) 2-dr., $155. 


hardto} , $1,285*, $1,125*. 
7 IMPERIAL — ’58 Imperial 4-dr, hardtop, 


’58 Impala (8) conv., $1,250* (ps), $1,- 


200* (ps); Biscayne (8) 4-dr., $1,000*, $1,500* (ps). 
$830*, $820; Biscayne (6). 2-dr., $855, ’57 Imperial 2-dr. hardtop, $1,110* (ps). 
$810, $875. a Capri 4-dr. hardtop, $1,475* 


57 Impala <b) 4-dr. hardtop, $860; Bel 
Air (8) 2-dr., $685*. 
"56 Bel Air (8) 4-dr. hardtop, $500°*; 
Pome (8) station wagon 4-dr., $425* 


ps). 
+58 Bei Air (8) 4-dr., $470*. 
°54 Two-ten 2-dr. 250° 
CHRYSLER — '58 Windsor 4-dr. hardtop, 
$1,050* (ps). 
DeSOTO—’58 Firedome conv., $1,180* (ps); 
Firesweep 4-dr., $860* (ps). 
'57 Firedome 4-dr., $700*, $595* (ps). 
DODGE—’60 Matador (8) station wagon, 
$1,690° (ps). 
*58 Coronet (8) =— hardtop, $890* (ps). 


(ps 
56 Premtive 2-dr, hardtop, $350* (ps). 
MERCURY—’'60 Park Lane conv., $1,850* 


(ps). 

’58 Turnpike Cruiser 2-dr., $890* (ps). 

’57 Montclair conv., $680* (ps); Monterey 
4-dr., $560* ( ps). 

56 Custom 4-dr., mgaT5 (ps). 

’55 Monterey 2-dr. hardtop, $395* (ps), 
$250*; Montclair 2-dr. hardtop, $195*. 

’54 Monterey 2-dr., $125. 

’53 Monterey 4-dr., $145. 

OLDSMOBILE—’59 (98) 4-dr. Holiday, $1,- 

870* (ps); conv., $1,855* (ps). 


, 4 ° 

"Sf Sierra (8) 4dr, SHO" (be) a I ag Me 
’56 Coronet (8) 2-dr. 4-dr.. $970* (ps). a 3 
‘55 Royal (8) é-de., ioe 57 (88) Super conv., $625* ( 

FORD—’61 Falcon (6) station wagon 2-dr.,| , 55 (88) 4-dr., $450*, $405*, Fo00° (ps). 


"54 (88) Super 4-dr., $125* (ps). 


$2,035. 
’60 Falcon (6) 4-dr., $1,425. 
" ; (Continued on Page 50, Col. 2) 


*59 Galaxie (8) 4-dr,' Victoria, $1,500* 


CROSS SECTION OF A PACKARD ELECTRIC POWER CORD 
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Warren, Ohio 





“Live Wire” division of General Motors 
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Williams, Sutter 
To Speak Nov. 15 


At Conn. Conclave 


HARTFORD. — Birkett L. Wil- 
liams, National Automobile Dealers 
Assn. president, and Frederick M. 
Sutter, former NADA president, 


(Continued from Page 49) 


*53 (88) 2-dr. Holiday, $100* <ps). 
"62 (98) 4-dr., $155* (ps). 
PLYMOUTH—'59 Belvedere (8) 4-dr., $1,- 





cent of 163 consignments. 
BUICK—’59 Electra 4-dr. hardtop, $1,970* 


(ps). 
"57 Special 4-dr., $780*; 






2-dr. Riviera, 







will address the annual convention 100°, $1,000, $ 
58 Belvedere’ (8 ; $645; Super 2-dr, Rivi 
of the Connecticut Automotive ive 18) a-6r. ane. sioss, géboei| 56 Century 4-r, ‘sara sre (Ps). 





55 Super 2-dr. Riviera, $450* (ps). 
64 RM 2-dr. Riviera, $295* (ps). 
CADILLAO—’59 (62) conv., $3,175* (ps); 
4-dr., $3,125* (ps). 

"58 (62) 4-dr., $2,000* (ps). 

"57 (62) 4-dr., $1,675* (ps). . 

"55 (62) conv., $900* (ps). 

CHEVROLET—'¢1 Biscayne (6) 4-dr., $2,- 

"60 Corvair (6) Monza 2-dr., $1,910*; Im- 
Pala (6) sport coupe, $1, 

‘59 Impala (8) sport coupe, $1,700* (ps); 
4-dr., $1,566* (ps); Impala (6) 4-dr., 
$1,550° (ps); Brookwood (8) 4-dr., 
$1,400*; Brookwood (6) 4-dr., $1,310; 
Bel Air (8) 4-dr., $1,375* (ps); Bel 
Air (6) 4-dr., $1,225*. 

"658 Impala (8) sport coupe, $910; Yeo- 
man (6) 4-dr., $1,050; Delray (6) 2- 
dr., $910; Biscayne (8) 4-dr., $905*. 

"57 Bel Air (8) station wagon 4- ar. $1.- 
140*; sport coupe, $1,000*; Two-ten (8) 
station wagon 4-dr. $950°: 
(6) 4-dr., $875*; 2-dr., 
fifty (8) '2-dr., $625°. 

’56 Bel Air (6) sport coupe, $750*; Bel 
Air (8) sport coupe, $685*; Two-ten 
(6) 4-dr., $635; Two-ten (8) station 
wagon 4-dr., $580*. 

’55 Bel Air (8) sport coupe, $605; 4-dr., 
$515*; Two-ten (6) station wagon 4- 
dr., $525; Two-ten (6) 2-dr., $400; 
station wagon 4-dr., $395*. 

’54 Bel Air 4-dr., $345; Two-ten 4-dr., 
$210°. 

CHRYSLER—’'57 NY 4-dr., $890* (ps). 

’56 NY 4-dr., $635* (ps). 

"55 NY 4-dr., $410* (ps). 

DeSOTO—'57 Fireflite 4-dr. hardtop, $600* 


(ps). 
DODGE—’59 Royal (8) 4-dr., $1,400* (ps). 

’58 Coronet (8) 4-dr., $850*. 

57 Coronet (8) 4-dr. hardtop, $750*. 

"55 Royal (8) 4-dr., $370*. 

FORD—’61 Falcon (6) 2-dr., $2,010. 

’59 Thunderbird (8) 2-dr. hardtop, §$2,- 
500* (ps); Galaxie (8) 4-dr. Victoria, 
$1,650* (ps); 4-dr., $1,450*; Fairlane 
500 (8) conv., $1,435*; 2-dr. Victoria, 
$1,510* (ps); 4-dr., $1,125*; Fairlane 
(8) 4-dr., $1,220*; Custom 300 (8) 4- 
dr., $1,240*; 2-dr., $1,010. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
150° (ps); Country Sedan (8) 4-dr., 
$980; Fairlane (8) 2-dr., $900; Cus- 
tom 300 (6) 4-dr., $875*, $825. 

’57 Fairlane 500 (8) skyliner, $1,100* 
(ps); 2-dr. Victoria, $900* (ps), $825* 
(ps), $790* (ps); Fairlane (8) 2-dr. 
Victoria, $815* (ps), $790*%; 4-dr., 
$765*; Custom 300 (8) 4-dr., $835, 
$635*; Country Sedan (8) 4-dr., $810*; 
Ranch Wagon (8) 2-dr., $780. 

’56 Fairlane (8) 4-dr., $600*; Custom 
(8) 2-dr., $440* (ps); Custom (6) 2- 
dr., $350°; Main (8) 4-dr., $400*. 





Trades Assn, here Nov. 15. 

In - oo talk opening the 
convention, Sutter will discuss fac- "g450°: suburban 7 * 
tory bulldout bonuses, discounts om} (a) ae asese, peteae 

“ 9 an -dr., a Ivedere 
Sree adh Seca bate’ mane, | {3 Seg Manton Weer, Pam 
facturers and dealers.” PONTIAC —'58 Chieftain 2- , 

Pe er SMe | ete, cots cnr on 
will the topic of Williams’ ad-| ' Meftain 2-dr. Catalina, $715° (ps), 
aan just prior to the luncheon| 56 chieftain 2dr, Catalina, $330°. 

reak. ‘55 Star Chief 4-dr., $280*; Chieftain 

2-dr. Catalina, $225° : 
‘acai = fh Upare ee oe - _ ‘54 Chieftain “des 2 at $200, 
reau of Economic Studies, Macales- a $1, 190°" (oe); °. “ar 9000, 9b1S", 
ter College, St. Paul. His subject ee a (6) Regal 
will be “1961 and the Car Dealer.” 53 canter’ (oy Det i . 

Upgren will be followed by Dave MISCELLANEOUS 55 Chevrolet  %- 
Reese, Drexel Hiil (Pa.) Oldsmo-| ton pickup, $310. 
bile-Rambler dealer; Richard H.| ‘* Ford (8) Panel, $185. 

urkhart, CATA president; Joseph CITY ‘ 

Gibson, Universal Underwriters, and ee ee lia 
John J. Tynan, state motor vehi- Wednesday, Prices are for sale of Nov. 2 
cles commissioner. '54-'57 are much in demand, Sold 71 per- 


Savoy (6) 4-dr., $570. 
'ST Plaza (6) 4-dr., $570; Belvedere (8) 
4 $565*° (ps), HATE; 4-dr. hard- 



































































ALBANY 
MG—’59 roadster, $1,210. 
Mercedes-Benz—'55 200 4-dr., $710. 
Renault—’'59 Dauphine 4-dr., $465. 
58 Dauphine 4-dr., $465. 
Simea—'59 Aronde 4-dr., $675. 


BORDENTOWN, N. J. 
Miliman—'58 2-dr., $575; 4-dr., $420. 
daguar—'52 conv., $275. 

MG—’'57 MGA conv., $965. 
Renault—'59 4-dr., $375. 
Volkswagen—’'60 2-dr., $1,330, $1,240. 
’57 2-dr., $230, 


CALDWELL, N. J. 
ee Sprite sport coupe, 
Fiat—'59 2-dr., $360, $290. 
Hiliman—’55 Minx conv., $135. 
Mercedes-Benz—'54 300 4-dr., $775. 
Morris—’59 Minor 4-dr., $450. 
Metropolitan—'58 2-dr. hardtop, $565. 
Simea—’'59 station wagon 2-dr., $545. 


CHICAGO 
Metropolitan—’'57 2-dr. hardtop, $560. 
MG—’'57 MGA, $675. 

Opel—’58 2-dr., $700. 

Renault—'60 Dauphine, $525. 
"59 Dauphine, $530. 

Simea—’'59 4-dr., $550. 


DANVILLE, VA. 


Hiliman—'57 4-dr., $600. 
Volkswagen—'58 2-dr., $900. 


DAYTONA BEACH, FLA. 

























Now—EASTERN’S Flying Freighters offer 


- OVERNIGHT 
DELIVERY 

















eo te as’ Anglia, $1,210. 
olvo—’ -dr., ,200, 
NEW YORK—MIAMI—SAN JUAN a CS 
NEW YORK—ATLANTA—NEW ORLEANS—MOBILE—HOUSTON || *<orsttas—'s0 conv, ss4s. 
FLINT 


CHICAGO— ATLANTA—MIAMI—SAN JUAN 


@ Reserved space on every Freighter flight. 

© Pressurized and temperature-controlled. 

® Flights daily except Saturday and Sunday nights. 
@ Pickup and delivery service available. 


Simea—’'59 4-dr., $560. 
Volkswagen—'58 station wagon, $1,320. 
’57 2-dr., $700. 


FONTANA, WIS. 
Simea-—'57 4-dr. hardtop, $1,060* (ps). 
Volkswagen—'59 Karmann-Ghia, $1,420; 

2-dr. hardtop, $1,160*, 
’S7T 2-dr., $835*. 


LOS ANGELES 

Austin—’'60 4-dr., $1,100. 
Ford (English)—’'57 Consul 4-dr., $405. 
Hitiman—'57 Minx 4-dr., $450. 
Renault—'57 Dauphine 4-dr., $300. 
Triumph—'58 TR-3 roadster, $1,050. 
Volkswagen—’'60 2-dr., $1,310. 

'59 2-dr., $1,230. 

‘66 2-dr., $745, $625. 


MANHEIM, PA. 
Alfa-Romeo—’60 conv., $3,025. 
Austin-Healey—'59 Sprite roadster, $635. 

‘58 station wagon 2-dr., $750; 

2-dr., $510. 


In addition, Eastern offers freight space on over 400 daily passenger 
flights — including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
in the United States, Canada, Bermuda, Puerto Rico and Mexico. 
For Information and Freight Reservations, call your 
Freight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN |AIR LINES 








Volkswagen—'60 2-dr., 
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HUDSON—’55 Super 4-dr., $255. 

LINOCOLN—’'56 Premiere 2-dr., $850* (ps). 

MERCURY—’'57 Monterey 4-dr., 
$490. 


’55 Montclair 4-dr. hardtop, $590°. 


OLDSMOBILE—’59 (88) Super 4-dr., $2,- 
050* (ps); (88) 4-dr., $1,805* (ps), 


$1,545° (ps). 
‘5S (88) 4-dr., $1,425* (ps). 
"57 (88) 4-dr., $960° (ps), $670*. 
’55 (88) conv., 
’564 (88) 4-dr., $220°. 


PLYMOUTH—’'59 Belvedere (8) 4-dr., $1,- 


200*; Savoy (6) 4-dr., $780. 
58 Savoy (8) 2-dr., $700*. 
’57 Belvedere (8) 4-dr., $605*. 


’56 Savoy (8) 4-dr., $375; Belvedere (6) 


4-dr., $300. 
PONTIAC—’ 59 Bonneville 4-dr. Vista, $1,- 
805° (ps). 
’58 Chieftain 4-dr., $1,210* (ps). 
’57 Chieftain 4-dr., $960*; 
4-dr. Catalina, $890* (ps) 


2-dr., $420°*, 
'60 Deluxe (6) 4-dr., $1,410. 


’59 Super (6) Cross Country 4-dr., $1,- 
475; io? $1,200; Custom (6) 4-dr., 


$1,335 


STUDEBAKER—’58 Silver Hawk (8) 2-dr., 


$790. 


MISCELLANEOUS—'58 Chevrolet (6) 1- 


$1,010; International = -ton, $820. 
+58 *GMC cab & chassis, $660 
’54 Ford %-ton pickup, $300. 
’53 Chevrolet %-ton pickup, $395. 


FONTANA, WIS. 


Fontana Auto Auction, 
Thursday. Prices are for sale of Nov, 3. 


Much more activity than past weeks. Late 
models still sluggish. Sold 147 cars from 


246 consignments. 
BUICK—’59 LeSabre 4-dr., $1,450* (ps). 
’68 Super 4-dr., $1,150* (ps). 


’57 Super 4-dr. Riviera, $950* (ps); Spe- 
cial 4-dr., $785* (ps), $755*; 2-dr. 


Riviera, $750*. 
°56 Special 4-dr., 
655 Century 2-dr. 

cial conv., 

$390° (ps), $295°. 
CADILLAC—’'57 (62) 4-dr., 

(60) Special 4-dr., $1,825* (ps). 
'55 (62) 2-dr., $800* (ps). 

"54 (62) 4-dr., $475* (ps). 
’53 (62) 4-dr., $310* (ps). 


$465*. 


CHEVROLET—’60 Impala (8) 4-dr. hard- 
Biscayne (8) 2-dr., $1,- 


Bel Air 
(8) 2-dr. hardtop, $1,495* (ps); 2-dr., 


$995*; 
Two-ten (8) 
station wagon 4-dr., $1,030*, $940; 2- 
Two-ten (6) 2-dr., 
$675; One- 


top, $2,140*; 
* 


59 Corvette (8) conv., $2,650°; 
$1,475* (ps), $1,440. 
57 Bel Air (8) 4-dr., 
Bel Air (6) 2-dr., $490*; 


$1,040*, 


dr., $840* (ps); 
$840* (ps), $800*%, $740*, 
fifty (6) 4-dr., $595*. 


’56 Bel Air (8) 2-dr, hardtop, $695*, 
£655*, $585*; 
Two-ten 


$505*; Two-ten (8) 4-dr., 
station wagon 4-dr., $625°; 
(6) 4-dr., $505*; Deiray, $300°. 


’55 Two-ten (8) station wagon 4-dr., 


$585*; Two-ten (6) 4-dr., $465*, $435°*, 


$420*, $400°, $390*; Bel Air (8) 2-dr., 


DKW—’ 57 2-dr., $450. 

Fiat—’60 2100 4-dr., $1,255. 
’58 600, $380 
"57 4-dr., $350. 

Ford (English)—’59 2-dr., $650. 
’58 Anglia, $500. 

Hiliman—'59 4-dr., $410. 

daguar—'59 4-dr., $1,660. 

MG—'59 MGA roadster, $900. 
’58 MGA roadster, $980. 
ercedes-Benz—'59 4-dr., $1,625, 
"58 4-dr., $1,475. 


Opel—’ 60 station wagon 2-dr., $1,400. 
Renault—’'59, $600; 4-dr., $600. 
Simea—’'59 4-dr., $730. 

Skoda—’'60, $310. 

Taunus—’59 station wagon, $700. 
Triumph—’60 roadster, $1,675, $1,550. 

*58 2-dr., $800, 

Volkswagen—'61 2-dr., $1,665. 

*60 Karmann-Ghia conv., $1,975; 2-dr., 
$1,975, $1,825; 2-dr., $1,585, $1,500, 
$1,430, $1,410, $1,330, $1,320, $1,285, 
$1,250; sunroof 2-dr., $1,275, 

’59 2-dr., $1,010. 

’S7 2-dr., $750, $745. 

*56 2-dr., $550. 

’55 2-dr., $425. 


MASON CITY, IA. 
Volkswagen—'59 2-dr., $1,340. 
’56 2-dr., $635. 


NEWINGTON, CONN. 
Peugeot—'59 4-dr., $800. 


SALT LAKE CITY 
$1,455, $1,435. 


WAREHOUSE POINT, CONN. 


Fiat—’'57 600 2-dr., $205. 
Opel—’59 Olympia 2-dr., $690. 
Renault—'59 Dauphine 4-dr., $650. 





’S5 Fairlane (8) 4-dr., $465°, $410*° 
(ps); Custom (8) 4-dr., $370°; Main 
“es 2-dr., $350. 

54 Custom (8) 2-dr., $420. 


$605°, 
‘56 Montclair 4-dr. hardtop, $645° (ps). 


Super Chief 
55 Star Chief 2-dr., $500*; Chieftain 


Sale every 


Riviera, $560*; Spe- 
$515* (ps); 2-dr. Riviera, 


$1,840° (ps); 


CHRYSLER—’57 NY 2-dr. 


FORD—’60 Galaxie (8) starliner, 


PONTIAC—'60 Catalina conv., 


$520°, $505°, $460°, $375°; 4-dr., 
$510*, $380*. 
DeSOTO—'57 ee ft. » $900*, $680°; 
2-dr. hardtop, $715 
DODGE—’61 Lancer (8) - $2,145°. 
*60 Royal (8) 4-dr., $1,475 
’57 Royal (8) 4-dr., $680*, $665° (ps). 
FORD—’60 Country Sedan (8) 4-dr., $1,- 
740°; Falcon (6) 2-dr., $1,345*; 4-dr., 
$1,305*. 

°68 Fairlane (6) 2-dr., $855°. 

’57 Country Sedan (8) 4-dr., $895°, 
$800°; Fairlane (8) 4-dr., $800*; conv., 
$780*, $750*; 2-dr., $660°; 2-dr. Vic- 
toria, $600*; Ranch Wagon (6) 2-dr., 
$650° 

’66 Thunderbird (8) conv., $1,585*; 
Fairlane (8) 4-dr., $510*; 2-dr, Vic- 
toria, $485*; conv., $390*; Country 
Sedan (8) 4-dr., $465; Custom (8) 4- 
dr., $360*, $350°. 

'5S Fairlane (8) 4-dr. +, $430*, $410. 

MERCURY—’59 Monterey conv. +, $1,370* 


(ps). 
’56 Montclair 2-dr, hardtop, $485*. 
’55 Monterey 2-dr. hardtop, $340* (ps); 


Custom r., $270*, 
OLDSMOBILE — ’'59 (88) 4-dr., $1,806° 


(ps). 

°S7 (88) 4-dr., $835*. 

’56 (88) 4-dr. Holiday, $795*; 4-dr., 
$605*; (98) 4-dr., $755*. 

"56 (98) 4-dr., $755*; (88) 4-dr., $605*, 
$480° (ps), $520° (ps), $490*; conv., 


$550*. 

PLYMOUTH — ’57 Belvedere (8) 4-dr., 
$620*, $600* (ps); Savoy (6) 4-dr., 
$420°*. 

’56 Savoy (8) 4-dr., $500*, 
’55 Savoy (6) 2-dr., $245*; 4-dr., $205. 
meee | es Chieftain Safari 4-dr., $1,- 
65°. 
’57 Chieftain Safari 4-dr. 
$760* (ps). 
’56 Star Chief 4-dr., $600° (ps). 
‘55 Chieftain 4-dr., 30* 
RAMBLER—’58 Super (6) 4-dr., 
‘S57 Super (6) 4-dr., $550*, 
’56 Super 4-dr., $465°. 


SALT LAKE CITY 


Salt Lake Auto Auction, Sale every 
Thursday. Prices are for sale of Nov. 3. 


BUICK—’57 Special 2-dr., $660. 

56 Super 2-dr, Riviera, $660* (ps). 

’55 RM 2-dr. Riviera, $550* (ps), 

’54 Special 4-dr., $280*. 
CADILLAC—’60 (62) 4-dr., $4,371. 
CHEVROLET—’60 Nomad (8) 4-dr., $2,- 

350* (ps); Impala (8) sport coupe, 
$2,330* (ps), $2,230* (ps). 

59 Parkwood (8) 4-dr., $1,685", $1,- 
630*, $1,590* (ps); Bel Air (8) 4-dr., 
$1,540°*. 

’58 Corvette (8) conv., $2,035; Biscayne 
(6) 4-dr., $925; Biscayne (8) 4-dr., 
$800, $550. 

57 Bel Air (8) station wagon, $985", 
$950*; Two-ten (8) 2-dr., $700; One- 
fifty (6) 4-dr., $400, $375; (taxi), 2 
at $375°*. 

’56 Bel Air (8) sport sedan, $820* (ps), 
$655*, $495* (ps); Bel Air (6) 2-dr., 


$550. 

"55 Nomad (6) 2-dr., $550; Bel Air (8) 
conv., $450*; Two-ten (8) 2-dr., $350; 
Two-ten (6) 2-dr., $280. 


(9 pass.), 


$750*. 


hardtop, $1,- 
125* (ps); 4-dr., $1,050*° (ps), 

DeSOTO—'57 Firesweep station 
$815* (ps). 


wagon, 


$2,000* 
(ps); 4-dr., $1,865* (ps), 2 at $1,860* 
(ps), $1,850° (ps), $1,835* (ps). 

’59 Galaxie (8) conv., $1,745* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
635* (ps); 4-dr., $1,280* (ps); Ranch 


Wagon (8) 4-dr., $1,430°; Fairlane 
(8) 4-dr., $1,275*, $1,150*; Custom 
300 (6) 4-dr., $1,150; Custom 300 (8) 


4-dr., $1,060*. 
’58 Thunderbird (8) 2-dr, hardtop, $2,- 
185; Fairlane (8) 2-dr, Victoria, $995; 


2-dr., $675*; Fairlane 500 (8) 4-dr., 
$700*, $680* (ps); Raach Wagon (6) 
4-dr., $985*. 


’57 Fairlane 500 (8) 2-dr. Victoria, 
$975*, $785*; conv., $910* (ps); 2-dr., 
$850*; Fairlane 500 (6) 2-dr, Victoria, 
$495°*; Country Sedan (8) 4-dr., $825°; 
Fairlane (8) 4-dr., $605; Custom 300 
(8) 2-dr., $550. 

56 Fairlane (8) 4-dr, 
2-dr., $400*. 


Victoria, $550; 


55 Fairlane (8) 2-dr. Victoria, $455*; 
Custom (8) 2-dr., $300*. 

’53 Custom (8) 2-dr., $300*; 4-dr., 
$275, $145, $135; Crest (8) conv., 
$225°. 

IMPERIAL—’57 Crown 4-dr. hardtop, 
$1,640* (ps). 

LINCOLN —’'58 Premiere 4-dr. hardtop, 
$1,880. 

MERCURY—’56 Medalist 2-dr. hardtop, 


$375". 
’55 Custom 2-dr, hardtop, $330°*. 
’54 Monterey 2-dr. hardtop, $325*, $240*. 


OLDSMOBILE—’57 (88) Super 2-dr. Holi- 


day, $1,070* (ps); (88) 2-dr, Holiday, 
$950". 

56 (88) Super 4-dr., 
4-dr., $495*° (ps). 

"55 (88) 4-dr. Holiday, $575* (ps). 


$635* (ps); (88) 


PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 


250° (ps). 

’58 Suburban (8) Sport 4-dr., $1,100* 
(ps); Belvedere (8) 4-dr., $820*. 

‘57 Savoy (8) 4-dr, hardtop, $600°*. 

’56 Savoy (8) 2-dr., $380. 

'5S Plaza (8) 4-dr., $260. 

$2,100° 

(ps). 

"59 Catalina Safari 4-dr., $1,850*. 

658 Star Chief 2-dr, Catalina, $1, 200°, 

’S7 Star Chief 4-dr. Catalina, $1,040* 
(ps); Chieftain 4-dr., $385. 

‘55 Star Chief 4-dr., 


(Continued on Page 51, Col. 1) 





ADVERTISEMENT 


DISPLAY NEW CARS OUTDOORS? SURE! Take a tip from Dee Motor 
Company at Barstow, Calif—Let a Childers Carport turn your lot into 


an exciting, invitin, 


outdoor showroom. It's air-conditioned free by Mother 


Nature. And Childers Carports provide night lighting that is carnival-gay 
at a very low cost. Read bow Childers Carports can save you enough money 
to actually pay for themselves. See Page 32. 
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RAMBLER—’56 Custom Cross Country, 
STUDEBAKER—'60 Lark (8) station 


MISCELLANEOUS—’59 Chevrolet (6) El 
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Used-Car Auction Prices 


(Continued from Page 50) 






























$765". 


wagon, $1,500. 
’59 Lark (8) station wagon, $1,410. 


Camino, $1,155; Ford (6) %-ton pick- 
up, $1,000; GMC %-ton stake, $900. 
’*568 GMC pickup, $830; International 

pickup, $550. 
’57 GMC pickup, $831; 
pickup, $535. 
’56 Ford (8) 1-ton wrecker, $775. 
’55 Chevrolet (6) flat dump, $800. 
’54 Ford (8) %-ton pickup, $365, 


DETROIT 


State Fair Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 1, Cars 
are down a little. Still a demand on clean 
cars, Sold 69 cars from 135 consignments. 


BUICK—’59 LeSabre 4-dr. hardtop, $1,575* 
(ps). 

’56 Special Estate Wagon 4-dr., $450; 
4-dr., $380* (ps). 

’55 Super 2-dr. Riviera, $305* (ps). 
CADILLAC—’58 (62) conv., $2,150* (ps). 
CHEVROLET—’60 Biscayne (6) 2-dr., $1,- 

600. 

59 Bel Air (8) 4-dr. hardtop, $1,385* 
(ps); Brookwood (8) 4-dr., $1,355. 

58 Impala (8) conv., $1,275* (ps); Del- 
ray (6) 2-dr., $850. 

’57 Bel Air (8) 4-dr. hardtop, $800*; 
Two-ten (8) 2-dr., $725*. 

'56 Bel Air (6) 4-dr., $575*; Two-ten (6) 
2-dr., $290, $280*; Two-ten (6) 2-dr., 
$250*. 

’55 Bel Air (8) 2-dr., $450*; 4-dr., $300*; 
Two-ten (6) 2-dr., $275*. 

DeSOTO—' 57 Firedome 4-dr., $600* (ps). 

’56 Firedome 2-dr. hardtop, $430* (ps). 
DODGE—’60 Polara (8) 4-dr. hardtop, $2,- 

100* (ps). 

55 Royal (8) 4-dr. hardtop, $200 (ps). 

FORD—’59 Fairlane 500 (8) 2-dr. Victoria, 
$1,325*; Fairlane (8) 2-dr., $1,150*; 
Country Sedan (8) 4-dr., $1,275*; Cus- 
tom 300 (8) 4-dr., $1,015*. 

’58 Country Sedan (8) 4-dr., $975* (ps); 
Custom 300 (6) 4-dr., $830, $625* (ps). 

’57 Fairlane 500 (8) conv., $660*; 2-dr. 
Victoria, $650*; Custom 300 (6) 2-dr., 
$510*. 

'56 Fairlane (8) 4-dr., $475* (ps). 

'55 Fairlane (8) 2-dr. Victoria, $345*; 
conv., $290*; Custom (8) 2-dr., $250*, 
$240*, $225, $200. 

MERCURY—’57 Monterey 2-dr., $545*. 

’56 Montclair 2-dr. hardtop, $490*. 

’55 Montclair 2-dr, hardtop, $290*, $225*. 
OLDSMOBILE — ‘60 (88) 4-dr., $2,125* 

(ps). 

5S (88) 4-dr, Holiday, $1,265* (ps). 

’57 (98) 4-dr. Holiday, $900* (ps). 

'56 (98) 2-dr. Holiday, $355* (ps); (88) 


International 


2-dr., $300*. 
'55 (98) 4-dr., $395* (ps); (88) 2-dr., 
$300*. 


PLYMOUTH—’'59 Fury (8) 4-dr., $1,150*; 
Belvedere (8) 4-dr., $825*. 

’57 Suburban (8) 4-dr., $775* (ps); Bel- 
vedere (8) conv., $575* (ps), $575*, 
$520*; 4-dr., $530* (ps); Savoy (8) 
2-dr., $400. 

'56 Belvedere (8) 4-dr., $415", $345* 
(ps), $220; conv., $300*. 

’55 Plaza (8) Suburban 2-dr., $210. 

PONTIAC—’'59 Catalina Safari 4-dr., $1,- 
835* (ps). 
’58 Chieftain 4-dr., $905*. 
RAMBLER—’60 Super (6) 4-dr., $1,445*. 
VALIANT—’60 Valiant (6) 4-dr., $1,530*. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Nov. 2. Prices were strong in 1956 and 
1955 due to shortage of cars. Sharp cars 
in all year groups were bringing top dol- 
lar. Sold 72 percent of 504 consignments. 
BUIOCK—’'59 LeSabre Estate Wagon, $1,- 

660* (ps). 

’57 RM conv., $800* (ps); 4-dr. Riviera, 
$560* (ps); Super 2-dr. Riviera, $740* 
(ps); 4-dr. Riviera, $575* (ps); Spe- 
cial 4-dr. Riviera, $700*, $675*; 2-dr. 
Riviera, $700*; 4-dr., $525*. 

’56 Special 4-dr. Riviera, $450* (ps), 
$335* (ps); Century 4-dr. Riviera, 
$425* (ps); Estate Wagon, $405* (ps). 

'55 Special 2-dr. Riviera, $410* (ps); 
conv., $250* (ps), $175* (ps). 

’54 Special 2-dr. Riviera, $405*. 

CADILLAC—’56 (62) 2-dr. hardtop, §$1,- 
185* (ps), $900* (ps). 

’55 (62) 2-dr. hardtop, $610* (ps), $455* 
(ps). 

’54 Special 4-dr., $180*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,050* (ps); conv., $1,945*; Corvair 
(6) 4-dr., $1,400, $1,170*; Biscayne 
(8) 2-dr., $1,340. 

’59 Corvette (8) conv., $1,975; Impala 
(8) conv., $1,630* (ps); sport coupe, 
2 at $1,630* (ps), $1,585* (ps), $1,- 
580* (ps), 2 at $1,570* (ps), $1,570; 
sport sedan, $1,600* (ps), $1,475* 
(ps); 4-dr., 2 at $1,500" (ps); Bel 
Air (8) 4-dr., $1,435* (ps), $1,385", 
$1,370*, $1,350* (ps), $1,340*, 2 at 
$1,300*, $1,280* (ps), $1,270; 2-dr., 
$1,370*, $1,300* (ps); Bel Air (6) 
4-dr., $1,165. 

’58 Corvette (8) conv., $1,925*; Impala 
(8) conv., $1,250* (ps); Bel Air (8) 
sport coupe, $1,120* (ps); 2-dr., $985; 
Brookwood (8) 4-dr., $1,060* (ps); 
Biscayne (8) 4-dr., $1,010*; Biscayne 
(6) 2-dr., $790*; Delray (8) 2-dr., 
$880*, $730*; 4-dr., $815*; Delray (6) 
2-dr., $800, $750. 

’57 Corvette (8) conv., $1,550*°; Bel Air 
(8) 4-dr., $1,175*, $850; sport coupe, 
$1,135* (ps); sport sedan, $1,075* 
(ps); conv., $960* (ps), $900* (ps), 
$900*, $875*; Two-ten (8) 4-dr., $795*; 
Two-ten (6) 4-dr., $675*; 2-dr., $600; 
One-fifty (6) 2-dr., $420 

CHRYSLER—’57 NY 2-dr. hardtop, §$1,- 
140* (ps); 4-dr., $550%; Windsor 4- 
dr. hardtop, $950* (ps); 2-dr,. hard- 
top, $885* (ps). 

DeSOTO—’'57 Firesweep 4-dr., $680*, $600* 

(ps). 

DODGE—’61 Lancer (6) 4-dr., $2,150. 

’59 Royal (8) 4-dr., $1,570* (ps); Coro- 
net (8) 2-dr, hardtop, $1,300". 

'57 Coronet (8) 2-dr. hardtop, $775* 
(ps); Coronet (6) 4-dr., $500* (ps). 

'54 Royal (8) 4-dr., $165*. 

FORD—'60 Country Sedan (8) 4-dr., §$1,- 

685; Falcon (6) 4-dr., $1,400. 
’59 Thunderbird (8) 2-dr. hardtop, §2,- 





340* (ps); Country Sedan (8) 4-dr., 
$1,710* (ps); Galaxie (8) 2-dr., $1,- 
555* (ps), $1,530* (ps); 2-dr. Victoria, 
$1,610* (ps), $1,480* (ps); 4-dr, Vic- 
toria, $1,490* (ps); 4-dr., $1,485* (ps); 
conv., $1,460"; Fairlane 500 (8) 4-dr. 
Victoria, $1,420* (ps); Fairlane 500 
(6) 4-dr. Victoria, $975* (ps); Fair- 
lane (8) 4-dr., $1,100*; 2-dr., $1,- 
050*; Custom 300 (8) 2-dr., $1,040. 

’58 Fairlane 500 (8) conv., $890*; Cus- 
tom 300 (8) 4-dr., $745*; 2-dr., $720*, 
$680; Custom 300 (6) 4-dr., $590*; 
2-dr., 2 at $400*; Country Sedan (6) 
4-dr. (9 pass.), $735*; Fairlane (6) 
2-dr. Victoria, $690; 2-dr., $575*, 
$420. 

’57 Country Sedan (8) 4-dr., $895* (ps), 
$325* (ps); Fairlane (8) 4-dr. Vic- 
toria, $725* (ps); 4-dr., $270*; Fair- 
lane (6) 2-dr., $675*; 2-dr. Victoria, 
$410* (ps); Ranch Wagon (6) 2-dr., 
$630 (ps). 

’56 Country Sedan (8) 4-dr., $550*; Cus- 
tom (6) 2-dr., $350* (ps); Main (6) 
2-dr., $230, $225. 

55 Thunderbird (8) conv., $1,300 (ps); 
Fairlane (8) Crown Victoria, $560*; 
Fairlane (6) conv., $325*; Ranch 
Wagon (8) 2-dr., $560; Custom (8) 4- 
r., $180, $175. 

’54 Custom (8) 2-dr., $260; Crest (6) 
2-dr. Victoria, $155*. 

'53 Custom (6) 2-dr., $130*. 

LINCOLN—’55 Capri 2-dr. hardtop, $395* 


(ps). 
MERCURY—’59 Monterey 2-dr. hardtop, 
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$1,550* (ps). 

’57 Monterey 4-dr. hardtop, $915* (ps); 
4-dr., $540*. 

’56 Monterey 2-dr. hardtop, $630*, $375* 
(ps), $290*; 4-dr. hardtop, $600* (ps), 
$510*; Custom 4-dr., $410*; 2-dr., 
$330*. 


OLDSMOBILE —’59 (98) 4-dr. Holiday, 


$2,085* (ps); (88) 2-dr., $1,400*. 

"58 (88) 4-dr., $1,200* (ps), $1,110* 
(ps); 4-dr. Holiday, $1,180* (ps). 

’57 (98) 4-dr. Holiday, $1,010* (ps); 
(88) 2-dr. Holiday, $950* (ps), $725*; 
4-dr. Holiday, $910* (ps), $900* (ps); 
— $490* (ps), $750* (ps), $720* 
ps). 

PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 
top, $1,220* (ps); 2-dr., $950*; Savoy 
(6) 2-dr., $1,005*, $770*; 4-dr., $840. 

"58 Suburban (8) 4-dr., $1,000* (ps); 
Belvedere (8) 4-dr., $975* (ps); 2-dr. 
hardtop, $970*; 4-dr. hardtop, $830* 
(ps); Savoy (6) 2-dr. hardtop, $560*. 

‘57 Belvedere (8) 4-dr. hardtop, $710* 
(ps), $660*; 4-dr., $570* (ps); Sub- 
urban (8) 4-dr., $650*, $640*; Savoy 
(8) 4-dr., $570*. 

PONTIAC—’60 Ventura 4-dr. Vista, $2,- 
200* (ps); Catalina conv., $2,200* 


(ps). 

’59 Bonneville 4-dr. Vista, $1,925* (ps); 
sport coupe, $1,900* (ps); Star Chief 
4-dr. Vista, $1,885* (ps), $1,860* (ps); 
Catalina 4-dr. Vista, $1,850* (ps); 
sport coupe, $1,710* (ps). 

’58 Chieftain 2-dr. Catalina, $1,080*. 

’56 Star Chief 2-dr. Catalina, $550* (ps). 

'55 Chieftain Safari 4-dr., $375*; 2-dr., 
$165*; Star Chief 2-dr. Catalina, 
$345* (ps). 

RAMBLER—’60 American (6) 2-dr., $1,- 
450*; station wagon, $1,400, $1,050; 
Ambassador (6) station wagon, $1,- 
400°. 

‘59 Custom (8) 4-dr., $1,250*; Super (6) 

(Continued on Page 52, Col, 3) 
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McKinnon Motors Celebrates Anniversary— 


McKinnon Motors, Inc., Adel, Ga., is celebrating its 35th year as a Ford dealer. 
The firm signed its first sales agreement with Ford Motor Co. in 1925 when it was 
located in Hariha, Ga., and was known as Hariha Motor Co. In 1932, the dealership 
moved to Adel and became Adel Motor Co. It was incorporated McKinnon Motors in 


1938. 


$950 an hour... 
CLEAR PROFIT 


This man undercoats a car with Lion Nokorode in two hours or less. 


Material and labor cost him approximately $11.00. He gets 


$30.00 for the job. His net profit is $19.00—or $9.50 an hour. How 


would you like to make this kind of money—in off-peak hours? 


For all the details, mail the coupon today. 


sei! LION Mokorode. 


UNDERCOATING 


AAS 









tion, of course. 





Name 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN- A, El Dorado, Arkansas 


Please send complete information about how I can make 
money with Lion Nokorode Cork Undercoating. No obliga- 
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Et DORADO, ARKANSAS 


LION OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL ebrdiestetlt n> set 


CORK 
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4-dr. Victoria, $1,785* (ps), $1,570* 
(ps); Fairlane 500 (8) 4-dr., $1,675* 
(ps); 2-dr., $1,500; Fairlane (6) 2- 
dr., $1,175*. 

‘59 Galaxie (8) 4-dr. Victoria, $1,500* 
(ps); Fairlane (8) 4-dr., $1,245* (ps); 
Fairlane 500 (6) 4-dr., $1,175. 

‘58 Thunderbird (8) 2-dr. hardtop, $1,- 
815* (ps); Fairlane 500 (8) 2-dr., 
$865* (ps). 

’57 Country Sedan (8) 4-dr., $790* (ps), 


Used-Car Auction Prices 
























(Continued from Page 51) 





f 2-dr., $900. 59 Impala (8) sport sedan, $1,725"; ° o; 
’56 Super Cross Country, $280. conv., $1,625* (ps); Bel Air (6) 4-dr., ar. Sees oteo sree ene: 
a '54 Super 4-dr., $120. $1,335; Bel Air (8) 4-dr., $1,290%, conv., $760, $685"; 4-dr., $760* (ps); 
b> | MISCELLANEOUS—’'59 Dodge %-ton pick-| ‘58 Bel Air (8) 2-dr, hardtop, $1,175*; Fairlane 500 (6) 2-dr., $750; 2-dr. 
. ie UP. $910, sport sedan, $975; Biscayne (6) 2- Victoria, $740*; Fairlane (8) 4-dr. 
: ; '55 Ford %-ton pickup, $505. dr., $875*. Victoria, $690*; Custom 300 (6) 2-dr., 
| 4 47 GMC %-ton pickup, $140. '57 Two-ten (8) station wagon 4-dr. (9 $565*, $445; 4-dr., $425*; Custom (6) 
4 pass.), $1,125* (ps); Two-ten (6) sta- 2-dr., $505, $480*, $475. 
4 COLUMBUS, O. tion wagon 4-dr., $850*; 4-dr., $735; ’56 Country Sedan (8) 4-dr., $655", 
i > Bel Air (8) station wagon 4-dr., $1,- $300°; Parklane (6) 2-dr., $515"; 
; Capital Auto Auction, Inc. Sale every 105, $870*; sport sedan, $935*, $925*; Fairlane (8) 4-dr., $505* (ps); conv., 
4 Thursday. Prices are for sale of Nov. 3. 4-dr., $900*, $885*. $450; Fairlane (6) 2-dr., $350*; Ranch 
q Market steady—Clean Sharp Cars, Sold "56 Bel Air (8) 2-dr., $650*, $430"; Wagon (8) 2-dr., $415; Custom (8) 
Ff 178 cars from 371 consignments. sport sedan, $550*, $455*; One-fifty 4-dr., $350*; Custom (6) 2-dr., $315*, 
i BUICK—’60 Invicta 4-dr., $2,325* (ps). (6) 2-dr., $495; Two-ten (6) 4-dr., $270. 
: i ’59 LeSabre 2-dr. hardtop, $1,750* (ps). $485; 2-dr., $435°*. ’55 Country Sedan (8) 4-dr., $515*, 
4 57 RM 4-dr. Riviera, $650* (ps). 55 Two-ten (6) station wagon 4-dr., $355*; Fairlane (8) 4-dr. Victoria 
I f ‘56 Special 4-dr. Riviera, $575*; 2-dr. $540; Bel Air (6) 2-dr., $515*; Bel Air $505; 4-dr., $320* y 
ce Riviera, $555° (ps), $475. (6) 2-dr., $515*; Bel Air (8) 2-dr. Vic-| '54 Custom (6) 2-dr., $130* 
4 ’ ’55 Special 4-dr., $375* (ps); 2-dr. Rivi- toria, $480* (ps); 2-dr., $450*; 4-dr.,| IMPERIAL—’57 Crown 4-dr, hardtop, 
: : era, $245*; Century 4-dr. Riviera, $300". $1,250* (ps), $1,245* (ps) 
j i $315* (ps). ’54 Bel Air (6) conv., $325*. LINCOLN—’ A h F > 
4 j P “we ’53 Super 2-dr, Riviera, $135. ’52 Deluxe 4-dr. hardtop, $350*, . N—'55 Capri 4-dr. hardtop, $525 
i ' CADELAC— 00 (60) Special 4-dr. hard-| ‘51 Deluxe 4-dr., $180*, seiepetaio a ae ee 
: : top, $3,470* (ps). DeSOTO—’59 Firesweep conv., $1,415* } pow ‘ar ne 4-dr. hardtop, 
Fy Texas Publishers Offer Ad Package— ‘58 (60) “Special 4-dr. hardtop, $2,350*| (ps). ° 5 g2oe (Pe). a Naat, 
4 ° a * ’ ss * . - 
a “The Texas Group,” made up of the leading publishers of the state, met in Dallas} +5, "Vuo\°a-ar“hantioy $1 bebe (he); | DODGE. Go Phowtin Bite. haeatep, | (DS lee $880%, $078 
‘ recently to form what is described as the “nation's largest advertising package in one 4-dr., $615* (ps). $1,875* (ps); Seneca (6) 4-dr., $1,-| "56 Custom 4-dr, hardtop, $450*. 
el order, one-bill basis.” Front row, from left, are Conway C. Craig, publisher, Corpus| oityRoLET Gi impale. ¢s —'c . as tear Ga as Deaeee, 
Christi Caller-Times; John T. Jones jr., president, Houston Chronicle, and John W. Run- eee <i a7 CS SPS (0) Cone, S- oF Son SS sare” oeoe pd Coro- ee ites con. sie dg il ahaha 
yon, president, Dallas Times Herald. Back row: E. F. Corcoran, representative, Branham 7” eeress (8) 4-dr., ee (ps); net (8) 4-dr. hardtop, $600*; 4-dr.,| ‘59 (98) 4-dr. Holiday, $2,150* (ps); 
Co.; O. Eugene Davis, president, Beaumont Enterprise and Journal; Amon G. Carter jr., mpala_ (8) sport sedan, $2,050, $2,- $470°. (88) Super 2-dr., $1,965* (ps); 4-dr., 
‘ . 040°, $2,010* (ps), $2,010*; Brook- ‘56 Coronet (8) 4-dr. hardtop, $430*. 1,770* ; (88) 4-dr. Holiday, $1,- 
j president, Fort Worth Star-Telegram, and Frank G. Huntress, president, San Antonio wood (6) 4-dr., $1,740; Corvair (6) |FORD—’60 Galaxie (8) starliner, $1,910* qe Gu bie, ’$1.700° (ps). y § 
: Express and News. 4-dr., $1,535*. (ps), $1,900* (ps); 4-dr., $1,850* (ps) ; 58 (88) 2-d¥., $1,275* (ps). 





’57 (98) 4-dr. Holiday, $965* (ps). 

’56 (88) 4-dr. Holiday, $520*; (88) 4-dr., 
$500*; (88) Super 2-dr. Holiday, $430* 
(ps). 

°65 (98) 4-dr., $480* (ps). 

PLYMOUTH—’59 Suburban (6) Custom 2- 

dr., $1,145; Belvedere (8) 4-dr., $1,- 
020*; Belvedere (6) 4-dr. hardtop, 
$920; Savoy (6) 4-dr., $910; 2-dr., 
$745. 

58 Suburban (6) Deluxe 2-dr., $700*. 

’57 Belvedere (8) 4-dr. hardtop, $650* 
(ps); 4-dr., $600*, $550°; Suburban 
(8) Custom 4-dr., $500*; Savoy (6) 2- 
dr, hardtop, $485*; 2-dr., $350*, 

56 Savoy (6) 4-dr., $320*, $300; 2-dr., 
$275 

PONTIAC—’60 Bonneville conv., $2,365* 

(ps); Ventura 4-dr, Vista, $2,250* 
(ps); Catalina 4-dr., $2,050* (ps). 

’59 Bonneville conv., $2,265* (ps), $2,- 
250* (ps), $2,150* (ps), $2,015* (ps); 
Catalina 4-dr., $1,480*. 

‘57 Chieftain Safari 4-dr. (9 pass.), 
$795*; 2-dr., $750*; Star Chief 4-dr. 
Catalina, $730* (ps). 

55 Chieftain 2-dr., $285, $225*; 4-dr., 
$235*, $150. 

’53 Chieftain 4-dr., $175. 

RAMBLER—’59 Custom (6) 4-dr., $965. 
’58 Super (6) 4-dr., $850. 

’57 Custom (8) 4-dr., $570*. 

’56 Super (6) 4-dr., $200*. 

STUDEBAKER—’54 Champion (6) station 

wagon, $195* (ps). 

WILLYS—’57 Jeep H, $465. 

MISCELLANEOUS—’59 Ford Ranchero, 

$1,050. 

’55 GMC 2-ton dump, $315. 

€ + e 


— Auctions in Brief — 


DYER, IND. 

Dyer Auto Auction, Inc. Sale every Fri- 
day (Nov. 4). We had a terrific sale on 
all type cars. Many dealers who follow the 
auction circuit say we have had the best 
sale they have seen in 90 days. Sold 240 
cars from 321 consignments. 

* * * 
MANHEIM, PA. 


Manheim Auto Auction, Inc, Sale every 
Friday (Nov. 4), Weather: Clear. Sold 
72 percent of 822 consignments. 


AMC Employs 
Commercial TV 


For Sales Meeting 


LOS ANGELES. — American Mo- 
tors Corp. has scored a probable 
“first” in television history by con- 
ducting a sales organization meet- 
ing over a commercial TV station. 


The half-hour telecast was beam- 
ed to Southern California Rambler 
dealers and their salesmen over 
KTTV, Los Angeles, but it also 
featured a segment aimed at the 
motoring public. The station re- 
ported that the show had a high 
rating. 


George Romney, president of 
American Motors, was interviewed 







“‘Acme’s Color Eye System 
saves us 30% on 
paint material costs” 


ese 
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“We're very well satisfied . . . 


the Color Eye operation is a 


big time and money saver.” 





' *‘Before we switched to Acme’s Color Eye 
System in June, 1959, we were writing off 1. Saves inventory costs, because you stock only 
$1,200 a month in wasted paint materials. basic colors. 


: 2. Saves material costs, because there’s no wasted 
In the first three months of operation, Acme aalatcipta wx cle tenenotet sou nee: 


cut our paint material costs 30%. Costly 3. Saves time, because there are no costly delays 
delays for delivery were completely elimi- waiting for paint delivery or hunting for colors. 


nated, and our inventory cost is 60% lower.” | 4+ Color matching is perfect—you mix all colors 
quickly with “laboratory accuracy’’. 


This is the report from North Brothers Ford, which 5. Helps you meet promised delivery of paint jobs. 


ete ERE RF 





operates one of the country’s largest and most Insures customer satisfaction. on the program by Robert M. 
: L Stephenson, Los Angeles zone man- ; 
modern service departments. For the full story, see your nearest Acme automotive ager. Four dealers, members of the i 
i 


advertising committee of the 
Greater Los Angeles Rambler Deal- 
erg Assn., participated in the elec- 
tronic meeting: H. Floyd Brown, 
San Bernardino and Riverside; 
Clarence R. Walker, Los Angeles; 
Edd Young, Culver City, and Mike 
Ricker, Whittier. 


; jobber or write Acme Quality Paints, Inc., 8250 
Any paint shop—large or small—can save time and St. Aubin, Detroit 11, Michigan, or call any of 
get more profit from every job, with Acme’s Color Eye! these numbers: 





TN oi asa cs ssctdapakireaal TRinity 5-8676 

Burbank, Calif .................. THornwall 2-7158 Pee iene eae 
Cambridge, Mass. ............ UNiversity 8-7180 Kiebsak Takes Lark : 
CORR EEN, Seeks ioc osssssinsececsemin Victory 2-0264 DEPEW, N. Y. — Stephen F. } 





BR, GIN. is vpsscccankisetianad BRoadway 8-2158 
Denver, Colo. ............ ALpine 5-5257 


AUTOMOTIVE FINISHES = smc Me Ee core 


Kiebzak, 4887 Broadway, has been i 
granted a Studebaker franchise. ‘ 
His firm is known as Hedges-Kieb- ‘ 
zak Motors and formerly was a : 
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PAINTING PAY ne Smee, ES aswedbanoaseerdt voce 9-2405 used-car operation. Kiebzak has : 
Milwaukee, Wis. .................... Hilltop 5-6876 h 7 
ACME QUALITY PAINTS, INC. Minneapolis, Minn. .............. FEderal 6-4667 Scans chur tans coitus 
8250 St. Aubin © Detroit 11, Michigan © TRinity 2-4800 GN, WOU chssceasscacantnscsonsovarenat EAst 2-2215 the company. 
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They see it! 
They love it! 
But, wow— 

when they drive 


“ee 
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SALES OF BUICK’S NEW-SIZE SPECIAL ARE AS 
LIVELY AS ITS RARIN’ NEW GO! 


“Sure looks like the big Buick.” “Look at the 
beautiful upholstery!” “You’d never guess it’s a 
smaller car — it’s so beautifully scaled.” These are 
just a few of the raves dealers report about the 
Special. And they say that when folks get the feel 
behind the wheel — wow! — how the buying tem- 
perature soars! 


The reason? The Special’s no “compromise car” 





— and no mistake. Sure it saves and handles like 
the best of the compacts. But, its big Comfort 
Zone has more total head, leg, and hip room than 
the compacts. Thanks to its zippy 155 HP alumi- 
num V-8 and aluminum transmission, it has twice 
the pow per pound of most compacts. It’s got the 
same smooth-riding kind of Control Arm suspen- 
sion as full-size °61 Buicks. And, it’s got Buick’s 
sleek Clean Look of action. 


In short, the Special is a Buick — in room, in ride, 
in go, in pride. And, the public is eating it up! 


SPECIAL-SIZE 


BUICKSPECIAL 


THE BEST OF BOTH WORLDS 
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What Does 12-12 Mean 


to the Automotive 


HE recently announced decision by American auto- 

mobile manufacturers to extend the factory war- 

ranty on new cars to twelve months or 12,000 
miles will have considerable effect on the overall auto- 
motive service market. 


Without question, this step will mean that shop traffic 
in the service department of the car dealer will increase 
tremendously. This increase in traffic does not mean 
that the dealer is only going to do more warranty work. 
In fact, it will mean his importance as a service outlet 
will be greater than ever. 
If you are involved in the marketing of any product connected 
with the servicing of automobiles, consider the effects of this lat- 
est industry move. It’s no secret that the 12-12 plan, coupled with 
the service problems of the new compacts which automatically 
broadens the service scope of every car dealer, will present a chal- 
lenge to his service operation. 
In many cases, the dealer will need more shop space, 
more equipment, bigger parts facilities and more service 
personnel to handle the increased traffic. 


What does this increased traffic mean to you? Let’s 
take one item as an example! The average dealer has 
always sold a lot of oil. Here is what’s going to happen 
to his oil sales in the next year: 


*If shop traffic is increased 25% ... the average 
dealer will sell an additional 2,415 quarts of engine 
oil in twelve months. If shop traffic is increased by 
50% ...it would mean an additional 4,830 quarts. 


When you multiply the above by the 34,000 car dealers 
in existence, you must reach the conclusion that a tre- 
mendous amount of oil will be sold through the car 
dealer market in the coming year. 


Here are some of the other resale items which will auto- 
matically be increased because of greater shop traffic. 
*85% of all dealers sell anti-freeze, and they’re going to 
sell a lot more. Lubrication jobs will increase consider- 
ably from the present *185 per month. Sale of oil filter 
elements or cartridges, air filters, oil and gasoline addi- 
tives, windshield wiper solvent, as well as many across- 
the-counter items are due for a big jump. 


Consider what a significant increase in the number of 
tune-up jobs per dealer will mean in the sale of spark 
plugs, distributor points, fan belts, wire and cable and 
the many other products allied with this particular serv- 
ice. 


Increased shop traffic will mean improved sales by the 
dealer of tires, batteries and many accessory items. Sale 
and replacement of such parts as mufflers, tailpipes, 
headlamps and other fast moving items will be greatly 
affected by increased shop traffic. Wheel balancing and 
front-end work will gain considerably. In fact, more 





service customers will mean greater sales for just about 
every part and accessory handled by the dealer. 


Increased shop traffic is going to help the dealer get an 
even greater share of bump and paint work. And *72% 
of all dealers are going to be vitally concerned with this, 
because they are equipped with bump and paint depart- 
ments right now. 


The above are just some examples of what looks like a 
move that will make the dealer of ever-increasing im- 
portance in the automotive service market. If he has 
been important to you in the past, his importance is now 
greater than ever. If he previously has not been a major 
factor to you, chances are you should now seriously con- 
sider selling him. 


What about equipment and tool sales to the dealer? Con- 
sidering the above, it’s obvious that the average dealer 
is going to need a lot more equipment; and he’s going 
to replace his present equipment a lot faster because of 
greater use. You can bet that anything that will help 
the dealer handle the upcoming increase in shop traffic 
will be given thorough consideration when making pur- 
chases for his shop. 


With the increased importance of this market, the question is 
how can you better communicate with and sell your products to 
the car dealer market. The best way is to advertise in the one 
publication that is the recognized leader in this field. AUTOMO- 
TIVE NEWS has more car dealer subscribers than any other pub- 
lication. AUTOMOTIVE NEWS is the preferred trade publication 
of more dealers than all other automotive publications combined. 
To reach this market, you can’t depend on secondary or overlap- 





AN EXPERT LOOKS AT 12-12 


Jack Weed, Service Editor of AUTOMOTIVE NEWS and a vet- 
eran of 51 years in the industry, has this to say about the coming 
expansion of the dealer service market: 


= ‘The new 12-12 Dealer Warranty Policy is but one of several extremely # 
| important moves being made by the vehicle manufacturers in an en- © 
deavor to protect the reputation of cars and trucks in # 
the hands of the owner. e 
‘It has many implications, not the least of which is # 
that it presents an opportunity for the alert dealer to # 
greatly increase his service business automatically. | # 
expect dealers to double their parts and customer % 
labor sales. because the 12-12 will induce many # 
thousands of owners to depend on their ‘make’ dealer 7 
for service needs. = 
“Not only can | see a great impetus to dealer shop : 


Jack Weed ee ze 
sales but | see other implications as well. With the © 


. additional number of car lines and models most dealers will be selling e 
= this year, together with the ‘12-12,’ parts stocking problems will be # 


= increased. Because of the added financial burden and shortage of room # 


= to carry needed ‘captive’ items, this can well bring on a greater reli- e 
# ance on local suppliers for increased quantities of fast moving parts # 
e and supplies. The new ‘service-look' can well create a renewed interest x 
= on the part of the dealer for modernization of his shop facilities."’ 3 





Service Business? 


ping coverage of publications primarily designed to serve other 
segments of the market. 


In fact, as an example, a recent survey by R. L. Polk & 
Company shows that among those dealers who read one 
or more other automotive publications, AUTOMOTIVE 
News is preferred overwhelmingly. For instance, of 
2,827 dealers indicating a preference for one publication 
over another, 2,093 named AUTOMOTIVE NEWS compared 
to 491 who named any of twelve other automotive pub- 
lications. Even the second-ranking publication in prefer- 
ence was outdistanced by AUTOMOTIVE NEws by a mar- 
gin of 12 to 1. This readership and preference for AuTo- 
MOTIVE NEws is understandable when you consider the 
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kind of reporting service dealers have been receiving for 
over thirty-five years. 


The fact that more dealers subscribe to AUTOMOTIVE 
NEws and pay $9 a year (a rate more than twice as high 
as any other automotive publication with no premiums 
or cut rates) and they consistently renew their sub- 
scriptions at a phenomenal rate of 85%, is testimony to 
the kind of coverage offered in this market. 


Why not contact your AUTOMOTIVE NEws representative 
today and get ready to step up your selling efforts in 
the expanding car dealer market! 


*Based on Automotive News Car Dealer Market Study. Free copy on request. 


Who e ee inthe dealership do you have to reach with your advertising? 
Here is the answer from the AUTOMOTIVE NEWS Car Dealer Market Survey: 


Who Decides on Gel OP RIOR cernciscsintnincninsitenniasinessisilisstiieiisiciiineicssiasiibdaiaias 86% 
Brand of Equipment SEIGRED CRODEP cnesiteicincninsinvinindaieianatedbaniiicads 50% 

@ To Be Purchased CUI hamsicenssontprinsibiteeninenasepinbasinigenshelpsiigdiitaitncinintpelichiling 6% 
For Your Establishment? PIRI sciinsistilasencisiorsintiaagliiniilgenahatlinatniaedlmeittintitnadieattinie deals 142% 
Who Decides on DUGE OP CGE ccccctanitanccsnithinnvtibannpnantntavinineiuititahetintaisiinel 64% 

The Purchase of SOPUSND CRIED apeininssetentcncicstniniincinctanctprincantnctaiguinstbeiatintellite 18% 
Parts (New Lines) TS URINE einccrersscitccensninitaiiiiienichctetitaniiiaisciimeeiia ita ties 58% 

ae In Your Establishment? UN socttissisincnithinsiinliitiniatintidlemnshald padeiic cen toate 140% 
DOIEE OF MIGNRIEP  rccccesestnesinersiccnisvinnvnssinnttiininleninaibiainaai 53.6% 

Who Decides on ROR URED aircccecicsccncicicccimensinerninteniinsnsbbcnitdesidiascttiacitindie tian 10 % 

& The Purchase of PN DORIIOE .ccsciiccinksiesiinddeiisorideseitibinittlahantensctiesiniystigadietaibian 61.1% 
Accessories? NOI 6. sincissinosoosdbinipntidadcaniaicien dahlia ti deen? ja ae 1.1% 
TN carcrstcsisegsiencibhlanmteniincianavagiasiiglaguesenmtabiciats at dda aa 125.8% 
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REPRESENTATIVES: 
NEW YORK: Murray Hill 7-6871—Edward Kruspak, Howard E. Bradley 
CHICAGO: State 2-6273—J. Goldstein, Bill Gallagher 
DETROIT: Woodward 3-9520—R. L. Webber, William R. Maas, Roy Holihan 
SAN FRANCISCO: Douglas 2-8547—Jules E. Thompson 
LOS ANGELES: Hollywood 3-4111—Robert E. Clark 


The most influential publication in the automotive industry. 
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« The Newspaper of the Industry * * 
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BALTIMORE. — Commercial 
Credit Co. reports net income for 
the nine months ended Sept. 30 
was $21,398,433, compared with $21,- 
036,183 for the relative period of 
1959. 

Net income for the third quarter 
of 1960 amounted to $7,549,489, com- 
pared with $7,464,013 for the third 
quarter of 1959. 

The net earnings of the finance 
companies amounted to $12,532,176 
for the nine months of 1960, which 
is an increase of $954,806 when com- 
pared with the same period in 1959. 

Net income for the insurance 
companies for the nine months of 
1960 totalled $7,335,692, compared 
with $7,210,033 for the same period 
of 1959. Net income of the manu- 
facturing companies for the nine 
months of 1960 was $1,530,565, com- 
pared with $2,248,810 for the same 
period of 1959. 

Chairman E. L. Grimes said 
overall interest costs for 1960 were 
at their highest in January and 
have been declining ever since. In 
September these costs were approx- 


Financial 
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Front 





imately % percent lower than at 
the peak, he said. 

“There is every indication that 
these interest costs will not in- 
crease during the fourth quarter, 
and with the additional amount of 
cash employed this should have a 
favorable effect on fourth-quarter 
earnings,” said Grimes. 

a * * 


Recession Clips 
Sales, Earni 


Of Borg-Warner 


CHICAGO. — Borg-Warner Corp. 
reported that the current downdrift 
in economic conditions adversely 
affected the company’s sales and 
earnings during the third quarter 
of this year. 

Borg-Warner’s sales during the 
first nine months of 1960 totalled 
$451,458,928, compared with $484,- 
194,024 in the corresponding period 
last year, a decrease of 6.8 percent. 
Earnings during the first nine 
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back 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 


oil changes... . 


months amounted to $17,839,366, 
against $25,566,788 in the compara- 
tive period in 1959, a decline of 30.2 
percent. 

The Borg-Warner officers attrib- 
uted the reduced earnings to a 
downturn in demand for the prod- 
ucts of several of the industries 
which Borg-Warner serves, higher 
costs of labor and materials, and 
industrywide overproduction of fin- 
ished goods which led to severe 
price competition. 

The company said that, despite 
increased production costs, selling 
prices of household appliances and 
air-conditioning equipment are be- 
low a year ago. Another unfavorable 
factor in the third quarter, they 
said, was the earlier than usual 
shutdown by the auto industry for 
the annual model changeover. 


Mohawk Sales U P3 
Profits Steady 


Mohawk Rubber Co. announces 
that sales for the first nine months 
of 1960 hit a new record high, with 
net profit approximately the same 
as last year. Net sales in the nine- 
month period were $24,277,000, com- 
pared with $23,229,000 last year— 
an increase of 4.5 percent. Net prof- 


Remember—if you can get new 
car customers to come back for oil 
change, you’ll get them for all 
their service needs . 
brings ’em back like Mobil! 


. and nothing 


it was $889,000 against $906,000 last 
year. 

“The basic strength evidenced by 
Mohawk’s performance in 1960 com- 
pared to our competitors as a whole 
gives us great confidence in the 
future,” President H. M. Fawcett 
said. “The company is greatly en- 
couraged by the number of pre- 
mium tires it has sold in 1960, when 
industry emphasis has been on 
third-line tires. The same has been 
true with respect to quality tread 
rubbers and repair materials. x 


Goodrich Net Off 
Despite Sales High 


Net sales of B. F. Goodrich for 
the first nine months of 1960 
amounted to $587,602,200, compared 
with $578,478,605 for the same pe- 
riod of 1959, an increase of 1.6 per- 
cent and an alltime high for any 
nine months’ period, President J. W. 
Keener, reports. 

Net income for the first nine 
months amounted to $24,121,747, 
compared with $28,820,709 for the 
first nine months of 1959, a de- 
crease of 16.3 percent, 

Net income was adversely affect- 
ed during the first nine months of 
1960 by higher natural rubber and 















New car customers will keep coming back to you for 
and there are some very good reasons why: 


PROOF! Mobiloil Special is recognized by your 
customers as one of the truly top multi-grade 

oils on the market today—proved in America’s top 
speed and performance events. 


QUALITY! Mobiloil Special provides the kind 
of smooth performance and top economy every motorist 
expects from his new car. 


CONFIDENCE! With Mobiloil Special new car 
owners feel confident that they are protecting that 
big dollar investment in their car. 


150 East 42nd Street, New York 17, N. Y. 


employment costs and by low com- 
petitive pricing of replacement tires 
and some other product lines, Keen- 
er said. 


Sheller Tops Year Ago 


Sales and earnings of Sheller Mfg. 
Corp. for both the third quarter 
and nine months ended Sept. 30 
were above those for the corres- 
ponding periods of a year ago, Tom 
Bradley, president, said. Consolidat- 
ed net sales of Sheller Mfg. for the 
nine months amounted to $36,373,- 
291, compared with $31,495,704 for 
the corresponding period of 1959. 
Net income was $1,114,093, up from 
$1,009,466. 


* * * 


Gabriel Reports Sales Gain, 


$28,774 Loss in 9 Months 


Nine-month sales of $24,587,295 
and a loss of $28,774 have been re- 
ported by John H. Briggs, president, 
Gabriel Co., Cleveland. In the like 
period a year ago, sales totalled 
$21,760,115 and profits, $578,837. 

In the third quarter, Briggs said, 
sales were up to $7,697,464 from 
last year’s $7,206,659, while profits 
were down from $106,022 to $98,027. 

* * * 


Houdaille Sales Increase 


But Profits Show Decline 


Houdaille Industries, Inc., report- 
ed an increase in sales in the first 
nine months of this year. However, 
earnings fell behind the 1959 pace. 

In the first three quarters of 1960, 
the company earned $2,023,189 on 
sales of $67,570,520. A year earlier, 
the company earned $2,254,000 on 
sales of $61,221,000. 

oe 


Rockwell Reports 
Sales, Profit Dip 


Rockwell-Standard Corp. reported 
declines in sales and profits in the 
first nine months of this year. 

In the nine-month period, the 
company earned $9,483,130 on sales 
of $195,299,189. A year earlier, the 
profit was $14,604,744 on sales of 
$216,861,845. 

In the third quarter of this year, 
the company made $1,127,412 on 
sales of $50,082,217. In the like pe- 
riod of last year, the profit was 
$4,050,907 on sales of $70,424,394. 


Bg ok + 
Stewart-Warner Reports 


Decline in Sales, Earnings 


net income of $4,781,574 for the nine 
months ended September 30, on net 
sales of $82,264,260. For the like pe- 
riod a year ago, sales were $86,- 
378,258, and net income was $5,805,- 
867. 


In a letter to shareholders, Ben- 
nett Archambault, chairman and 
president, said. “While our earnings 
for the nine months ended Sept. 30, 
1960, were below those for the first 
nine months of last year, they were 
—with that single exception—the 
highest for any similar period in 
the last 31 years.” 


* * * 
Parker-Hannifin 
Parker-Hannifin Corp., Cleveland, 
first-quarter report (three months 
ended Sept. 30), 1960 vs. 1959: Sales, 
$10,778,180 and $12,753,136; earnings, 
$393,520 and $768,889. 


Sales, Profit Off 
At Sealed Power 


Sealed Power Corp. reported that 
sales and earnings in the first nine 
months of this year fell below the 
figures for the like period of 1959. 

Nine-month sales were $18,950,000 
this year and $19,475,000 last year. 
Earnings were $812,000 this year 
and $1,150,000 last year. 

The company said third-quarter 
sales were about equal to the 1959 
showing but profit was improved. 
The company’s outlook for the 
fourth quarter is stabilized business 
at a level slightly higher than that 
experienced | in the third euaater. 





$5,000 Taken doaaii Safe 


WASHINGTON, N. C.—Safe- 
crackers pulled what police de- 
scribed as the biggest safe robbery 
in Washington's history during the 
night of Oct. 25 at Pamlico Motor 
Co. The yeggmen used one of the 
firm’s acetylene torches to burn 
through the safe, and made off with 
$5,000, leaving $1,600 in the safe. 
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Superior to Direct Loan Plan... 


Banker Favors Dealer Tiein 


WHITE SULPHUR SPRINGS, 
W. Va.—aAside from some unusual 
localized situations, it is generally 
agreed that automobile dealer floor 
planning and retailing, if properly 
managed, will result in more bene- 
fits to the dealer and in more vol- 
ume and greater income for banks 
than direct loans to the buyer, 
Everett D. Gibbons, assistant vice- 
president, Second National Bank, 
Saginaw, Mich., told the Consumer 
Bankers Assn.’s annual convention 
here. 

At the same time, he said, ex- 
perience has shown banks can 
offer car dealers certain advan- 
tages that can only accrue to the 
kind of close business relation- 
ships possible between loca] deal- 
ers and their local banks, 


appliances, mobile homes, boats, 
and motors on a time-payment 
basis. 

“By. floor planning, the banker 
assumes the role of the primary 
lender and is not relegated to a 
secondary position in the eyes of 
the dealer, 

“Once a floor-plan operation is 
functioning properly, the results 
will repay handsomely the risks in- 
volved. This holds true today, pos- 
sibly as much as it ever has in the 


7 Maine Dealers Hailed 


In ‘Salute to Progress’ 


LEWISTON, Me.—Seven auto 
dealerships were among more than 
200 Lewiston and Auburn busines- 














history of consumer installment 
credit. 

“With so many financial institu- 
tions—banks, sales finance compa- 
nies, consumer credit companies, 
credit unions, and finance groups 
operated by the dealer and manu- 
facturers—competing for the con- 
sumer obligations, creation of close- 
ly knit dealer relations is of more 
importance than ever before,” Gib- 
bons continued. 

“As you know, the placing of 
the buyers’ time contracts gen- 
erally is controlled by the dealer. 
Therefore, the use of all available 
incentives to convince the dealer 
he should sell his contracts to a 
particular bank becomes, I think 
you will agree, basically 2 matter 
of selling the bank’s services. 


The Consumer Bankers Assn. is 
composed of banks that specialize, 
or are actively developing, consumer 
installment credit. 


From the dealer’s viewpoint (re- 
tail sales contracts controlled by the 
dealer are now almost equally 
spread among banks and finance 
companies) banks are accepting 
their share of retail contracts from 
dealers on a nonrecourse basis; they 
provide the dealer rightful partici- 
pation in finance income; accept 
some marginal or risky paper; meet 
competitive (but not reckless) ma- 
turities and establish and maintain 
inventory floor planning, Gibbons 
said. 

Even in 1958, banking’s share of 
car retail contracts outstanding 
amounted to 44 percent as against 
45 percent for finance companies, 
he said. Later final statistics of the 
Federal Reserve Board probably 
will show further growth of bank- 
dealer volume. 


As to the “risk” element of 
dealer financing, there is an ele- 
ment of risk in every 
dollar of bank loans, the differ- 
ence being mainly one of degree 
and yield, it was pointed out. In 
floor-plan retail financing, the net 
yield has proved out superior to 
so-called “prime commercial 
loans.” 

Well-managed dealerships know 
that in their bank relationships 
they will be expected to conform to 
certain standards of safety and 
service, and the banks in return are 
aware the dealer will expect the 
bank’s dealer department to oper- 
ate on an aggressive, alert basis 
with full sales cooperation and ex- 
pert market knowledge. After all, 
these are the same factors that 
apply to all commercial bank lend- 
ing. 

“Banks are obligated to provide 
their dealers with their other cap- 
ital needs,” Gibbons stressed. 

“Banks must impress upon the 
dealer the necessity for a fair per- 
centage of the retail contracts in 
return for wholesale accommoda- 
tions. It is generally figured that 
a return of 50 percent of the retail 
contracts in the automobile field is 
equitable. 


“From these statements, it must 
not appear that there is not room 
for both the sales finance compa- 
nies and the banks to operate in 
this field, There definitely is room 
for both. So in this final analysis 
it is a question of good manage- 
ment and good public relations 
that will decide the real leaders 
in this field. 


“Today we live in a credit econ- 
omy. Of the more than 1.5 million 
retail firms in the United States, 
one in every three offers its cus- 
tomers the privilege of buying on 
credit. American consumers spent 
an estimated $44 billion on durable 
g0ods .in 1959, considerably more 
than the $37.6 billion in 1958, itself 
an alltime high. This was a huge 
bite—nearly one-tenth of the gross 
national product for 1959. Much of 
it came through installment buying. 

“To illustrate the importance of 
floor planning to the retail dealer 
of durable goods would be to visual- 
ize the tremendous amount of cap- 
ital necessary to move 5 to 6 million 
automobiles each year, the whole- 
sale values of which amount to 
Over $10 billion. 

“In other words, financing must 
be provided at two levels—whole- 
sale and retail—if American fam- 
ilies are to purchase automobiles, 




































“Salute to Progress” banquet here. 


Motors; Advance Auto Sales Co.; 
Marcotte Chevrolet, Inc.; Auburn 
Motor Sales, and Flock Buick Co. 


ses and industries honored at a| “The banker may ask—‘consider- 
ing the effort, the hazard, and the 
low return of the floor planning op- 


eration, is it worthwhile?’ The an- 


The firms included Davis Cadillac 
Co.; Oakdale Auto Co.; Marcel 


nancing business.” 
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Speakers at Montana Convention— 
Among the speakers at the 45th annual convention of the Montana Auto Dealers 


Swer comes loud and clear—yes, if| Assn. were, left to right, S. J. Parkinson, Calgary, Alta., former president of the 
it helps get the dealer’s retail fi-| Federation of Automobile Dealers Assns. of Canada; Ed Cowan jr., Chevrolet national 
used-car manager, and Howard Moore, Toronto, FADA vice-president. 





{S" IN SALES FOR THE 10 YEAR IN A ROW! 





why ? 


BMC opened the U. S. import market and has led the 
field of British car retail sales for ten consecutive years 


THE FACTS: 


The British Motor Corporation is the world’s largest manu- 
facturer of sports cars and Britain’s largest maker of cars of 
all types. Fine craftsmanship and dependable engineering 
have been BMC hallmarks for many years. So has its reputa- 
tion for advanced research and technical achievements. With 
this experience to back it up, BMC opened the import car 
market in the U. S. and has maintained leadership with: The 
largest parts inventories, more warehousing and distribution 
facilities, and more service training schools for U. S. dealer 
personnel than any other British import maker. Realistic pric- 
ing for sustained sales, backed by nation-wide advertising and 
sales promotion. 


THE CARS: 


BMC is not only the largest and most experienced manufac- 
turer of British import cars, BMC offers the widest selection 
of models to meet demands and sustain dealer sales volume. 
Any way you look at it: BMC makes sports car, economy, 
compact, luxury and commercial models. BMC makes sports 
coupes and roadsters, sedans, convertibles, station wagons 
and commercial vehicles. BMC makes the marques that have 
made their mark—Austin, Austin Healey, MG, Morris. And 
BMC keeps ahead of the times. Its U. S. dealers are in the 
best position to cash in on the growing trend to sports car 
driving . . . because the wide choice of models has put more 
BMC sports cars on the road than all other makes combined. 


Little wonder there’s big satisfaction in selling 


AUSTIN « AUSTIN HEALEY « MG « MORRIS 


For further information, write to: HAMBRO AUTOMOTIVE CORPORATION, 27 West 57th Street, New York 19, N. Y. 
U. S. representatives of The British Motor Corporation, Ltd. 
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Used-Car Firm 
Agrees to Drop 


Sales, Inc., 1300 14th St., N. W., is 
prohibited by a new Federal Trade 
Commission consent order from 
misrepresenting downpayments, fi- 
nancing rates and guarantees on its 
used cars, and from making other 
false claims, the FTC said. 

The:order was agreed to by the 
company and the FTC’s Bureau of 
. Litigation. It was accepted in an 
initial decision by Hearing Exam- 
iner J. Earl Cox, which the commis- 
sion affirmed. 

The FTC’s complaint challenged 
these typical statements in news- 
Paper advertisements or radio and 
television eommercials: “Many, 
Many cars ... leave the lot with 
only $1 down,” “No Small Loan” 
and “4 Percent Bank Financing 
Available.” 

The complaint charged that Dis- 
count Motors Sales does not make 
sales with a minimum downpay- 
ment of $1, Where this sum ig ac- 
cepted, it is not as a downpayment 
but simply to provide a considera- 
tion for a contract of purchase. 

Purchasers often are required to 
contract for small loans in order 
to meet downpayment require- 
ments, and the claimed low month- 
ly payments do not include the loan 
charges, The company does not 
offer bank rate financing at 4 per- 
cent interest on used car sales. 

These cars are not “guaranteed 
100 percent” as claimed and the 
“90-Day 100 Percent No Cost Parts 
or Labor Warranty” is given infre- 
quently and only on late models, 
the complaint continued, 

Also subject to the order are John 
E. Kymingham and Leon N, Pap- 
pas, both individually and as com- 
pany officials, and Pearl S. Kym- 
ingham, in her official capacity. 


Available for the FIRST 


AUTOMOTIVE REPLACEMENT 


OTT WT ON ACL OM) 6 GUE 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 






TAILORED-TO-FIT Each set contains all components for 
te replacement of mat panels 


COLOR-KEYED Available in colors and patterns 
to compliment interior trim. 
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ADVERTISEMENT 


LAUGHING OFF HURRICANE DONNA, this Childers Carport in Key 
West, Florida, proved it can take destructive winds, Above, Dan Navarro 
continues business as usual after the storm. Rugged Childers Carports are 
specially engineered to withstand not only high winds, but the heavy snow 
loads that northern winters bring. Discover bow Childers Carports can 
help you put more profits in your car sales . 
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Across the Nation ... 





Auto Dealer Changes 


chased the interest of Robert 
Shipper in the dealership. 
> * ca 


Brook Motor Expands 
MISHAWAKA, Ind.— Brook 
Motor Sales, Inc. (Studebaker- 
Packard), 916 E. McKinley, has 
completed a 4,000-square-foot ad- 
dition to its service department. 
* * * 






































Plymouth for Bittorf 
BALTIMORE, Md. — Bittorf 
Plymouth Center, 7400 Harford Rd., 
has been awarded franchises for 
Plymouth and Valiant. W. H. Bit- 
torf heads the firm. 


* * * 


Jordan Ford Elects 


SAN ANTONIO.—Charles F. Jor- 
dan jr. has been elected president 
and treasurer of Jordan Ford Co., 
Inc., succeeding his father, the late 
Charles F. Jordan sr. William A. 
Jordan was named vice-president; 
Mike Jordan is secretary, and Mrs. 
Charles F. Jordan sr. is chairman 
of the board. 

* 


Borgward Signs Poteet 
KANSAS CITY.—Poteet Import 
Motors, 1601 Swift, has been award- 
ed a Borgward franchise. The firm 
also handles Triumph. 
+ * * 


Busse Opens in Des Plaines 

DES PLAINES, Ill.— Plymouth 
and Valiant is being handled at 984 
Lee St. here by Northwest Plym- 
outh-Valiant, Inc, Richard Busse is 
president. 


Ba * 


Cragin Sold to Gillett 
EL PASO, Tex.—Cragin Motors 
(Chevrolet), Anthony, hag been 
sold to Sam B. Gillett jr., who re- 
named the firm Gillett Chevrolet. 


Divco Outlet Formed 


MISHAWAKA, Ind.—Indiana 
Truck Sales, a division of Detroit 
Diveo Truck Sales, has been open- 
ed as a new sales and service out- 
let for Divco trucks. Manager is 
Chuck Hanning. 

+ * 


* 
Klein Signs with VW 
WATERTOWN, N. Y.— Klein’s 
Motors, Inc., headed by Jack J. 
Klein, is the new Volkswagen deal- 
ership here. 
+ + * 
Patrick Sells to Kettles 
CARO, Mich.—The Ford dealer- 
ship here has been sold by Frank 
Patrick to Robert C. Kettles, Lan- 
sing. 


Dermott Motor Sold 
DERMOTT, Ark. — Gail Roland, 
McGehee, has purchased Dermott 
Motor Co. from Mrs. W. C. Ren- 
froe. 
* * * 


Frank Reassigns Adkins 

PORTLAND, Ore.—Frank Chev- 
rolet has appointed Harold M. Ad- 
kins, a 30-year veteran of the firm, 
to passenger-car sales manager. 
Lewis Coffey will replace Adkins 
as service manager. 

* * a 


Aubol Buys Out Shipper 

RED LAKE FALLS, Minn. — 
Virgil Aubol, co-owner of Falls 
Motor Co. (Ford) here, has pur- 


* * * 


Widow Heads Ziebell 
MILWAUKEE.—Dorothy E. Zie- 
bell has been elected chairman, 
president and treasurer of Ziebell 
Ford, Inc. Mrs. Ziebell succeeds 
her late husband, Walter A. Ziebell, 
in the posts. 


* * * 


Prehn Opens GM Outlet 
WINSTED, Minn.—Prehn Motor 
Co. (Chevrolet-Oldsmobile) is a new 
dealership here. Henry J. Prehn 
heads the firm. 
* 


alate 










* 


* 

George Takes Over Deal 

EAST LIVERPOOL, O.— Harry 
Y. George has opened Litten’s 
Broadway Annex (Oldsmobile- 
Rambler) on the community park- 
ing lot block. The dealership for- 
merly was operated by Chuck Ken- 


Landmark Cars 
Are Profiled 
In New Book 


NEW YORK.—Auto buffs and 
non-fanatics alike are offered a 












Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


, INDIVIDUALLY BOXED colorful show of the most highly 
Complete with Clearly labeled for easy regarded cars of the past 65 years 
Adhesive & Applicator _ identification. in Great Cars of All Time, written 


by Irving Robbin and illustrated 
by Herb Mott. 

Each of the 30 cars included is 
discussed in a separate chapter and 
each igs portrayed in a full-page 
full-color illustration, 

Robbin, in the preface, says the 
cars were chosen because they rep- 
resented landmarks in automo- 
tive history—some for styling, some 
for technical developments and 
some for racing prowess. 

Those making the grade: 1886 
Daimler, 1910 Stanley Steamer, 1913 
Peugeot, 1903 Oldsmobile, 1909 
Model T Ford, Bugatti Type 51 and 
59, 1939 Packard, Mercedes-Benz 
300-SL, 1908 Locomobile, 1917 
Pierce-Arrow, 1960 Cadillac, Classic 
Rolls-Royce, Alfa-Romeo 158, 1914 
Mercer, 1919 Stutz Bearcat, 1930 
Bentley, Citroen DS-19, 1930 Dues- 
enberg, 1941 Lincoln-Continental, 
MG-TC, 1960 Chrysler 300-F, 1937 
Cord, 1959 Jaguar, Ferarri Testa 
Rossa 250, Willys Jeep, 1960 Volks- 
wagen, 1960 Porsche, 1960 Corvette 
and Railton Special. 

Even the Edsel is included, but 
only in a passing reference as “the 
car that appealed to nobody.” 

The book igs available at $4.95 
from Grosset & Dunlap, Inc., 1107 
Broadway, New York 10, N. Y. 














. « See Page 32. 





14, 1960 


nedy, who has been named to the/ business here since 1957, has re- 
Litten sales staff. ceived a Rambler franchise and has 
oe @ opened S. T. Byrd Co. on Highway 

Johnson Sells Deal 78. 

CELINA, O.—Otis Johnson, a 
Ford dealer here for 38 years, has 
sold his business to Bruce Green, 
North Palm Beach, Fla. 

* * 


* 


Wilkinson Deal Sold 
DENVER.—Hugo Sill and Jack 
Ter Har have purchased the Ford 
dealership in suburban Broomfield 
from Clyde Wilkinson and renamed 
it Sill-Ter Har Ford. 
cl + 

































Streator Opens Truck Center 

SALT LAKE CITY —A new 
truck sales and service center has 
been opened by Streator Chevro- 
let Co. at 320 W. 13th South. It 
has complete facilities for all 
types and sizes of trucks in its 
83,000 square feet. 


* * * 


-Halnan Adds Morris Line 

TORONTO.—Ken Halnan Motors, 
Ltd., 1306 Lakeshore Rd., has been 
appointed a Morris dealer. The 
firm also handles MG, Wolseley 
and Riley. 


Ryan Sells to Henson 
HATTIESBURG, Miss.—W. B. 
Ryan has sold Ryan Ford, Inc., 
here to E. B. Henson, who has 
changed the name of the firm to 
Henson Ford, Inc. 
a * 


* * 


Tauer Buys Ellis Motor 
TRUTH OR CONSEQUENCES, 
N. M.—Del Tauer has purchased 
Ellis Motor Co. here from Marvin 
Ellis. 


* 


Page Motor Moves 
AUGUSTA, Ga.— Page Motor 
Sales (Austin-Healey-MG-Morris) 
has moved to its new location at 
15th and Gwinnett Sts. Ed Page is 
the dealer. 


* * * 


Ewoldts Buy Chevy Deal 
DES MOINES.—Roy Ewoldt and 
Lee Ewoldt, Paullina, have pur- 
chased the Chevrolet dealership at 
Primghar, Ia. 
* 


Queen City Grows 

CINCINNAT IL—Queen City 
Chevrolet Co. is spending $150,- 
000 in remodelling and expanding 
its quarters at 414 E. Court St., 
according to Harry Bell and 
Frank E. Zorniger, partners. 

* * x 


Citroen Deal Formed 
LEWISTON, Me.—A new Citroen 
dealership has been formed here to 
service Central Maine. Marcel E. 
Moore is president. 
+ * 


* * 


Hale-Phipps Relocates 
MASON CITY, Ia.—Hale-Phipps 
Motors (Dodge), formerly of Gar- 
ner, hag opened a Chrysler-Impe- 
rial-Dodge-Simca dealership at 1311 
N. Federal Ave. The Garner opera- 
tion* has been closed. Dean G. Hale 

and H. G. Phipps are partners. 


* * * 


GM Adds Wis. Dealership 

SPARTA, Wis. — Kaiser Chevro- 
let-Olds-Cadillac, Inc., 533 Wiscon- 
president and general manager of| sin, is a new dealership here. Part- 
the new Cal Golz Motor Co., has/nerg in the firm are Roland J. 
announced the grand opening of| Kaiser and Owen K. Vieregge. 


LUGGAGE RACKS 


thorized Volkswagen dealer. 
os * = 
K & G Opens with Fiat 
FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 


* 


Golz Opens VW Deal 
ABERDEEN, 8S. D. — Cal Golz, 





MISSOULA, Mont.—_K & G Im- 
port Motors has opened at 910 E. 
Broadway. Partners in the Fiat 
dealership are E. C. Kenck and 
Pompoe Gerardis. 


Essig Sells to Newhouse 
INDIANAPOLIS.—Herbert New- 
house has purchased Essig Motors, 
Inc. (Oldsmobile), 2444 W. 16th St., 
from Emil Essig. Newhouse has 
been an Oldsmobile dealer for the 
last five years in Sparta, Mich. 
* * > 


DKW for Ciesar’s 


INDIANAPOLIS.—AI Ciesar’s 
Import Autos, 620 N. Delaware St., 
has been franchised to handle Auto 


Union and DKW. 
* * 












Model $-48 Shown on Corvair 
Dealer Cost, $23.70 


(Clamp-ons from $14.85) 
Send for Details on Your Make 


CAMELL co. 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 







Citroen Signs Kaufman 
MILWAUKEE.—P. J. Kaufman 
Co., Inc., 3064 Third St., has been 
named a Citroen dealer. 
+ om +. 













Aiken Buying Out Dunham 
PORTLAND, Ore.—James Aiken, 
a former Oldsmobile dealer in West 
Los Angeles, is in the process of 
buying out Hersh Dunham’s West- 
ern Oldsmobile at 14th and West 
Burnside here. 
oe 


SOMETHING TO SELL CYCLISTS? 


Approximately 70,000 motorcycles/ 
motor scooters are registered in 
California. MRN can furnish you a 


ew 
complete list of owners, to help you 
sell this important market. For book- 
let, write Dept. N, Motor Registration 
News of California, 523 East 14th 
Street, Oakland 6, California. 


Switch for Swain 
WASHINGTON, N. C.—Ray 
Swain, former Buick dealer here, 
has been franchised to handle 
Mercury, Comet and English 
Ford at 212 N. Market St. 
ea * * 


VW Grows in Honolulu 
HONOLULU. — Volkswagen Ha- 
waii has opened a new outlet, Ka- 
maaina Branch, at Kalakaua and 
Kapiolani Blvd. Gregg Meyer is 












"T REPLACE 





branch manager. . Ww i N D S H | E L D Ss 
Russell Adds BMW DUE TO WIPER MARKS 
CINCINNATI. — Russell Motors, “ae aa ere $ 2.50 





6 Ox. $13.50 
Special Buffing Wheel used in 1/4" elec- 
EE Re aS $2.50 
Send check or money order te: 
L & M COMPANY, P. O. Bex 57 
Atlantic Beach, L. I., N. Y. 


Inc., 2715 Woodburn Ave., has add- 
ed BMW. It also handles Stude- 
baker. 






ot * * 


Phillips Motor Sales Opens 

GREENSBORO, N. C.—Phillips 
Motor Sales, Inc., has opened at 
335 N. Greene St. It handles Lin- 
coln, Mercury, Comet and English 
Ford. The firm formerly was Brady 
Motors. 









* * * 


Byrd Opens Rambler Outlet 


SUMMERVILLE, 8. C.—S. Turn- 


er Byrd, who has operated a repair OHIO 
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Longer Contracts, Bigger Downpayments cus 
Here’s Trend in Auto Financing 


CHICAGO.—While the move to] nies’ June 30 figures were used 


longer auto loans continues, cus- 
tomers appear to be making more 
substantial downpayments. 

Those are two of the conclu- 
sions to be drawn from a study 
of figures from a wide range of 
finance companies. The compa- 


Utah Convention 
Slates Williams, 


Baker, Winters 


SALT LAKE CITY.—The one- 
day convention of the Utah Auto- 
mobile Dealers Assn. will be head- 
lined by Birkett L. Williams, presi- 
dent of the National Automobile 
Dealers Assn. 

The convention will be held Dec. 
5 at the Newhouse Hotel here. 

Other speakers will include Fran 
Messick, director of factory-dealer 
relations for Associates Investment 
Co., South Bend; Vince Baker, sales 
counselor from Pueblo, Colo., and 
Dr. Carl Winters, General Motors, 
Oak Park, Ill. 

In alerting members to the con- 
vention, the UADA noted that Wil- 
liams “calls a spade a spade and 
has attracted nationwide publicity 
for his forthright stands.” 


and the study was conducted by 
the First National Bank of Chi- 
cago. 

Of new-car paper on the books 
on June 30, 1959, contracts written 
for 30 months or longer (the 36- 
month note class, mainly) amount- 
ed to 73.40 percent of the total. By 
June 30 of this year, the ratio had 
gone up to-79.38 percent. 

Contracts written on newer used 
cars for more than 24 months 
amounted to 63.14 percent on June 
30, 1959, and 67.57 percent a year 
later. Contracts of more than 18 
months on older used cars amount- 
ed to 59.28 percent of the total on 
June 30, 1959, and 60.56 percent a 
year later. 

An indication that downpay- 
ments are going up is the fact that 
the study showed the number of 
contracts granting credit for a 
large slice of the purchase price 
has gone down. 

Contracts granting more than 
110 percent of dealer’s cost on 
new cars amounted to 7.38 per- 
cent of the total on June 30. A 
year earlier, the total was 8.92 
percent. 

Used-car contracts on which the 
buyer obtained more than 110 per- 
cent of wholesale value amounted 
to 21.77 percent of the total on 





Auto Credit Hits Record; 
Rate of Increase Is Cut 


WASHINGTON.—Auto credit ex- 
panded to a new record high total 
of $18,086 million in September but 
the gain was far short of the in- 
creases in recent months, the Fed- 
eral Reserve Board reported. 

The September increase was 
$8 million, compared to $132 mil- 

lion in August and $182 million 
in September of last year. The 
auto credit total has expanded 


Triumph Buys Out 
Houston Outlet; 
St. Louis Next 


HOUSTON.—Southwest Triumph 
Distributors here, which distribut- 
ed Triumph cars in four South- 
western states, has been purchased 
by Standard-Triumph Motor Co., 
New York, for $300,000, according 
to reports published here. 

Southwest Triumph was owned 
by Clinton J. Thompson. 

Alan Bethell, president of Stand- 
ard-Triumph, said his firm will also 
buy Jones-Bischoff Triumph Dis- 
tributors, St. Louis, and add its 
three-state area to its Houston op- 
eration. 

Al Fetter has been named Hous- 
ton zone manager by Bethell. About 
100 Triumphs are currently import- 
ed through the Port of Houston 
each month, but Bethell said the 
total would be increased to 250 
monthly. An expansion of the parts 
and service department is also 
planned, he said. 


‘Dealer of Year’ 
To Be Chosen 


In Connecticut 


HARTFORD. — Connecticut’s 
“Dealer of the Year” award will 
be presented tomorrow (Nov. 15) 
at the annual convention of the 
Connecticut Automotive Trades 
Assn. at the Statler-Hilton Hotel. 

Nine Connecticut dealers have 
been nominated for the state award 
by their local chambers of com- 
merce or luncheon clubs. 

They are: Frank P. Fitzpatrick, 
Ansonia; Hugo F. Maselli, Middle- 
town; Albert F. Merrill, Thompson- 
ville; Roger B. Miner, Willimantic; 
Matthew M. Moriarty, Manchester; 
Paul W. Roper, Moosup; Arthur J. 
Roy, Willimantic; Joseph S. Santin, 
Mystic, and Richard D. Wagner, 
Simsbury. 





by $1,616 million in the last 12 

months. 

Total consumer installment cred- 
it increased by $141 million in Sep- 
tember to reach $42,136 million at 
month’s end. 

Auto credit extended in Septem- 
ber amounted to $1,383 million, 
compared to $1,576 million in Au- 
gust and $1,515 million in Septem- 
ber of last year. 

Auto debt repaid in September 
totalled $1,375 million, compared to 
$1,444 million in August and $1,333 
million in September, 1959, 

Of the auto credit outstanding 
on Sept. 30, banks had extended 
$8,067 million, up $19 million in 
the month and a gain of $821 
million in the last 12 months, 

Finance companies held $7,832 
million of the paper, a loss of $23 
million in September but up $504 
million in the last year. 

Other financial institutions held 
$1,551 million, a gain of $12 million 
in September and a gain of $241 
million in the last year. 


Auto dealers held the remain- 
ing $636 million in paper, un- 
changed in September but a gain 
of $50 million in the last year, 

The FRB said 71 percent of new 
cars sold in September were fi- 
nanced, compared to 70 percent in 
August and 85 percent in Septem- 
ber, 1959. 


Ford Extends 
12-12 Warranty 
To’61 Trucks 


DEARBORN.—Ford Motor Co. 
said last week that it has extended 
the 12-12 warranty to its ’61 truck 
line. The warranty period is 12,000 
miles or 12 months, whichever 
comes first. 

The warranty extension was an- 
nounced by L. A. Iacocca, the divi- 
sion’s new general manager. He 
said the ’61 Ford trucks will ap- 
pear in dealer showrooms Dec. 1. 

Under the new warranty, Ford 
dealers will replace any part that 
is defective in material or work- 
manship. This does not apply to 
tires or tubes on which adjustments 
are made by their manufacturer. 

Owners, however, will continue to 
be responsible for normal mainte- 
nance service and replacement of 
such items as filters, spark plugs 
and ignition points. 

The 12-12 warranty is in addition 
to the division’s 100,000-mile war- 
ranty on its super-duty engines. 
General Motors and Studebaker 
also offer the 12-12 warranty on 
trucks. 


June 30, down from the year-ear- 
lier figure of 22.47 percent, 
Used-car contracts for more than 
120 percent of wholesale value were 
12.02 percent of the total on June 
30 and 12.05 percent a year earlier. 

The study also showed that re- 
Possessions and losses are on the 
upswing. 

In the period before June 30, 
repossessions amounted to 2.40 
percent of the net worth of the 
finance companies, The year-ear- 
lier figure was 1.60 percent, Los- 


Francis Seeks 


ses in the period to June 30 
amounted to 1.75 percent of the 
retail paper liquidated. A year 
earlier, the total was 1.12 percent. 

The report showed that balloon 
paper is staging a bit of a come- 
back on new-car purchases while 
it continues to become less com- 
mon on used-car deals. 

Contracts on new cars (ex- 
cluding demonstrators) which 
called for a final payment which 
was greater than the other pay- 
ments amounted to 4.29 percent 
of the total on June 30, up from 
the 3.97 percent a year earlier. 

Balloon contracts on used cars 
amounted to 1.14 percent of the 
total on June 30, compared to 1.16 
percent a year earlier, 


Successor 


As S-P Chief Executive 


NEW YORK.— Clarence Francis 
is looking for a man to replace him 
as chairman and chief executive of- 
ficer of Studebaker-Packard. 

In an interview 
with the New 
York Times, 
Francis declared: 
“Probably the 
greatest service 
that I could ren- 
der to Stude- 
baker - Packard 
would be to be 
succeeded by a 
vigorous, capable, 
younger chief ex- 
ecutive officer.” 


But he has no intention of lock- 
ing his desk and fading out of the 
picture if he finds such a man. He 
emphasized that he would work 
with any new top man as long as 
S-P felt it needed him. 

Meantime, Newsweek reported 
that S-P had earmarked $26 million 
to retool for 1962 and 1963 models, 
with most of the money to be spent 
on a car designed by Raymond 
Loewy. It is said the car will be 
a bit larger than the 94.5-inch 
wheelbase Volkswagen, will have a 
four-cylinder, liquid cooled engine 
and will be aimed at the export 
market. 

Newsweek said that this car, 
along with Ford’s Volkswagen-size 
Cardinal, will be the smallest en- 
tries in the 1962 auto race. 


Francis, 71, became S-P chair- 
man and chief executive last Sept. 
38. He retired four years ago as 
president and chairman of Gen- 
eral Foods Corp. He has been an 
S-P director since 1958. 

Reorganizing the company’s op- 
erations is one of his objectives. 
He said S-P ignores no worthwhile 
merger offer and currently is nego- 
tiating seriously with.two com- 
panies. 

The Wall Street Journal reported 
last week that one company S-P is 
interested in acquiring is Central 
Foundry Co., Newark, N. J., manu- 
facturer of soil] pipe. The firm 
earned $1.27 million last year on 
Sales of $26 million. 

The reason for S-P’s interest in 
diversification is found in its tax 
carryover credit, S-P had a tax 
credit of $109 million at the end 
of 1959. 

It is reported that $15 million will 
expire this year, and another $34 
million will expire next year. All 
current credits will die by the end 
of 1963. 

Francis told the Times that. the 
domestic automotive division has 
been S-P’s only money-loser this 
year. 

He said that halting the auto- 
motive loss will take time, and 
he asserted that the Lark “com- 
pares favorably with any com- 


23-Year Dealer, 
Chevrolet Part 


MUSKEGON, Mich.—After a 23- 
year tenure, Hooper Chevrolet Co. 
here has given up its Chevrolet 
franchise after a disagreement with 
the factory over. renewal] terms, 


President Howard W. Hooper de- 
clined to give details of the rupture. 
He said he expected to continue 
business here and did not know 
who would replace him ag Chevro- 
let dealer. 





pact on the market,” but the task 

is “to get the American public 
to ride in it.” 

He said that a real selling job 
has not been done up to now, and 
he indicated that sales executives 
of the automotive division are 
working out a program for an ef- 
fective sales effort. 

“We are doing everything we 
possibly can to be helpful to our 
dealers,” Francis declared. 

He told the Journal that the com- 
pany must strengthen its dealer or- 
ganization. “We have 2,400 dealers,” 
he said, “some very good, and some 
that should be shaken off the tree.” 

Francis declared the S-P is in the 
auto business to stay. “The car divi- 
sion is the backbone of this com- 
pany,” he said. “I didn’t come in 
here to preside over the liquidation 
of Studebaker’s auto business.” 





OUTSIDE OF WHEEL 
Adjustable fasten 


and locks foal in 

position on wheel. 

One set of chains 

fits both regular and snow tires. 

Chains can be put on when wheels 

are rim-deep in snow or mud with- 
out use of jack, 


B-W Will Spend 
$40: Million for 


Plant, Equipment 


DETROIT.—Robert S. Ingersoll, 
president of Borg-Warner Corp,., 
told the Detroit Society of Finan- 
cial Analysts that his company will 
spend a record $40 million on new 
plants and equipment in 1961. 

“I believe this record investment, 
in the face of lower sales and earn- 
ings for the first nine months of 
1960, demonstrates our confidence 
in rg-Warner’s future,” Ingersoll 
said. He reported that about three- 
fourths of this amount will go into 
domestic expansion and moderniza- 
tion, and the balance in facilities in 
other countries. 

Commenting on 1960 business, In- 
gersoll estimated year-end sales of 
approximately $600 million and net 
earnings of close to $3 per share. 
He announced substantial increases 
in sales and earnings for Borg- 
Warner’s international business in 
1960. These earnings are not con- 
solidated in overall corporate prof- 
its, but are reinvested in additional 
international operations, 

Ingersoll emphasized the increas- 
ing importance of the research and 
development of new products and 
cited several examples that he be- 
lieves will strengthen Borg-War- 
ner’s future business. 

Stating that the automotive parts 
business has a good future and that 
“it must be based on innovation,” 
he named these current Borg-War- 
ner new product developments: 
Spin-resistant differential for im- 
proved automobile traction; a re- 
tarder (braking device) for trucks 
and buses; fuel injection; new drive 
line mechanisms to eliminate the 
humps in car floors, and acquisition 
of a new division, putting Borg- 
Warner in the automotive seal 
business. 












INSIDE OF WHEEL 
Heavy steel “Vv” 
bar fits around 
axle and brake- 
drum and serves as 
an extra pair of 
hands, holding 
ita in position so they can be 
quickly and easily locked in place. 
Entire operation requires only 15 
seconds’ per ‘wheel! 


If they never bought chains before... 


They’ll Buy Wahoo Clip-Ons! 


Motorists who haven’t used chains in years will buy 
Wanoo Ciip-ON CHAINS—because any one, man or 
woman, can put WAHOO-CLIP-ONs on a car in 30 
seconds! No need to jack up wheels, even when rim- 
deep in mud or snow. The driver can put WAHOO 
CHAINS on his car in his own garage on snowy morn- 


ings... 


drive safely and surely through snow-packed 


sideroads or streets until he reaches cleared pavement 
...then remove chains in seconds and proceed at full 
speed. WAHOO CLIP-ON CHAINS give snow tires the 


extra traction needed on 


ice or hard-packed snow. 


Cost less than ordinary chains and last much longer, 

because they’re used only when actually needed. 

Available in sizes to fit all American and foreign pas- 

senger cars and light trucks. Send postcard today 

for literature and prices—or send tire size and we'll 

ship a set to fit your personal car on memo billing at 
wholesale cost—$11.05 per set. 


wanoo Clip-On cuains 


Stava Manufacturing Co., Wahoo, Nebr. 
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Friendly Chevrolet 


Boosts Intercom 
As Dealer Tool 


DALLAS.—An intercom system 
saves hours of time and miles of 
walking at Friendly Chevrolet here, 
according to John Witt, dealership 
president. 

Friendly Chevrolet is a huge op- 
eration that covers 6% acres. The 
intercom is especially helpful in 
the 100-stall service department be- 
cause it eliminates delays and con- 
fusion in ordering parts and trans- 
mitting instructions to mechanics. 

There are 50 two-way speakers 
in the shop, one between each pair 
of stalls. Management, sales, ac- 
counting and other dealership de- 
partments also are hooked into the 
system. 

In all, the intercom package at 
Friendly Chevrolet consists of 65 
sending and receiving stations and 
20 receiving stations for paging and 
music distribution. 

The system was installed by 
Sound Engineering Co., Dallas, and 
the equipment was manufactured 
by Webster Electric Co., Racine, 
Wis. 
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Time Saver— 


John Witt, dealership president, points 
to one of the 50 two-way intercom speak- 
ers in the 100-stall service department of 
Friendly Chevrolet Co., Dallas. The system 
saves time and steps since mechanics can 
order parts and receive information with- 
out leaving their work. 


By John E, Walsh 
Staff Writer 


ee rere the Election Day com- 
petition, attendance for the 
first three days of the annual Phil- 
adelphia Auto Show was up 22.1 
percent over the comparable period 
@ year ago, according to Charles A. 
Bott, chairman. 

The three-day turnout totalled 
46,908, compared with 38,423 in 
1959. On opening day (Nov. 5) the 
exhibits drew 24,508 visitors; the 
hall was dark on Sunday (Nov. 6) 
and about 11,200 turned out on 
each of the next two days, Bott 
said. 

“We were a little fearful of what 
might happen on Election Day, but 
the attendance was as good as it 

was the previous day,” he said. 

“We had made arrangements to 
have election returns announced on 
the show floor, and the attendance 


Attendance Is Higher 
ig At Philadelphia Show 





was very heavy between 7''and 9 
p.m.,” he added. 
* * * 
HE seven-day show closed Sat- 
urday (Nov. 12), and Bott was 
hopeful that the final attendance 





Violator of Dealer Law 
Fined in North Carolina 


DURHAM, N. C.—A gas-station 
operator was fined $125 in Supe- 
rior Court for violating the North 
Carolina motor vehicle dealers 
law. 

The defendant, Kenneth 
Thompson, admitted buying six 
used trucks from the state and 
reselling five of them. He said 
he did not know he was violating 
the law by making the sales. 

















Side 
Aisle 
Models 


Chassis 
Required 


419 % to 1 ton 
410 % to 1 ton 


415 


420 1 to 1% ton 





Flat Face Cowl 


409 Y% to % ton 


%tol%ton 129”-133” 104 = 68 61 





Wheelbase 
Range L 


114”-115” 81 63 57 ; 


122”-127” 93 63 57 


126”-133” 93 «68 61 


129”-133” 115 «68 61 





' Montpelier designs 


g standard chassis. 
Montpelier ‘“‘STAY-SOLD’’ 


- bodies mean repeat business. 


» your books. 





es 


Put more PROFIT 


bodies expressly for the 
_job—and mounts them on ANY suitable 
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Forward Control 


means BUSINESS! 










Load Space 
Urban Chassis Wheelbase —————__ 
Models Required Range L Ww H 
8 % to 1 ton 102”-104” 98 8 =««68 68 
8810 % tol ton 122”-125” 122 68 68 


122”-125” 122 75 
134”-137” 146 75 
134”-137” 14675 


137”-154" = 182, 75 


10 % to 1% ton 


12 % to 1% ton 


121 1 to 1% ton 
15 1% to 2 ton 


on 





72 
72 
76 
72 








figures would exceed 100,000. Last 
year the final count was 87,604. 

This year the exhibits were 
more colorful and both dealer 
and visitor interest was high, 
Bott said. 


He added that one dealer report- 
ed that it was the first show at 
which he had lined up “a lot of 
worthwhile prospects.” 

The show was sponsored by the 
Philadelphia Automobile Trade 
Assn., of which Bott is president. 

oe * - 


To 38th Los Angeles Interna- 
tional Auto Show opened to the 
public Friday (Nov. 11) following 
the annual black-tie charity pre- 
view the previous night. 

Charles H. Elmendorf, secre- 
tary manager of the sponsoring 
Los Angeles Motor Car Dealers 
Assn., said more than 5,000 per- 
sons paid $5 each to view the ex- 
hibits at the charity event, with 
the proceeds going to the Assist- 
ance League of Los Angeles. 

A Sears Roebuck parking lot was 
the scene of the third annual Knox- 
ville (Tenn.) show. About $1,000 
worth of lighting was added by 
Sears to make the lot “look like 
New York’s 42nd St.,” said a show 
official. 

During the six-day show, Univer- 
sity of Tennessee coeds passed out 
free cold drinks to visitors. About 
120 cars were on display. 

The first Tri-County Shopping 
Center Auto Show in suburban 
Cincinnati drew about 86,500 visi- 
tors, according to C. J, Potts, resi- 
dent maanger. 

The Elkhart (Ind.) New Car 
Dealers Assn. and the San An- 
tonio Automobile Dealers Assn. also 
staged shows at shopping centers 
in the last two weeks. 


Motorama Draws 
209,000 in N. Y.; 
Coast Next Stop 


NEW YORK. — The General Mo- 
tors Motorama of 1961 closed its 
New York showing last week with 
an attendance of more than 209,000 
for its seven-day tenure at Waldorf- 
Astoria Hotel. 

This attendance brought to more 
than 1,372,000 the number of per- 
sons who have visited the Motorama 
exhibits in New York, GM. said. 
Since the staging of the first Motor- 
ama in 1950, more than 8.5 million 
have visited the show. 

Frederic G. Donner, GM chair- 
man, and John F. Gordon, presi- 
dent, said “the reception we have 
received here is further evidence of 
the importance of the New York 
area as a market for our products.” 


Shortly after the show closed, 
workmen began loading Motorama 
exhibits into the 100-van Motorama 
fleet for movement to the West 
Coast. The Motorama will open to 
the public in San Francisco on 
Jan. 7. 

Gordon also announced that dur- 
ing the New York showing, GM 
produced its 80 millionth vehicle 
somewhere in the world. 

He said a little more than 70 mil- 
lion cars and trucks have been 
built in the United States, about 
four million by General Motors of 
Canada and the balance by GM 
Overseas. 


NASCAR Names 
Earl to Key Post 


DAYTONA BEACH, Fla.—Harley 
J. Earl, former General Motors 
styling vice-president, has been ap- 
pointed commis- 
sioner of the Na- 
tional Assn. for 
Stock Car Auto 
Racing, filling the 
vacancy left by 
the death of E. G. 
(Cannonball) 
Baker, last May. 

Earl, who re- 
tired in 1959 from 
GM, will assume 
his new duties 

H, J. Earl immediately. He 
is 67 and headed the GM styling 
staff for 22 years. 


Barlow Heads Dealers 
CAMDEN, N. J.—Thomas Bar- 
low has been elected president of 
the Camden County Automobile 
Trade Assn, 
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Ford Beats Chevrolet . . 





Truck Sales Below Year Ago 


RUCK sales fell behind the 1959 
pace in September ag Ford 
topped Chevrolet in the sales race. 
Registrations of new units to- 
talled 76,072 in September, 6.59 
percent below the 81,440 sales in 
August and 3.76 percent below 
the 79,047 in September of last 
year, according to figures from 

R, L. Polk & Co, 

Chevrolet’s sales in September 
topped those of the like month of 
last year while Ford sales ran 
below the comparable 1959 figure. 
However, the Ford total was still 
great enough to make it the top- 
selling truck for the first time since 
January of. this year, 

of + * 
LY two other lines—GMC and 
Studebaker — joined Chevrolet 
in boosting September sales above 
the 1959 total. The September sales 
of all lines for this year and last 
were: 


Sept., Sept., 

1960 1959 
Ble ckastippeivitstederwney 25,498 27,831 
Chevrolet. .................. 22,228 21,989 
International .......... 9,207 9,343 
EE aliccccaceeseh ttvielsaa 6,960 6,280 
SID: uisicccovedeirisdebintes 3,260 3,581 
EEE vided sverscothaceconisns 2,664 2,753 
EE aapsehudeactuptectenvios 978 1,419 
BNE. thuckihscesbectnsduthes 827 1,159 
Studebaker ............... 584 516 
Diamond T_ ............ 154 262 
Brockway ................ 68 121 
Miscellaneous ........ 3,644 3,793 
RIE phiecsekesicscsaens 716,072 79,047 


Truck sales so far this year are 
just a shade above the total for the 
like period of last year. Sales in 
1960 started off strong but have 
been running at or below 1959 in 
recent months. 

* a * 
ALES in the first nine months 
of this year numbered 728,613, 
a scant 0.25 percent above the 726,- 
796 registrations of new units in 
the like period of 1959. 
The first nine months of this 


Wide Cheating 
On Dealer Tags 
Denied in Ohio 


AKRON.—E. John Lehman, sec- 
retary-manager, Akron Automobile 
Dealers Assn., has denied there is 
widespread cheating in the use of 
dealer license plates. 

His statement was made in an- 
swer to an implication by an Akron 
Beacon Journal reader that the tags 
were being used improperly. 

In a letter to the newspaper, the 
reader said he saw two youths in 
a car with dealer plates at a drive- 
in restaurant. He said the boys re- 
fused to answer his queries about 
ownership of the car and plates. 

Lehman, quoted in the newspa- 
per’s reply to the reader, suggested 
that the driver probably was the 
son of a dealer, but admitted he 
probably “was breaking state law 
by driving the car to a hamburger 
place.” 

He pointed out that the law stip- 
ulates that such tags “may be used 
only on motor vehicles owned or 
being held exclusively for sale or 
being transported or being demon- 
strated for purposes of sale or 
lease.” 

In denying rampant cheating, 
Lehman said “in a competitive 
business like ours, each dealer 
watches the other closer than he 
watches himself.” 





Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath 
letic events, parties. Visible for miles as 
adv. for car dealers, gas stations, new 
store openings, Cost U.S. Gov. $20. Gen- 
uine neoprene, While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O, to: 


PRESTON’S, 102 Main St., Greenport, N.Y. 
erent neat cei ace 





year saw five truck lines increas- 
ing their unit sales and market 
penetration over their showings 
in the year-earlier period. The 
five, their sales, percent of mar- 
ket and percentage-point gains in 
penetration were: 


Ford, 220,322 units sold, 30.24 per- 
cent of the market, a gain of 0.10 
points; International, 86,270 units, 
11.84 percent, up 0.95 points; GMC, 
63,349 units, 8.69 percent, up 1.10 
points; Willys, 21,795 units, 2.99 
percent, up 0.16 points, and miscel- 
laneous, 34,499 units, 4.73 percent, 
up 0.41 points, 

of a * 


ROCKWAY maintained its mar- 
ket penetration at 0.12 percent 
on sales of 840 units. 


Six producers lost ground both 
in unit sales and market pene- 
tration in the first nine months 
of this year, The six and their 
figures were: 


percent of the market, a loss of 
1.22 percentage points; Dodge, 
32,722 units, 4.49 percent, down 1.14 
points; White, 11,541 units, 1.58 per- 
cent, down 0.03 points; Mack, 8,708 
units, 1.20 percent, down 0.24 
points; Studebaker, 4,200 units, 0.58 
percent, down 0.08 points, and Dia- 
mond T, 2,041 units, 0.28 percent, 
down 0.01 point. 
* +: * 

((ALIFORNIA retained its posi- 

tion as the top truck-buying 
state in September. The top 10 
states and their registrations for 
September of this year and last 
were: 


1960 1959 
1. California ............ 9,498 8,477 
Th FIN vain sictchescinp sic’ 6,072 7,902 
3. New York ............ 3,961 3,555 
4. Pennsylvania ...... 3,776 3,550 
5. Michigan .............. 3,246 2,993 
6. Mlinoig .............5..... 2,933 3,125 
a} CHOU ihoctetnedtinsecatenbes 2,836 2,956 
Sy WRT i cikisticiveiind 2,452 2,644 
9. North Carolina....2,033 2,103 
10. Oklahoma. ............ 2,033 2,029 


September registrations ran 
ahead of the year-earlier total in 
21 states while 29 states and the 
District of Columbia reported de- 


Chevrolet, 242,326 units sold, 33.26 clines. 


How They Fared... 
Commercial Car Registrations 


By Makes 


First Nine Months, 1960 vs. 1959 


First 9 First 9 
Months, Months, 
1960 1958 


250,594 
219,051 
79,106 
55,169 
40,944 
20,535 
11,684 
10,465 
4,825 
2,138 
859 
31,399 


Percent 
Share of 


Percent 
Share of 
"60 Market 


33.26 
30.24 
11.84 
8.69 
4.49 


Make 
Chevrolet 34.48 
30.14 
10.89 

7.59 
5.63 


2.83 


1.44 

-66 

29 

. 12 
4.73 4.32 


100.00 100.00 


726,796 
*—-White includes Autocar, Freightliner, Reo and Sterling. 


128,613 


**—-Miscellaneous includes imports, Corbitt, Diveo, FWD, Kenworth, 


Herrington, Peterbilt, etc. 


Percent 
Points 
’59 Market Changes 


—1.22 
+ .10 
+ .95 
+1.10 
—1.14 


—Compiled from R. L. Polk & Co. data. 








SPACIOUS 


PRE-ENGINEERED 


OTRAN-STEEL 
BUILDINGS 


FOR MAXIMUM CUSTOMER 





APPEAL AT LOWEST COST 


An attractive appearance, plenty of unobstructed work 
space, lowest cost per square foot! That’s the ideal combina- 
tion any dealer wants when he builds. And smartly func- 
tional Stran-Steel pre-engineered buildings fill the bill, 
keeping your material, labor, erection and maintenance 


costs down. 


Your local Stran-Steel dealer offers a complete “package 
deal’’—planning, erection (in weeks, not months) and budget- 
balancing financing with as little as 30% down required. 
Stran-Steel buildings are available in your choice of nine 
factory-applied protective color-coatings. Bay spacing 
flexibility—20’ or 24’—is at your option at no extra cost. 
Your Stran-Steel building will fit your site and suit your 
needs exactly. A phone call will get you full details without 
obligation. Your Stran-Steel dealer is listed in the Yellow 
Pages under STEEL BUILDINGS or BUILDINGS— 


STEEL. 





STRAN-STEEL 


Stran-Stee!l Corporation, Please send 
Dept. AN-39 


Detroit 29, Michigan 


in a building approximately__._...._ft. x 
I plan to start my building approximately 





ROOMY SERVICE SHOP of Jim Causley Pontiac Dealership, Mack and 
University, Detroit, makes full use of Stran-Steel’s bay spacing flexibility. 
First two bays at front are 24’, others are 20’. The horizon-hugging 
structure is 70’ x 120’. Note clean, uncluttered ceiling. 


: ah OE 
ATTRACTIVE SHOWROOM and air-conditioned office area show how well 


standard Stran-Stee! buildings blend with other materials in elaborate 
architectural treatment. 


complete information on Stran-Steel buildings and Stran-Satin Color. I’m interested 
ft. to be used mainly for. 
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As McNamara Becomes President .. . 


(Continued from Page 1) 
emphasis on corporate policy and 
planning. McNamara’s responsibili- 
ty as president will rest primarily 
in operations. 

* 


* * 

TAFF vice-presidents for fi- 

nance, legal, industrial relations, 

product planning and styling, en- 
gineering and research, manufac- 
turing, marketing, purchasing and 
public relations report directly to 
Ford. 

Vice-presidents-group execu- 
tives for car and truck divisions, 
Ford International, general prod- 
ucts, stamping and power train, 
and defense products report di- 
rectly to McNamara. 

Right after the executive shift, 
Ford and McNamara held a press 
conference and the company set 
up a division to handle all assembly 
operations. 

Both Ford and McNamara char- 
acterized dealers’ stocks of new cars 
as a bit high but generally satis- 
factory. ao scene 


cNAMARA said that, while he 

was not alarmed about the level 
of inventories, there were some 
problems, particularly those which 
might be expected just after new 
models have been introduced. He 
said that Ford Galaxie and Mer- 
cury Monterey models were in 
short supply and that the company 
was moving to correct imbalances 
in stocks. 

Ford said the company planned 
to maintain the current rate of pro- 
duction through the fourth quarter. 
McNamara said over optimistic 
forecasts of the market on the part 
of the company and its dealers led 
to a high-inventory condition dur- 
ing the summer and the company 
was not happy with the number of 
1960s that were carried into the 
1961 model year. 

In discussing dealer stocks, Mc- 
Namara hit hard at strong sales 
of the company’s products at the 
present time. He said stocks were 
not out of line with the current 
rate of sales and that sales of 
1961s are running ahead of the 
company’s expectations. 

Ford said 6,650,000 to 6,700,000 cars 
including imports would be sold in 
the United States this year but he 
declined to speculate on 1961 sales 
beyond saying that the company 
was “very confident” about its sales. 

McNamara said he could see im- 
ports and compacts taking more of 
the market in 1961 with the mar- 
ket for imports continuing to weak- 
en. He said compacts and imports 
would take about 30 percent of 
1960 sales and would take perhaps 
35 percent of next year’s market. 
He asserted Ford’s desire to “beat 
Chevrolet” in 1961 sales. 

oa + 


ORD said that no single ac- 
complishment led to McNam- 
ara’s election as president. He said 
it was a matter of making the right 
decisions on a day-to-day basis. 
Ford was questioned about state- 
ments attributed to Pierre Dreyfus, 
head of Renault, in which Dreyfus 
begged American car producers not 
to introduce a Renault-sized car in 
European markets. 

“I think it’s disgraceful,” Ford 
said, noting that this was a gov- 
ernment-owned company which 
does not need to make a profit 


New Trial Granted 
On ‘Faulty’ Car 


TRENTON, N. J.—An appeals 
court has granted Alphonse Pabon 
a new trial in his suit against Hack- 
ensack Auto Sales, Inc. He charges 
that he was injured in an accident 
after the dealership ignored com- 
plaints about an allegedly faulty 
steering mechanism on a new car 
he had purchased. 

The accident occurred Oct. 19, 
1957. In a lower court, Pabon con- 
tended that the dealership was 
negligent in failing to discover a 
defective ball bearing which ap- 
parently caused the wheel to lock. 
The court ruled against him. 

The appeals court upheld that 
ruling, but it ordered a new trial 
on the second count of alleged 
breach of warranty which charged 
that the dealer was negligent in not 
acting after Pabon made repeated 
complaints. 


asking free-enterprise companies 
not to compete. 


Business abroad is becoming more 
Ford 


important to his company, 
said, He listed figures which indi- 


cated that Ford’s spending for tools 


ahd new facilities in all countries 


outside the U. S. in 1961 will be 
just a shade under the comparable 


figure for General Motors. 
* * * 


E of McNamara’s first official 

acts as president was announc- 
ing that an Automotive Assembly 
Division had been set up with 
Denis J. Bracken as general man- 
ager. Bracken, former general 
manufacturing manager of Ford 
Division, will report to Wright. 

The move means that Ford and 
Lincoln-Mercury divisions are now 
merchandising divisions. Bracken’s 
division will assemble all of the 
company’s cars and trucks. 

At one time, Lincoln-Mercury 
operated its own assembly plants. 
In November of last year, Ford 
Division was given charge of all 
company assembly operations. All 
17 assembly plants are now 
moved to the assembly division. 
The plants are in 12 states and 
employ 43,000. 

McNamara has been vice-presi- 
dent and group executive-car and 
truck divisions since May, 1957, He 
is the fifth president of Ford since 
its formation in 1903. 

John S, Gray was president, 1903- 
1906. Henry Ford, grandfather of 
Henry Ford II, was president, 1906- 
1919 and 1943-1945. 

Edsel Ford, father of Henry Ford 
II, was president from 1919 until 
his death in 1943. Henry Ford II 
was elected president on Sept. 21, 
1945. 

. * * 

CNAMARA was born in San 

Francisco on June 9, 1916. He 
attended public schools at Pied- 
mont, Calif. In 1937, he was gradu- 
ated from the University of Cali- 
fornia where, at the end of his 
sophomore year, he had been elect- 
ed to Phi Beta Kappa, national 
scholastic honor society. 

Two years later he wags awarded 
a master’s degree in business ad- 
ministration by the Harvard Grad- 
uate School of Business Adminis- 
tration. 

After graduation from Harvard, 
McNamara joined the accounting 
firm of Price, Waterhouse and 
Co. in California. In 1940, he re- 
turned to Harvard as an assist- 
ant professor of business admin- 
istration, During part of his ten- 
ure there, he was consultant to 
the War Department in the in- 
stallation of a statistical control 
system for the Air Force, 

He took a leave of absence from 


Krammes Buys Back Deal 

KOKOMO, Ind. — Kar! K. 
Krammes has repurchased Select 
Motors, Inc. (Rambler), 312 W. Su- 
perior St. He operated the deal 
from 1954 to 1959, when he sold it 
to Harry Greer. 


Marshall Marks 50th Year— 




























awarded the Legion of Merit and, 
at the time of his discharge, he 
was a lieutenant colonel. 
* * * 

Mc NAMARA joined Ford in 1946 

after his Air Force discharge. 
He managed the company’s plan- 
ning office and financial analysis 
office until 1949 when he was pro- 
moted to controller. In August, 
1953, he was appointed assistant 
general manager of the Ford Divi- 
sion and in January, 1955, was 
elected a vice-president and named 
general manager of the division. 

He was appointed vice-president 
and group executive—car and truck 
divisions on May 23, 1957, and on 
Aug. 8, 1957, was elected a director 
of the company. Appointed to the 
executive committee following his 
election as a director, he also is a 
member of the company’s adminis- 
tration committee. 

Wright, 48, joined Ford in Jan- 
uary, 1946, as a special staff as- 
sistant in the office of the presi- 

dent. 

In late 1946, he was appointed 
manager of the company’s first or- 
ganization department and, in 1948, 
became assistant to the vice-presi- 
dent for finance. When Ford Divi- 
Sion was formed in 1949, he was 
appointed assistant to the general 
manager. He later held the posi- 
tions of assistant general manufac- 
turing manager and assistant gen- 
eral purchasing agent in the Ford 
Division. 

* * * 

H® WAS appointed director of 

purchasing for the Ford Motor 
Co. in January, 1955, and was 
named assistant general manager 
of Ford Division in January, 1956. 
He was named vice-president and 
general manager of the division in 
May, 1957. 

Born in Norfolk, Va., on Sept. 4, 
1912, Wright attended Maury High 
School in that city. He was grad- 
uated from North Carolina State 
College “with high honors” in 1934 
and later attended the law schools 
of the University of Chicago and 
George Washington University, re- 
ceiving his bachelor of laws de- 
gree in 1938. 

Wright became a statistician 
with the Public Works Adminis- 
tration in Washington while com- 
pleting his law courses, and later 
was an attorney with the Fed- 
eral Public Housing Authority. 
He joined the Air Force in 1942 
and served as executive officer of 
management control and as 
executive assistant to the chief of 
air staff, being awarded the Le- 
gion of Merit. He is a colonel in 
the Air Force Reserve. 

Iacocca, 36, has been with Ford 
Motor Co. since 1946. 

During his first five years with 





Harvard in 1943 and went to Eng- 
land as a civilian consultant for the 
War Department, Subsequently, he 
was commissioned a captain in the]. 
Air Force, serving in England, In- 
dia, China and the Pacific. He was 


|} trol; 


The employes of Marshall Auto Co. (Rambler), Flint, have honored Laverne Marshall, 
left, president, on his golden anniversary in the automobile business. They presented 
him with a six-foot-high bouquet of flowers decorated with gold. Marshall started out 
as a Cadillac dealer, switching to Nash in 1917 when that car was introduced. He is a 
past member of the American Motors Dealer Advisory Board. 





The Votes-Wagen— 


To help get out the vote during last 
week's Presidential election, Volkswagen 
dealers in Grand Rapids, Mich., offered 
the Republican and Democratic parties the 
free use of a Volkswagen station wagon 
and driver on election day. Mr. and Mrs. 
Fred Young, above, were taken to the polls 
in a wagon donated by Thrifty Motors, Inc. 


the company, he held various fleet 
and truck sales positions. From 
1951 to 1953 he was engaged in Ford 
Division merchandising and train- 
ing activities. 

* * * 


ACOCCA served as assistant dis- 

trict sales manager at, Phila- 
delphia for three years until his 
appointment as the Washington 
(D, C.) district sales manager in 
August, 1956. He was named Ford 
Division’s truck marketing man- 
ager later that year. 

In 1958, he was named car mar- 
keting manager, serving in that ca- 
pacity until he was appointed ve- 
hicle marketing manager for the 
division in March, 1960. 

Iacocca was born Oct. 15, 1924, 
in Allentown, Pa., and attended 
high school there. He received a 
bachelor of science degree, with 
honors, from Lehigh University 
in 1945 and a master’s degree, 
also with honors, from Princeton 
University in 1946. 

Beacham, 60, a member of the 
company’s administration commit- 
tee, was born in McRae, Ga. He at- 
tended Georgia Institute of Tech- 
nology and started with Ford Motor 
Co. Jan. 26, 1926, at Jacksonville, 

Fla., as a travelling representative. 


Until 1936, Beacham remained in 








Jacksonville, advancing through 
the positions of sales promotion, 
wholesale, and assistant manager. 
He then went to Norfolk, Va., as 
Ford’s assistant manager. 
* * a 

E RETURNED to Jacksonville 

as manager in 1938, and was 
transferred in 1941 to Chester, Pa., 
as manager. During the war years, 
Beacham directed the activities of 
the Chester plant, then converted 
to an ordnance activity, where 
thousands of tanks and other mil- 
itary vehicles were prepared for 
export and shipped overseas to 
combat areas. 

After World War II, when the 
company set up its first regional 
sales organization, Beacham was 
appointed Southeast regional 
sales manager with headquarters 
near Philadelphia and had re- 
sponsibility for Ford sales in the 
Eastern seaboard market from 
Pennsylvania south to Florida. 

He remained in that post until 
June, 1953, when he was named re- 
gional manager at New York with 
responsibility for sales in the north- 
eastern United States. 

He was promoted from this as- 
signment to the post of the divi- 
sion’s general sales manager in 
February, 1956, and was named 
vice-president and assistant gen- 
eral manager of the division in 
September, 1957. 

a * cd 
BRACEEN, 49, joined Ford in 
1953. After serving briefly as as- 
sistant general manufacturing man- 
ager of Lincoln-Mercury Division, 
he was named to the division’s top 
manufacturing post later in 1953. 

He was appointed general man- 
ufacturing manager of Ford Divi- 
sion in June, 1960. Prior to that, 
he was assistant general manu- 
facturing manager for the com- 
bined manufacturing operations 
of Ford Division and Lincoln- 
Mercury Division which were cen- 
tralized in November, 1959. 

Before joining Ford, Bracken was 
vice-president and general manager 
and a member of the board of direc- 
tors of Motor Products Corp. He 
was an executive of the automotive 
parts supplier firm for seven years, 
and he previously was employed by 
General Motors Corp. for 18 years. 

Bracken was born Aug. 16, 1911, 
in Kansas City. He is a graduate 
of the General Motors Institute in 
Flint. 


Legal Moves Under Way 
In Chrysler Conflict Suits 


DETROIT.—Some of the suits 
which grew out of the conflict of 
interests case at Chrysler Corp. are 
beginning to move through the 
courts at a slow pace. 

In Detroit, attorneys for Ben 
Stone have asked that a Chrysler 
suit against Stone be dismissed and 
the case has been adjourned while 
the lawyers seek legal support for 
their position. 

Stone was the operator of the 
Chrysler suppliers in which former 
Chrysler President William C. New- 
berg held an interest. Newberg 
was ousted for these interests and 


Arizonans Slate 


2nd Profits Rally 


PHOENIX.—The second annual 
Rally Day for Profit will be spon- 
sored by Arizona Automobile Deal- 


agreed to return his share of the 
companies’ profits. 

Chrysler sued Stone for his share 
of the profits. In asking for dis- 
missal of the suit, Stone’s lawyers 
said the Chrysler action did not 
show how Newberg violated Chrys- 
ler’s trust. 

A second deposition hearing has 
been held in Wilmington, Del., on 
two suits against Chrysler by Sol 
A. Dann, chief Chrysler critic 
among the company’s stockholders. 
In the hearings, Chrysler lawyers 
are questioning Dann, seeking ad- 
ditional information on his suits. 

The action asks that a receiver 
be appointed from Chrysler and for 
a list of Chrysler stockholders, 





ers Assn. Dec, 6 at the Westward|# /. 


Ho Hotel here. 


John E. Binns, director of the 


National Automobile Dealers Assn. 
Management Services, will be mod- 
erator. Speakers will include, Har- 
old D. Draper sr. (Chevrolet), Sag- 
inaw, Mich.; Ross Fanning 
(Chevrolet), Gresham, Ore., and 
Pat Hyndman (Ford), San Diego. 

Draper will discuss expense con- 
Fanning, “The Changing 
Used-Car Operation,” and Hynd- 
man, “Used-Car Values.” 


Skinner a Fund-Raiser 


TROY, N. Y.—Sherrod E. Skin- 
ner, executive vice-president of 
General Motors, has been named 
chairman of an $8,300,000 science 
center fund of Rensselaer Polytech- 
nic Institute. He is an RPI alum- 
nus, 





Oldest Customer?— 


George H. Judd, left, Alliance, O., is 
102 years old and is still buying new cars. 
Here he purchases a 1961 Cadillac from 
Charles K. Henschen, president, Henschen 
Motor Co. (Cadillac-Oldsmobile), Alliance. 
Although the car is driven by a chauffeur, 
Judd still likes to select the color, trim, and 
accessories, and orders the car. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week Jan.1 Jan. 1 
Ended Same Ended Output, To To 
Nov. 12, Week, Nov. 5, Nov., Nov. 14, Nov. 12, 
1 1959* To 1959 1960 

AMERICAN MOTORS 
NOE snc. cciisscecessevecces 12,000 8,681 10,705 20,064 342,282 423,175 
CHECKER MOTORS .. 100 217 67 149 4,060 6,217 
CHRYSLER CORP. .... 18,750 16,730 20,085 35,023 930,603 
Chrysler Division ...... 2,200 1,855 2,321 4,053 79,414 89,945 
Charyaller  ..........0s000..00 1,700 1,269 1,717 3,070 60,608 175,227 
OTE sc scessecssssvevies 500 586 604 983 18,806 14,718 
Dodge Division .......... 8,600 6,622 9,619 16,081 160,405 384,800 
Dart-Polara ............ 5,200 6,622 6,077 10,020 160,405 339,678 
GROUR -etsicnievesionns GOO 4 ciad 3,542 GOGR since 45,122 
P-D-V Division. .......... 7,950 8,253 8,145 14,889 406,167 455,858 
I ninsnenicccdintobabi 250 465 232 438 38,412 18,895 
Plymouth. .................. 5,100 6,281 5,096 9,644 359,889 224,484 
FURIE: ss bennesesostosesce 2,600 1,507 2,817 4,807 7,866 212,479 
FORD MOTOR ** ........... 40,822 32,210 41,404 73,902 1,504,380 1,652,025 
Ford Division. .............. 30,555 28,457 31,289 55,371 1,315,821 1,319,535 
BION Feil eseiscsceccsicbens 9,300 7,140 9,417 16,647 44,626 447,084 
Ford (Std.) .............. 19,525 19,858 20,434 35,828 1,205,799 797,417 
Thunderbird. ............ 1,730 1,459 1,438 2,896 65,396 175,034 
L-M Division .............. 10,267 3,697 10,115 18,531 158,965 332,490 
EINER GaScdvecrensbecknosueoce ees 4,682 | Lee 175,183 
ANIL. rcincdetncicsusedecs 665 776 517 1,075 24,947 15,268 
OT, |. -..cassssyeeseccies 4,842 2,921 4,916 8,807 134,018 142,039 
GENERAL MOTORS .. 70,840 3,334 70,745 126,174 2,342,185 2,732,314 
Buick Division. ............ 9,358 833 9,516 16,912 209,201 253,962 
Buick (Std.) ............ 6,457 833 6,566 11,771 209,201 233,005 
IR ci sien tesercsribiacosdes ee 2,950 i pre 20,957 
NII '0-.schigdsnieetensnestodnes TD “scceshanls 3,381 6,065 126,651 136,716 
Chevrolet Division .... 39,000 2,501 38,750 69,289 1,309,060 1,617,228 
IONE icsisdstdsicesnicesons 6,300 2,027 5,730 9,883 56,986 216,892 
Chevrolet (Std.) .... 32,700 474 33,020 59,406 1,252,074 1,400,336 
Oldsmobile Division .. 9,872 _.......... 9,689 17,563 337,120 340,710 
FED < Sinlehbnctsesiistintssecese BABE oncccccces 2,725 ee eee 23,266 
Oldsmobile (Std.) .. 7,190 _........... 6,964 12,687 337,120 317,444 
Pontiac Division ......... SRR saan 9,409 16,345 360,153 383,698 
Pontiac (Std.) ........ DS cchavcede 6,809 11,363 360,153 373,129 
INC casschicsessocscons Wee. hacacnd 2,600 SEED. Sadodhdnse 10,569 

S-P CORP. 

Studebaker ................... 2,084 3,280 2,416 4,013 134,691 95,963 
Total Cars, U. S.** ....144,596 64,452 145,422 259,325 4,973,584 5,840,302 





*Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 


(U. 8S. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Nov. 12, Ww ° Nov. 5, Nov., Nov. 14, Nov. 12, 
1960 1959* 1960* ToDate 1959* 1960 
CHEVROLET ................. 7,700 2,892 7,882 14,880 306,915 348,288 
DIAMOND T .................. 25 Oe. accwtens 25 4,960 2,304 
62 26 26 3,073 3,057 
64 536 1,742 66,590 63,055 
4,654 2,751 8,606 296,478 285,399 
259 1,665 2,949 70,774 92,935 
INTERNATIONAL ...... 1,684 2,363 2,253 3,493 128,141 109,845 
I iscie resin ecsewschevtesed 275 301 270 493 15,338 13,106 
STUDEBAKER. .............. 483 59 393 796 10,621 11,868 
REL.” Gnsdiintrvgichadvepinds 254 415 200 442 17,656 13,973 
IOIETD. iscseniscassenpcensssancanen 1,900 640 1,932 3,235 99,258 112,338 
MISCELLANEOUS ....... 90 72 90 162 3,931 4,071 
Total Trucks, U. S..... 21,379 11,845 17,998 36,849 1,023,735 1,060,239 
Total Cars, Trucks, 
SN te aS oa 165,975 76,297 163,420 296,174 5,997,319 6,900,541 
Total Cars, Trucks, 
1 RO Re 7,635 3,389 7,527 13,699 330,873 340,230 
Grand Total, 
Cars and Trucks, : : 
U. S. and Canada....173,610 79,686 170,947 309,873 6,328,192 7,240,771 


*Revised. 





Role in Economy Cited . 


Importers ‘Aid’ Canada 


(Continued from Page 6) 


all Canada’s imports of vehicles 
and parts from the United King- 
dom, the U. S. and Europe com- 
bined, he said. 

British Motor Corp. held that the 
ills of the Canadian automotive in- 
dustry lay within the industry it- 
self and the parent companies in 
the U. S. In the first half of this 


Only 6 Makes Up 
60 Sales Volume 


(Continued from Page 2) 


40.70 percent; General Motors, 115,- 
196 and 5.68 percent, and American 
Motors, 52,761 and 19.21 percent. 

Ford Motor Co, (including Comet 
and Edsel) was off 4,514 units and 
0.35 percent and Studebaker-Pack- 
ard was down 15,078 and 15.16 per- 
cent. 

This year’s increase failed to 
apply to all the states, too. Trail- 
ing 1959 levels were Idaho, Indiana, 
Iowa, Montana, Nebraska, New 
Mexico, North Dakota, Oklahoma, 
South Dakota, Texas and Washing- 
ton, 








year,,motor vehicles accounted for 
25.5 percent of Britain’s $315 million 
in exports to Canada, said the So- 
ciety of Manufacturers & Traders, 
London. In the same half year, Can- 
ada exported $490 million worth of 
goods to the U. K., the society added. 


Canadian imports from the U. K. 
in that period included 59,931 cars, 
2,197 commercial vehicles and parts 
with‘ a total value of $89 million, 
the SMTL continued. 

“We fully understand and sym- 
pathize with the problems of un- 
employment which beset the Ca- 
nadian government and the diffi- 
culties of the Canadian automobile 
parts industry,” the society added. 

“We do not, however, believe that 
these problems can be solved by 
restricting imports of British cars,” 
said Brian Rootes, who presented 
the brief. 

Volkswagen, which has just dou- 
bled the floor space of its facilities 
in Toronto, suggested that imports 
probably would level off at about 
25 percent of new-car sales in 
Canada. 


Take Nearly 34 Percent... 





Compacts Hike Share 
As Car Output Dips 


(Continued from Page 1) 


Saturday at San Jose,-down from 
9,417 to 9,300; Buick Special from 
2,950 to 2,901; Oldsmobile F-85 from 


Donner Explains 
Inventory Policy 


Says 30-Day Supply 
Cuts Dealer Profits 


(Continued from Page 4) 


perience has shown customers de- 
sire. This necessarily means ade- 
quate inventories. To meet the 

market challenge has required 
large expenditures on our part 
for plant, machinery, equipment 
and tooling, as well as by our 
dealers to meet the tougher com- 
petitive climate. 

As a matter of fact, the present 
inventory position of General Mo- 
tors dealers is low in terms of our 
expanded lines of cars for 1961, It 
fully supports my comment at the 
Motorama press conference that 
“inventories are not out of line with 
respect to customer buying, or with 
respect to the normal build-up of 
stocks that you have to have at 
the present time of year.” On Oct. 
31, 1960, GM stocks of new cars 
in unit terms, including both 1960 
and 1961 models, were lower than 
at any time since January 1959, ex- 
cluding those months when stocks 
were depressed by strikes or new- 
model changeover. Stocks on Oct. 
31, 1960, were actually 30 percent 
under the levels reached in July 
of this year. 

If there ever were what is re- 
ferred to as a 30-day “rule of 
thumb” for new-car inventories, it 
most certainly has not been the 
prevailing practice in the past five 
years. In the fall of 1958, GM plants 
were on strike. Stocks of new pas- 
senger cars reached the 30-day level 
temporarily, and there was a serious 
new car shortage. 

I have little doubt that GM 
dealers lost potential profits as a 
result of the thin inventories and 
consequent reduced sales oppor- 
tunity in that period. Similarly, 
in the fall of 1959, when GM 
plants were shut down as a result 
of steel shortages, new passenger- 
car stocks again fell to a 30-day 
level with the result that dealers 
again lost sales and profit op- 
portunities. 

Historically, dealers have always 
tried to turn over their used cars 
in the shortest time—in less than 
30 days if possible. Used cars de- 
preciate in value while remaining 
unsold in dealer inventory. Also, 
the customer buys the used car 
without options as to color, trim, 
style, equipment and accessories. 
These same considerations do not 
apply to new cars. 

The penalty for having an inade- 
quate inventory may well be loss 


of competitive position for the deal-| / 


er. Resulting losses of sales would 
have serious financial results 
the dealer well beyond the cost of 
maintaining necessary inventories. 

The “great complexity of mod- 
els” referred to is, in fact, the 
basis which forms a real oppor- 
tunity for all dealers to satisfy 
their local market needs, Gen- 
eral Motors dealers have long 
recognized the sales advantage of 
their ability to make prompt de- 
livery of new cars from stock. 
Only by doing this can they best 
meet the requirements of their 
markets. 

These are some of the reasons 
why Mr. Williams’ 30-day “rule of 
thumb” as applied to new cars 
would materially reduce our dealers’ 
sales and profit opportunities. Such 
a rigid and inflexible approach to 
inventories does not take into ac- 
count existing market facts. 

Our objective, and the objective 
of our dealers, is to have available 
an adequate number and variety of 
new cars to serve our customers’ 
demands promptly. This, I am sure, 
is essential to the maintenance of 
a strong and profitable dealer or- 
ganization. 





2,725 to 2,682. and Lark from 2,216 
to 1,884. Lark lines were closed 
down on Tuesday. 

* * * 
[/pBCUNzs in car output by 

Ford, Chevrolet and Dart caus- 
ed the standard group to fall 3.2 
percent below the previous week’s 
production level. 

Chevrolet, working all of its 
standard car plants five days, de- 
clined from 33,020 assemblies a 
week earlier to an estimated 
32,700 units last week; Ford, also 


Tyrex Ups Robinson 
To Secretary-Manager 


NEW YORK.—Philip E. Robin- 
son has been appointed secretary- 
manager of Tyrex, Inc., association 
of Tyrex rayon tire-cord producers. 
He had been secretary, 

The Tyrex board also has ac- 
cepted the resignation of William 
Dalton, Tyrex president who had 
been chief executive officer of the 
— since its organization in 


Among the other makes in the 
standard field, Plymouth was up 
from 5,096 to 5,100; Checker climb- 
ed from 67 to 100, and Studebaker 
Hawk built an estimated 200 cars 
in each of the last two weeks. 
Hawk did not work Tuesday: 


6 byw medium class’ weekly pro- 
duction increased 0.4 percent 
over the previous five-day work- 
week. 

Medium makes showing output 
hikes over the week ended Nov. 
5 were DeSoto, up from 232 to 250 
assemblies; Thunderbird, up from 
1,438 to 1,730, and Oldsmobile, up 
from 6,964 to 7,190, 

Off from the week ended Nov. 5 
were Chrysler, from 1,717 to 1,700 
assemblies; Mercury from 4,916 to 
4,842; Buick from 6,566 to 6,457, 
and Pontiac from 6,809 to 6,400. 

Running on par with the previous 
week wag Dodge Polara with an 
estimated 500 assemblies each week. 

*~ + 


hy THE highest priced class, Cad- 
illac was off from 3,381 to 3,360 
assemblies; Lincoln was up from 
517 to 665, and Imperial, down Fri- 
day, was off from 604 to 500. 
Industrywide, current-model out- 
put stood at 1,355,122 units through 
Saturday. As of the same date a 
year ago, the industry had turned 
out 912,574 of the 1960 model cars. 


Dealer Forum _ py robert m. Fintay 





(Continued from Page 3) 


—he likes to be recognized and 
missed. 

Some dealers are reluctant to 
face customers, but the good ones 
have learned that customers are 
necessary, and the easiest way to 
get one is to keep one. Like all 
things, this is not so difficult once 
it is faced squarely. 

oJ + 


Service Pays 


(= of the most important 
things to recognize, said Doyle, 
igs that service pays. Service figures 
indicate that a service customer is 
worth $200 plus a year in labor and 
parts. In addition, if he is a three- 
year new-car buyer, there is the 
gross on two cars in three years. 

To see the profits of service, deal- 
er management should assign a fair 
share of overhead to it, bearing in 
mind that the floss for sales should 
be carried by sales, and then see 
how service does, And then, Doyle 
urges, give the service manager 
and his crew credit for the job they 
are doing. They like to be recog- 
nized, too, 

“We often say,” said Doyle, 
“that the customer is king, but 
usually we don’t act like we be- 
lieve it. The truth is, though, that 
he is the only truly independent 
guy in the business.” 

All up the line there is some 
measure of dependence—the sales- 


for| — 
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‘Antique’ on Test Run— 


This replica of the 1903 Oldsmobile left 
Los Angeles on an 11-day, 3,300-mile en- 
durance test to New York. The 424-pound 
vehicle is the pilot model of the ‘‘Autique” 
car that will be preduced by Adell Indus- 
tries, Detroit, around the first of the year 
for sale to individuals, parks and resorts. 
Good luck on the run is passed along to 
drivers Vic Kimmel and Les Weill by 
Sharon and Serene Adell. Robert Adell, 
company president, will take turns with 
the drivers on the run. 





man on the dealer, the dealer on 
the factory, the factory field men 
on the home office, the home office 
on top management, and top man- 
agement on the stockholders. 

“Down there at the end of the 
line is the guy who can tell them 
all to go roll their wheels. 

“He goes where he is invited and 
stays where he is well treated.” 

And don’t overlook the fact that 
there are a lot of invitations going 
his way today, because mass ad- 
vertising whatever else it does, 
creates shoppers. 


2 U.C. Dealers 
Challenge New 
Auto-Sales Rules 


WASHINGTON, — Two sections 
of the District of Columbia’s new 
regulations governing auto insur- 
ance and installment payments 
have been challenged by two used- 
car dealers, 

In a suit seeking to block en- 
forcement of the rules, Discount 
Motor Sales, Inc., and G & L, Inc., 
said the regulations were illegal 
and would produce “crippling busi- 
ness curtailment.” 

The drafters of the new rules 
said they were designed to curb 
abuses in the selling and financing 
of both new and used cars. 

The plaintiffs attacked the rule 
which bars the writing of credit 
accident and health insurance. 

They said it bars a “popular” 
type of insurance designed to “pro- 
tect the purchaser from the mental 
and financial strain of losing his 
vehicle in the event of inability to 
meet payments due to accident or 
sickness,” 

Also challenged was a rule re- 
quiring installment payments in 
equal amounts at regular intervals. 

The dealers called this “a prohi- 
bition against private contracting 
parties” who may wish to vary in- 
stallment terms. 


Baker to Address 
4 Pa. Meetings 


HARRISBURG, Pa, — Vince 
Baker, Pueblo (Colo.) authority on 
selling methods, will address four 
breakfast meetings scheduled by 
the Pennsylvania Automotive Assn. 
in December. The dates and loca- 
tions are: 

Dec. 7, Conrad Hilton Hotel, 
Pittsburgh; Dec. 8, Bellevue-Strat- 
ford Hotel, Philadelphia; Dec, 9, 
West Shore Country Club, Harris- 
burg, and Dec. 10, Hote] Sterling, 
Wilkes-Barre. 
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Robert A. Yeakel, 41, 


L. A. Plymouth Dealer 
LOS ANGELES.—Robert A. Yea- 


kel, 41, a Plymouth dealer, was 
killed Nov. 4 when his small plane 


crashed and exploded on the San 
Bernardino Freeway, 25 miles east 
of Los Angeles. 

His sons, Kenneth, 23, and Rob- 
ert jr., 14, a business associate and 
a motorist also were killed in the 
crash, Mr. Yeakel, who tagged him- 
self “The Lucky Dutchman” early 
in his business career, was a fa- 
miliar figure on television, a medi- 
um he used extensively for auto 
advertising. 

* * oa 


W. Harold Northrup 
EAGLE HARBOR, N. Y.—W. Harold 
Northrup, a retired auto dealer, died Oct. 
30. He was 67, Mr. Northrup formerly 
operated a Lincoln-Mercury dealership in 
Batavia, N. Y, 
* * * 


Dwight G. Scollard 
ST. PAUL.—Dwight G. Scollard, 40, a 
sales representative for Ford Motor Co. 
here for 14 years, was killed in a car 
crash near Northfield, Minn., Oct. 26, 
* * * 


Ralph J. Bowler 
OAKLAND, Pa.—Ralph J, Bowler, 69, 
retired Pittsburgh auto dealer, died Nov. 1. 
* * * 


Llewelyn Lewis 
COLUMBUS, 0O.-—Llewelyn Lewis, 85, 
president of American Auto Parts Co., 
died Oct. 28. At one time he was a labor 
adviser to President Warren G, Harding. 


* * * 
Sidney Ramey Hundley 
SHELBYVILLE, Ky.—Sidney Ramey 
Hundley, 62, a retired auto dealer, died 
Oct, 29, 
* * * 
Erwin T, Backus 
BALTIMORE.—Erwin T, Backus, a pio- 
neer auto dealer, died Oct. 27. He was 76. 
Mr. Backus was a Ford dealer here from 
1915 to 1932 and later handled General 
Motors lines. He was a former director of 
the Automobile Trade Assn, of Maryland. 
* * * 
Sam C. Hicks 
ELIZABETHTOWN, Ky.—Sam C, Hicks, 
54, an auto dealer here for 15 years, is 
dead. He was a director of the Kentucky 


Automobile Dealers Assn. 
* * * 


Cornelius O’Leary 
MT. MORRIS, N. Y.—Cornelius O'Leary, 
69, a former auto dealer, died Oct. 27. He 
Was a partner in Conlon & O'Leary Auto 
Co, before retiring in 1941. 
* * * 


Frank L, Cavanaugh 

MILWAUKEE.—Frank L, Cavanaugh, a 
former fireman who fashioned a 42-year 
career as an auto salesmen, died Oct, 25. 
He was 76. Mr. Cavanaugh retired from 
the fire department as a lieutenant in 1918 
as a result of injuries suffered while bat- 
tling a blaze. He sold his first car, a Model 


T Ford, for Northwestern Motor Car Co. 
in May, 1918, and stayed with the firm 
until his death. His best year was 1924, 


when he sold 606 new and used cars and 
trucks. 
7 + + 
Harry W. Bennett 
GENEVA, N. Y.—-Harry W. Bennett, an 
ealy auto dealer, died Oct. 19, He was 73. 
Mr, Bennett operated an auto dealership 
here before becoming a funeral! director in 
1927. 
* * * 
Edwin C, Lincoln 
CINCINNATUS, N,. Y.—Edwin C,. Lin- 
coln, 63, a former automobile and farm- 
equipment dealer, died Oct, 25. In recent 
years, he had operated a restaurant here. 
* 


Jeff Townsend 


SAN DIEGO.—Jeff Townsend, a Stude- 


baker dealer in San Diego for 33 years, 
died of a heart attack while playing golf. 
* * * 
E. A, (Ted) Crippa 


ROCK SPRINGS, Wyo.—E, A, (Ted) 
Crippa, 61, owner of Crippa Motor Co. 
(Ford) since 1934, died Oct, 20 after a 
heart attack, He was a former United 
States senator and Republican national 
committeeman. 

* * 
Roy C. Jarvis 

PORT HURON, Mich.—Roy C, Jarvis, 

74, a former auto dealer here, died Oct. 15. 
1 


Jack Baron 
CHICAGO.—Jack Baron, 45, a partner 
in Cee Cook, Inc. (used cars), died Oct, 20. 
* Ea 


Harry M. Smoot 
DENVER.—Harry M, Smoot, 54, general 
manager, Cullen-Thompson Motor Co. 
(Chrysier-Plymouth), died Oct, 24. He was 





Rochester Dealers Adopt 


Wednesday Night Closing 


ROCHESTER, N. Y.-—In a move 
to allow auto salesmen more time 
to spend with their families, the 


Rochester Auto Dealers Assn. has | 


decided to close Wednesday eve- 
nings. 

Some 40 dealers in Rochester and 
Monroe County will observe the 
Wednesday evening closing. The 
dealers will continue to be open 
9 a.m. to 9 p.m, on weekdays ex- 
cept Wednesday. On Wednesday 
they will close at 6 p.m. Saturday 
hours are 9 a.m. to 5 p.m, All deal- 
ers are closed on Sunday by law. 


Obituaries 


Colorado Auto Dealers 





treasurer of the 
Assn, and was active in the Metropolitan 
Denver Automobile Dealers Assn, 

* o 


* 
Henry A. Moll 


SALEM, Ore.—-Henry A, Moll, 53, owner 


of Moll Motor Co., died of a heart attack 
while on a fishing trip in Newport, Ore. 
+ * * 


Clyde L, Parmenter 
KENNETT, Mo.—Clyde L. Parmenter, 
41, Kennett auto dealer, died Oct, 19. 
* * * 
dake T, Moore 
GALLIPOLIS, 0O.—Jake T. Moore, a 
Dodge dealer and a 46-year veteran of the 
auto business here, died Oct. 24, He was 
61. Mr. Moore entered the auto industry 
in 1914, An early Studebaker dealer, he 
had handled Dodge the last 25 years, 
* * * 


Arlo B, Farrington 
BANGOR, Me.—Arlo B. Farrington, 59, 
who conducted a barber shop in conjunction 
with his auto business, is dead, 
* * + 


Dale E. Zink 
LONG BEACH, Calif.—Dale E. Zink, 
43, manager of the Long Beach Division, 
Howard Zink Corp., died of a heart attack 
Oct, 7 
+ * * 
Andrew Krause Sr. 
ANNAPOLIS, Md.—Andrew Krause sr., 
83, former Chevrolet ae is dead. 
* * 


James William McGill 
CLEARWATER, Fia,. — James William 
McGill, 60, retired auto dealer, died Nov. 
3. He had been a Pontiac dealer in Har- 
risburg, Ill., and had owned an Oldsmobile 
dealership in Eldorado, Ill., before retire- 
ment three years ago. 
* * * 
Joseph D, McCann 
ST. BERNARD, O.—Joseph D. McCann, 
a retired auto dealer, died Oct. 29 in 
Hawkinsville, Ga., while returning from a 
Florida vacation. He was 68, Mr. McCann 
operated McCann Auto Sales here from 
1927 until his retirement last July, 
* * * 


Harry H. Miller 
BINGHAMTON, N. Y.—Harry H. Miller, 
vice-president of Miller Motor Car Corp. 
(Dodge), and Binghamton Taxicab Co., 
died Nov. 3. He was 66. He was president 
of the auto dealership before yielding the 
post to a son, Wendell H. Miller, 
* * * 
James O. Voyles 
ATLANTA.—James O. Voyles, 79, an 
auto salesman here for 25 years, died Nov. 
5. He was the father of Ed Voyles, a Ram- 
bler dealer in East Point, Ga, 
* * * 


Joseph B. Walker 

RUSHVILLE, Ind.—Joseph B, Walker, 
52, an auto dealer, died Nov. 1 following 
a heart attack. A former Ford dealer, he 
later held Buick and Rambler franchises. 

* * * 
Loia D. Fox 

MAYVILLE, Mich.—Loia D. Fox, a 
Ford dealer here for 27 years, died Nov. 1. 
He was 57. 


* * 


+ 
Edwin C. Dressel 
MOUNT KISCO, N, Y.—Edwin C. Dres- 
sel, manager of the White Plains (N, Y.) 
branch of General Motors Acceptance 
Corp., died Nov. 6. He was 56 and had 
headed the GMAC branch nine years. 


HELP WANTED 


GENERAL MANAGER—We are 
Chevrolet dealership in a fine 
Lakes metropolitan area (not Chicago 
or Detroit), This dealership is well es- 
tablished and enjoys a fine reputation in 
the community. It has been in business 
over 25 years and sells in excess of 1,500 
new cars annually, We feel we offer a 
fine opportunity because we operate sev- 
eral Chevrolet dealerships in the Mid- 
west. We desire a man approximately 35 
to 40 years of age, married, with a suc- 
cessful business background that includes 
the ability to read, understand and an- 
alyze a financial statement, He must be 
able to run a good organization through 
teamwork and the use of good judgment. 
Salary and percentage of profits are of- 
fered, Please write, giving a full resumé, 
including your experience and past earn- 
ings. Enclose a recent picture of your- 
self, All replies strictly confidential, We 
will contact you before checking any ref- 
erences, Box 1971, c/o Automotive News, 
Detroit 7. 


MECHANICAL TECHNICIANS—Excellent 
opportunity offered with one of the fast- 
est growing GMC truck dealerships in the 
country, Modern equipment and excel- 
lent facilities, Position open for repairs 
to commercial and industrial equipment. 
Write: Bogard GMC Company, Inc., 2626 
8. 4th Avenue, Tucson, Arizona. 


DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general man- 
ager for a car dealer, or have been a 
you. ob sor ‘ashontiy 
you as an exclusive agent for 
advertised Childers Carports, used by deal 
ers and drive-ins. No investment. Airmail 
your business background and references. 
Will send you names of ts with high 
earnings. Bob Childers, Childers Mfg. Co., 
Box 7467, Houston, Texas. 





a large 
Great 











TRUCK SALESMAN—Excellent opportuni- 
ty for experienced truck salesman to live 
and work in the health center of the 
Southwest, Second fastest growing city 
in the country ofiers unlimited earning 
capacities. Salary plus commissions. 
Write: Bogard GMC Company, Inc., 2626 
8. 4th Avenue, Tucson, Arizona. 


WANTED: Good experienced Used Car 
Salesmen to sell from over 150 car in- 
ventory. Giles Motor Center, 711 N. 
Stone Ave., Tucson, Ariz, 












HELP WANTED 


S12) ARAN TER will 


GENERAL MANAGER 


for volume Buick dealership in large 
southern city. Must be able to assume 


Board of Directors, who will include 
stock ownership in company with liberal 
salary plus profit sharing. Man we want 
must have successful background in auto- 
mobile business and has been well train- 
ed but now ready for top responsibility. 
Will expect applicant to be 30 to 50 
years old, married, settled and willing to 
relocate in delightful southern city 
where in a short time he can become 
active in civic and church affairs. Pres- 
ent General Manager is president of 
company and is longtime successful bus- 
inessman who desires to retire as soon 
as new General Manager is able to as- 
sume full control. Write in complete 
confidence, giving full details. All re- 
plies will be held in confidence. Box 
1954, </o Automotive News, Detroit 7. 


USED CAR MANAGER — For Chevrolet- 
Cadillac dealership in southern Wiscon- 
sin. City of 30,000, good industrial com- 
munity, steady growing city, excellent 
opportunity for aggressive individual. 
Must be able to appraise, train, close; 
handle entire used car operation. Excel- 
lent salary and benefits. Prefer man 
under 45. Please indicate in first letter 
your qualifications, Box 1979, c/o Auto- 
motive News, Detroit 7. 


SALES MANAGER 


Mid-West GM dealer, 350-600 units per 
a6 highly competitive metropolitan area. 


10,000 salary plus liberal share of profits. 

Wonderful opportunity for experienced, 
ambitious live-wire. Top references must 
substantiate integrity. Box 1966, c/o Auto- 
motive News, Detroit 7. 





SALESMEN—Now contacting new and 
used car dealers. Take orders for Chrome- 
Plastic-Scotchlite-Transparent name- 
plates. We furnish catalogs, order books, 
samples, etc. Easy, extra commissions. 
Write Aash Specialties, 3011 Greenmount 
Ave., Baltimore, Maryland. 


SERVICE MANAGER—Young man be- 
tween 35 and 45, presently employed as 
service manager in medium size dealer- 
ship (preferably GM), who is fully com- 
petent to handle complete management 
responsibilities of service department in 
large Chevrolet dealership in _ central 
New England. Send complete resumé in 
strict confidence to Box 1961, c/o Auto- 
motive News, Detroit 7. 





SALES 
REPRESENTATIVE 


National, top-rated auto parts manufacturer 
and distributor is expanding business and 
needs capable traveling salesmen, age 25-46, 
to sell industry's most outstanding line of 
over 5,000 fast-moving replacement parts, as- 
sortments and kits, Earnings $8,000 to $10,000 
first year, increasing every year. Paid vaca- 
tion, Complete, in-the-field training program 
at company expense. All supervisory positions 
filled from within, No investment required. 
Write today giving full work history and 
background. Box 1967, c/o Automotive News, 
Detroit 7, Michigan, 


SALES MANAGER for Chevrolet dealer 
in prosperous industrial and rural city 
adjacent Chicago. 500-600 new cars. Must 
manage new, used and truck salesmen 
and secure profitable volume. Prefer man 
about 35-40 with sales management ex- 
perience with Chevrolet dealer. Salary, 
bonus, profits. Also buy-in if desired. 


Fine future and security with established 
dealer. Send resumé, Box 1973, c/o Auto- 
News, 


motive Detroit 7. 





YOUNG MAN, COLLEGE GRADUATE, 
civic and church leader, having GM, 
Ford and Chrysler approval, desires 
permanent position—buy-in, partnership, 
general manager—in nice community. 
Have proven record in America’s tough- 
est markets. Excellent references furnish- 
ed. Box 1963, c/o Automotive News, 
Detroit 7. 


POSITION WANTED 


hire general 
manager with unusual devotion to work, 
integrity beyond reproach and provable 
abilities. Age 42, family man, B.A, de- 
gree, and eight years in management 
end of medium price GM _ dealerships. 
Adept in factory relationships and be- 
lieve entire dealership should be sales- 
minded and every department profitable. 
Specifics on request. Box 1962, c/o Auto- 
motive News, Detroit 7. 


GENERAL MANAGER and/or sales man- 
ager. Highly trained, system and conven- 
tional, Guaranteed results, high profit, 
more volume. Will furnish own closers. 
Box - a c/o Automotive News, De- 
troit 7. 


ACCOUNTANT — OFFICE MANAGER — 
Proven ability all accounting procedures, 


operating controls, credit extension, for 
complete charge of office. G.M.I.T. 
trained. Sixteen years in service, parts, 


office, Michigan GM dealership. Desire 
substantial career opportunity in 250-500 
unit deal. Presently employed, Available 
30 days. Box 1924, c/o Automotive News, 
Detroit 7. 


LET’S TALK ABOUT YOU! You have a 
retail automobile business—with good 
facilities, a good product, a good future 
—j; you want more time for yourself 
with no loss of income, plus eventual, 
gradual retirement. I can do this for you 
by managing your business on a salary 
and a percentage of the profit, buying 
you out over the years from this profit. 
Qualifications assured, Replies confiden- 
tial, Box 1968, c/o Automotive News, 
Detroit 7, 


VOLKSWAGEN DEALERS—A family man 
who knows this car and is experienced 
with all phases of warranty and shop 
administration desires service position. 
I am a mechanic by trade, have grade 
XIII education and worked with Volks- 
wagen since 1953. Box 1969, c/o Auto- 
motive News, Detroit 7. 


WOULD LIKE TO LOCATE with Chevro- 
let dealership in Southwest due to health 
of small son. Age 41 with sixteen years 
Chevrolet experience in management ca- 
pacities. Reply Box 1970, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER position wanted. GM 
experience with. factory, also retail expe- 
rience. Ability to administer your entire 
Service operation, and show you a nice 
profit. Box 1957, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT-OFFICE MANAGER, 12 
years’ experience on GM, Chrysler, MHD 
experience. Married, 34 years of age. 
Will relocate for permanent position. Box 
1959, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER — OFFICE MAN- 
AGER. Age 38, Desires position with Big 
Three volume operation in metropolitan 
New York City area. Heavy experience 
in parts and service departments and 
cost controls. Successful in making prof- 
its during low sales volume periods, Box 
1978, c/o Automotive News, Detroit 7. 















POSITION WANTED 


GENERAL MANAGER, age 38. Past 5 
years as general manager in volume 
operation. Thorough knowledge in all 


phases of dealership departments. Prefer 
position in metropolitan New York area. 
Also available on consultant basis as 
accountant and business manager. Best 
references. Reply Box 1958, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER—12 years experience 
with GM dealers. Age 35, married, best 
of character. Desires connection with 
dealership which has large potential 
monthly sales. Will relocate for real 
opportunity. Ability proved and supported 
by references. Box 1977, c/o Automotive 
News, Detroit 7. 

manager, 


GENERAL MANAGER — Sales 
‘“‘Big Three’’ and Motors Holding experi- 
ence. Proven background. Box 1925, c/o 
Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING LARK in 
metropolitan San Francisco area, Ex- 
cellent facilities and equipment; fine 
service and parts business, Fair sales 
record which could aggressively be dou- 
bled. Established over 40 years, profit 
potential, Tax free from prior years of 
loss operation, Asking $80,000 for 100 
percent of stock and assets of family 
corporation or will deduct used cars and 
accounts receivable if not desired, In- 
quiries confidential, directly to owners. 
Box 1972, c/o Automotive News, De- 
troit 7, 

sales 


DEALER HANDLING RAMBLER, 
approximately 150 new car units. New 
building, heated and air ccnditioned. 
New equipment, five car showroom, main 
highway. Trading area 50,000, Western 
Nevada, Ill health. Factory approval 
needed, Box 1939, c/o Automotive News, 
Detroit 7. 


SOUTHERN CALIFORNIA—Single point 
dealership outside Los Angeles metro- 
politan area handling Ford, Sales poten- 
tial 600 to 750 new units, 800 to 1,000 
used, Excellent facilities for handling 
large volume sales and service, Five 
year lease, Applicant must be financially 
responsible and can obtain Ford Motor 
Company approval, Box 1946, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP HANDLING CHEVROLET 
in Connecticut, 500 new units per year, 
300 used units per year, $50;000 parts 
and equipment, buy or lease building. 
Box 1950, c/o Automotive News, De- 
troit 7. : 

FOREIGN CAR DEALERSHIP—Phoenix, 
Arizona. Excellent service absorption, 
good lease, well located. Approximately 
$13,000 will handle purchase of parts 
and equipment. Box 1965, c/o Automo- 
tive News, Detroit 7. 


WILL SELL INTEREST in a major deal- 
ership. Prosperous Hartford, Conn. area. 
Principals only, Please write Box 1974, 
c/o Automotive News, Detroit 7. 

DEALERSHIP HANDLING CHEVROLET 
in Georgia. 235 new units, only one com- 
petitor. Will sell parts and equipment. 
Lease or sell real estate. Terms if desired. 
Box 1980, c/o Automotive News, Detroit 7. 





BUSINESS OPPORTUNITIES 


Car and Truck Dealers... 


HERE IS A GROWING BUSINESS YOU 
CAN GET INTO QUICKLY... PROFITABLY 


NASSAU 


CARS 


GOLF 


SIX MODELS COVER THE MARKET 


NASSAU gasoline powered Golf Cars are 
ruggedly built... attractively styled... 
powered for top performance. 


Write for attractive 
Direct-to-Dealer Proposition! 


PARRETT 


MANUFACTURING COMPANY, INC. 
7717 Paw Paw Ave. * Benton Harbor, Mich. « WAlnut 7-3151 
{ 
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CARS FOR SALE 


DEALERSHIPS WANTED 


GM SINGLE OR DUAL WANTED, 200- 
500 new cars. Anywhere but N.E. United 
States. Confidential. Edward Perry, 4505 
W. 66th St., Prairie Village, Kansas. 
CO 2-5572. 

GM-CADILLAC DUAL preferred. Top cash 
price. Have approval. Immediate action. 
Box 1975, c/o Automotive News, De- 
troit 7. 

FORD or CHEVROLET dealership in Filor- 
ida. Confidential. Box 1981, c/o Automo- 
tive News, Detroit 7. 

GM ONLY—Midwest, South, Southwest. 
Have factory approval. 175 cars or more. 
Replies held in strict confidence. Box 
1982, c/o Automotive News, Detroit 7. 


BUSINESS OPPORTUNITIES 
AUTOMOTIVE PARTS wholesale business ; 
doing $500,000 annually. Very profitable 
business in Savannah, Georgia. Will sell 
for minimum amount of money and as- 
sume obligations. Apply P. O. Box 3485, 
Savannah, Ga. 


DEALER SERVICES 













~ got the 






customer? 


HERTZ 


has the 
used car! 












MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 







* Cars may be taken overseas without re- 
financing. 
Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 
















1961 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, “AUTO COSTS," gives 
you the factory invoice prices of all 1961 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘61 edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, ener Publishing Company, 
Liberty, N. Y. 





All are in fast-selling 
colors and fully equipped 
with power steering, 
R & H, automatic trans- 
mission, many with 
power brakes—the works! 












Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts—you name it, we’ve 
got it! Low mileage, 
clean and sharp — real 
bell ringers! 














TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Furniture—Equipment—Machiner y—Tools 
Sell Agreements, Annual Fiscal 
‘tae Tax, Banking = Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 












1959 and ’60 models are 
now available at Hertz 
offices across the country. 












CARS FOR SALE 





IMPORTANT NOTICE 


Dealers are cautioned that before 















excise taxes and duties have not 
been 


paid on the vehicles. 







VOLKSWAGENS 


Ghias, Convertibles, Buses 
to all ports. 
1960s, 1959s, etc. 


EXCISE TAXES PAID 
FULLY AMERICANIZED 


= 
It pays to check with us first. 


We can't be beat. 
« 


Call, Write or Wire 
LOWNI CORP. 
200 W. 72nd St., New York 4 
Ask for Zigi—TR 3-5727 
Jacksonville, Fla.—ELgin 6-7551 











Ex-Taxis 
FORDS CHEVROLETS 


Custom 195 Biscaynes 
Standard Transmission 
Four Door 
Jack, Spare Tire 
Exceptionally Clean Cars 
Beautiful Motors 
WHOLESALE ONLY 
“sarees 
UNIVERSAL AUTO 


WHOLESALERS, INC. 
fare’? Largest Used Fleet Dealers 


















HE 5-8400—New York, BO 9-0216 










or Gane Gay aad be ane t CALL 
check the seller as te whet, if any, THE HERTZ MANAGER 




























IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 

The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 


























VOLKSWAGENS 


‘61 Model Sedans, ‘60 and all other mod- 
els. Panel trucks, Pick-up, Combi, Buses, 
Karmann-Ghias. DIRECT IMPORTS through 
our German company. All demanded ports 
of entry. 





Contact us for lowest prices—it pays. 


D M C MOTORS, INC. 
1216 First Ave., New York 21, N. Y. 
Phone: LEhigh 5-3258 





1947 LINCOLN CONTINENTAL tudor 
hardtop, This car has been remodeled 
with new 1953 Lincoln V-8 engine, trans- 
mission, rear axle, springs and power 
steering. Original black paint that has 
never been exposed to weather, Price 
$2,500. Write: A, J, Mauterer, 5503 
Forest Drive, Columbia, 8, C. 

1959 FORD 


SALE TAXICABS ante ea. 


A-| condition. Ready for the road. All 
06d motors, transmissions, rear ends. 
lean bodies. 

Call, Write or Wire 
EMKAY MOTOR SALES 


1046 Bedford Ave., en 5, N.Y. 
Tel: Ulster 7 






























CARS FOR SALE 

















Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


1961 
Volkswagens 


direct shipment to any port 
U. S. A. Our prices will be 
quoted you including cost, 


freight, insurance, customs 
duty and 
EXCISE TAXES PAID 


Equipped as Follows: 
Leatherette interior . . . tool 
kits . . . mile speedometers 
. -- ASI windshields . . . heat- 
ers... turn signals .. . bump- 
er rails . . . outside mirrors 
. « « Wired for sealed beams. 


PLUS NEW AND USED 1960S. 


Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J. 
ESsex 2-9698 

Orange 3-0575 


CARS WANTED 
LIMOUSINES—8 passenger—new and used. 
Dennis Distributor, 4804 N, Saginaw St., 
Flint 5, Michigan. 








WANTED 
1961 CADILLACS 


We need new Cadillacs for our leasing 
operation. Dealers protected. Replies con- 
fidential. 


Executive Lease Purchase 
Division 


P. O. Box 216 
Fairfield, Connecticut 








PARTS FOR SALE 


ISETTA 300 (BMW) all parts, complete new 
and used engines, universals, improved 
steel crankshafts, complete bodies; over- 
night shipment from stock. Trading in 
used or rebuilt Isettas is very profitable. 
Try it! Also all parts in stock for BMW 
600, BMW 700 sedans and coupes. All 
shop manuals, parts books, Expert tech- 
nical assistance for dealers. High dealer 
discounts. National Parts Center for 
BMW and NSU. Ludwig Motors Corp., 
421 E. 91 St., New York City, TRafalgar 
6-7010, Area Code: 212. 

LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 








Connecticut. 

FOREIGN CAR PARTS FOR SALE, Re- 
tiring from business, will accept reason- 
able offer for purchase of my complete 
stock of parts for Hillman, Volvo, Jag- 
uar, Alfa Romeo, Triumph, etc, cars. 
Parts inventory at cost approximates 
$92,000. Box 1956, c/o Automotive News, 
Detroit 7. 

BMW PARTS AND ACCESSORIES for 
Isetta ‘'300,’' ‘'600,"" ‘'700.’’ Contact 
your nearest distributor or Ludwig Mo- 
tor Corporation, 421 East 9ist Street, 
__ New York 28, N. Y., TRafalgar 6-7010. 


ACO ESSORIES. FOR SALE 








PORTABLE DUAL CONTROLS 


Recommended for epves- Risastien Cars by 
the Auto-Industry Meee Pivee Committee 
and by Chevrolet, Ford, Pi h and Ram- 
bler for all their models, including compacts. 
Automate transmission standard $30. 

back guarantee. PORTABLE DUAL 
con OLS, INC., 1701 Baimoral, Detroit 3, 

c 





SEE PAGE 46 
for the nation's 
TOP AUTO AUCTIONS 








MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


e 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


* 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


® 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 
































$100.00 CASH REWARD for information 
resulting in recovery 1956 Pontiac 870, 2- 
door sedan, grey and white, Serial No. 
P756H16649, license No. 434-965 Massa- 
chusetts. Driver man known as Alfred 
A. White, negro. Possibly Southern 
United States. PHONE COLLECT: G. H. 
Bagnaschi, No. 1, Great Barrington, 
Massachusetts. 


$50.00 CASH REWARD for information 
leading to recovery of one 1955 Chevrolet 
station wagon, serial No. BV55K100479, 
license Nebraska 6-2963, color ivory and 
blue. Registered owner Daniel Patrick 
Morin. Customer frequents the Detroit, 
Pontiac, Michigan and Miami, Florida 
areas. Phone collect Omaha 341-0464 or 
Council Bluffs, Iowa 323-3539, Mr. Sel- 
vey, 3801 Harney St., Omaha, Nebraska. 


$100.00 CASH REWARD for information 
resulting in recovery 1960 Ford Sunliner 
convertible, solid white with white top, 
spotlight, interior blue and white, Serial 
No, OEF55X177212, license No, SS 7907, 
New York 1960, Driver known as Charles 
Edward (Eddy) Ellis, age 23, 5’ 10”, 
brown hair, auto salesman, Last known 
address, 974 Montgomery 8t., Oroville, 
Calif, Contact: A. D. Resch, GRanite 
1-1103, Room 227, State Tower Building, 
Syracuse, New York. Call collect if you 
have information. 


NEW LINES WANTED 


WE DESIRE NEW PRODUCTS for our 
expanding distributorship calling on new 
car dealers. Sales force covers eastern 
Missouri and southern Illinois. 250 active 
accounts growing steadily. Write to Box 
1976, c/o Automotive News, Detroit 7. 


TRUCKS WANTED 
WANTED: Used heavy duty, army type 
wrecker in good condition, Cobb Motor 
Co., Burlington, North Carolina, 





MISCELLANEOUS sath 
BUILDING FOR LEASE near Detroit city Dealers’ List Price, F.O.B. Factory. . .$69.80 
airport. 4,000 sq. feet—store and stock| Dealers’ 25% Discount .......... 17.45 
room. LA. 6-4500, evenings TU. 4-4359.| pealers’ Net with 4 $52 35 
Standard $s 2 Large o 
CONVERTIBLE KITS OR INSTRUCTIONS IN | Adapter Fed. Tex. Inc. 
SUPERVISION FOR 2-DR. CORVAIRS 
For information call Frankenmuth, Mich.— THE fr A MOUS 


OLive 2-935i—or write 
FRANK BRODOWSKI 
10920 W. Lang Road 
Birch Run, Michigan 


MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 
Dealers’ List F.0.B. Factory .... 
Dealers’ 25% Discount 
Dealers’ Net with ae 
Standard ge 
Adapter =. 





Pre-Inventory 
SALE 
$100,000 Bars, Etc. 


Buy NOW & Save $$ 


Fed. Tax. Inc. 






“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 






QUANTITY USERS Deslort’ 28% Blount 7 Na 
GET OUR DIRECT] fevsoepe7'te 538.25 






Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 


FACTORY DEAL 
Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA |-8717 


Call Collect 3,2dc0 732. 
40 So. Clinton St., Chicago 6, Ill. 








Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 











New Subscription Order 


| 

| 

| 

| 

| 

| Send Automotive News to Address Below 

| U. S., Canada and U. S. Possessions 

| One Year $9 [] or Two Years $16 [] 

| All Other Countries — One Year $13 [] or Two Years $22 [] 
! 
| 
| 
| 
| 
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You 
Can Helr 
Prevent - 
This! 


The busy housewife can’t afford to get stuck! And she will thank you a 
thousand times over for selling her a limited slip differential, ‘cause 
then she won’t risk getting marooned like this again. The limited slip 
differential, which directs power to the rear wheel with the greater trac- 
tion, is a sure-fire volume builder with any prospect who can’t afford to 
get stuck—like taxi operators, salesmen, policemen, doctors, rural mail 
carriers, and, of course, busy housewives. And the way to sell it is to 
demonstrate it. So, be sure to order a limited slip differential on each of 


your ’61 demonstrators. Demonstrating its advantages is easy . . . and 


it builds customer satisfaction. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR '61 DEMONSTRATORS! 


<= D 


CORPORATION 
Toledo 1, Ohio 





HERE’S HOW TO 
DEMONSTRATE LIMITED SLIP DIFFERENTIAL . . 














Stop your right rear wheel 
on a pile of wet leaves 
which you can place at 
the curb yourself, then 
demonstrate how LSD lets 
you start up smoothly 
and with no wheel spin 
— because the power 
goes to the wheel with 
the traction. 























If you're near an un- 
ved country road or 
ne where you can run 

one rear wheel off into . 

soft soil, you can put on nr 

a powerful demonstration aN 

eee ere 

ing instantly—with LSD 





Dirt reatly flies when a 
car with a conventional 
differential starts with 
one wheel in the mud. 
You can make a mud 
puddie in your used car 
lot or in a field—and 
show how LSD insures a 
quick, clean take-off. 













In the winter, if you're 
where the temperature 
goes below freezing, put 
one rear wheel on a patch 
of ice or packed down 
snow and show your cus- 
tomer how LSD lets you 
start up instantly. 












